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WEBSTER 


_.. a fname you can 
depend on for 


SALES 


Quality is always in demand and the name Webster is Sell the profit line 
synonymous with quality. Year after year, in intensive, hard- 
hitting advertising Webster sells quality by headlining the Sel 


exclusive features and high caliber of its products. 
Webster advertising reaches and influences people in a posi- 
tion to buy carbon papers and ribbons. It creates brand pref- 


erence among secretaries, businessmen, office managers, and 


purchasing agents — and it makes your selling job easier. CARBONS and INKED RIBBONS 


Because your customers know the Webster name, you get 





F. S. WEBSTER Company, 13 Amherst Street, Cambridge 42, Mas 
Webster warehouses in New York « CI 


faster turnover, greater profits when you sell F. S. Webster 
duplicating supplies. Pittsburgh + Philadelphia « San Francisco + Cambridge 
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HASKELL L-LINE... LUXURY DESIGN 


Here is steel that is perfectly at home... in any modern setting! Though modestly 
priced, you can recommend Haskell's Luxury design for executive as well as 
general office installations. Haskell’s L-Line reflects fine quality and offers 
the kind you expect only at higher-priced levels! See this ‘‘L'’ group in our New 
Catalog 24—in full color! Featured are single and double pedestal desks, overhang 
designs, secretarials, credenzas, bookcases, cabinets, panel end and leg-type tables. 
Everything matched for decorative or functional ensemblino! 


Write for 
_ New Catalog 24 
makes ordering 


easier! 
SHOWROOMS: New York * Chicago * Denver * Los Angeles * Philadelphia © St. Louis 
WAREHOUSES: New York * Chicago * Dallas * Denver * Los Angeles * St. Louis * Tacoma 
HASKELL Inc. ° P.O. BOX 5273 ° PITTSBURGH 6, PA. 
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$SUECT ...z00d chair 


to do business with! 

















Model 15-f 
Secretarial Chair & 2 9 95 
($31.95 in Zone 2)* 












18-TA, $49.95 18-T, $44.95 20-LA, $29.95 
($52.45)* ($47.45)* ($31.95)* 


* @(Zone 2: Texas and 11 western states) 








@ For comfort at every turn, seat 
your customers in this popular 
Cosco secretarial chair. So many 
quality features at so small an in- 
vestment! Trim, smartly styled. 
All-steel, saddle-shaped seat cush- 
ioned with foam rubber. Comfort- 
contoured backrest padded with 


resilient Tufflex. Adjustments in- 










clude height and depth of seat, 
and height and angle of backrest. 
Good looks, good performance 


and low cost make this Cosco 


| f secretarial a standout value .. . 
Sa | a mighty good chair for you to 
CE | do business with. 

;. & J N 

- HAMILTON COSCO, INC. 

23-L, $15.95 Comparable values COLUMBUS, INDIANA 

($17.95) * in settees, sofas, 


chairs, tables. 
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OA Press-Time News 








NOBA Convention in 61 Set for 
Coliseum with February 22-26 Dates 


The 15th annual convention of the National Office Furniture Association will be 
be held at the Coliseum in New York ¢ ity, February 22-26, 1961, it was an 
nounced by President R. P. Lewis. A survey of former exhibitors indicated a 
preference for a New York City convention, he said 


The NOFA manufacturers’ division 
and exhibitors’ advisory council rep 
resentatives met, and after a review 
of the location survey, decided on 
the Coliseum as the 1961 convention 
site. 

Meanwhile, the Offureps Club of 
New York, an organization made* up 
of manufacturers’ representatives, vot 
ed to cancel their 1961 show and co 
operate with NOFA in promoting the 
convention. 

Chairmen of the convention § ar 
John S. Marshall of the John A 
Marshall Co., Kansas City, Mo., and 
Seymour L. Nathan of Ives Distribu 
tors, New York City. 

President Lewis has announced that 
in forming the exective committee of 
NOFA he has asked the following to 
serve; John S. Marshall and Arthur 
Widman, dealer vice-president; Ed 
ward A. Tyre, treasurer, and Vernon 
Vallet, immediate past president 


Smith-Corona Marchant 
Appoints Flynn as Aid 
In Photocopy Sales 


Appointment of Patrick M. Flynn 
as assistant national sales manager o! 
photocopy products for the Smith 
Corona Division of Smith-Corona 
Marchant, Inc., was announced by 
Roger Rush, national sales manager 

Mr. Flynn formerly was a sales 
supervisor in the San Francisco re 
gional office of the American Photo 
copy Equipment Co. 





Index Available 

An index of feature articles ap 
pearing in OFFICE APPLIANCES 
during the first six months of 1960 
has_ been prepared. Copies are 
available free of charge from the 
Editorial Department, Orrice Ap 
PLIANCES, 600 W. Jackson Blvd., 
Chicago 6, III. 











Mexican Vacations 
Compact Cars Prizes 
In Royal McBee Contest 


One of the most spectacular aggre- 
gations of sales contest prizes ever 
offered by a manufacturer in the office 
equipment field will be awarded to 
winners in the Royal McBee “This Is 
running 


The Year sales contest, 


through July 31 


Prizes for outstanding achievement 
by Royal McBee distributors, dealers, 


salesmen and regional, district and 


field sales managers, will include 234 
all-expense-paid vacations in Mexico, 
66 RCA Stereo Hi-Fi sets or RCA 
color TV’s (winner's choice) and 
eight Corvairs, Chevrolet's new com 


pac t cars 


Seven-day “Mr. and Mrs.”’ Mexican 
vacation trips will be awarded each 
category of Royal sales producers on 
the basis of achievement as compared 
with quotas, or on the basis of bonus 
points. Royal typewriter distributors 
dealers and salesmen will be classified 
in quota groups and will compete 


against others in the same group 


In addition, each month the names 
of 10 Royal typewriter distributors, 
dealers and salesmen, and one Roto 
type salesman, will be drawn from the 
names of all who have achieved their 
monthly quota, Each winner in these 
monthly drawings will have his choic« 
of a Hi-Fi or color TV worth over 
$500.00 


The winning typewriter distribu 
tors, dealers and salesmen in each of 
the monthly drawings will compet 
with each other throughout the contest 
period. The man with the best over 
all sales performance in each group 
will win a Chevrolet Corvair in plac« 


of the Hi-Fi or color TV 








Gehrig Named V.P. of 
Tag Manufacturers 


Leonar d F. 
Gehrig, vice- 
president of 
Ennis Business 
Forms, Inc., has 
been named to 
serve as vice- 
president of the 
Tag Manufac- 
L. F. Gehrig Institute, 


it was recently announced. While serv- 


turers 


ing in the capacity of vice-president 
of the institute, Mr. Gehrig will work 
with the president and the executive 
committee in co-ordinating all nation- 
al-regional activities of the Associa- 
t10n. 


J. C. Strauss Appointed 
Lit-Ning Representative 
Lit-Ning Prod- 


ucts Co. an- 
nounces the ap- 
pointment of 
Joseph C. Strauss 
as sales represent- 
ative in the Met- 
ropolitan New 
York City area 

J. C. Strauss A , 
more than 40 years in the office sup- 
ply field, Mr. Strauss is well known 
eastern states. His 
1140 Broadway, 


veteran of 


throughout the 
headquarters are at 


New York City 


Baltimore Salesbook Co. 
Changes Name to 
Baltimore Business Forms, Inc. 


Baltimore Business Forms, Inc., is 
now the official corporate name of the 
Baltimore forms manufacturing firm 
which began in 1916 as the Mutual 
Manifold Co. and has operated since 
1922 as The Baltimore Salesbook Co. 
The change in corporate name was an- 
nounced by Talbot T hairman 
of the board 

“The new name was chosen to de- 


Spe er, 


scribe our business as it functions to- 
day,’ Mr. Speer explained. ‘“The com- 
pany is engaged exclusively in design- 
ing and producing business forms and 


systems. ” 
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Copeland Appointed Head 
Of LePage’s, Inc. Sales 


Arnold A 
Copeland has 
been appointed 
director of sales 
for LePage’s, 
Inc., a subsidiary 
of The Pa per- 
craft Corp. In his 
new ¢ apacity, 
A. A. Copeland Mr. Copeland 
will direct sales and merchandising of 
all LePage’s cellophane tapes and ad- 





hesive products, as well as a new 


transparent food and household wrap. 


Acco Appoints Carney 
Sales Representative 
The 


ment of L. Gor- 


appoint- 


don Carney as 
sales representa- 
tive in the Ohio, 
West 
and Kentucky ter- 
ritories has been 


Virginia 





announced by 
Jack Moore, gen- 
eral sales manager of Acco Products 


L. G. Carney 


Mr. Carney has been associated with 
Acco for more than 10 years and has 
served in the company’s production, 


advertising and sales departments 


New Protectall Warehouse 
To Serve Seven States 


Opening of a Protectall Safes ware 
house in Kansas City to serve dealers 
in seven Mid-West states was an- 
nounced by Edwin H. Mosler, Jr., 


president of the Mosler Safe Co., of 
which Protectall is a division. 

States served by the new facility 
will be Missouri, Kansas, Iowa, Min- 
nesota, the Dakotas and Nebraska 


New Location for Firm 


All Makes Typewriter Co. of Salt 
Lake City, 
111 E. Second St. S., has opened for 
business at a new location at 101 E 
Second St. W. C. 


owner 


Utah, formerly located at 


Mihlberger is the 
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Typewriter Duty Plea Rejected 
After Hearing in Washington, D. C. 


The Tariff Commission announced that no sufficient reason exists for a 
recommendation to the President for imposing tariffs on typewriter imports un- 
der the provisions of Section 7 of the Trade Agreements Extension Act of 1951. 





85th Anniversary Ahead 
For Stationers and 
Publishers Bd. of Trade 


The Stationers & Publishers Board 
of Trade will observe the 85th an- 
niversary of its founding on Friday 
evening, October 21, 1960, with a 
reception and dinner at Hotel Bilt- 
more, New York City. 

The evening festivities will be pre- 
ceeded by an afternoon forum which 
will include discussions on selling, 
distribution and financial mangement. 
Entertainment and dancing will fol- 
low the dinner. 

All management and sales person- 
nel associated with manufacturers and 
distributors of stationery, office equip- 
ment and furniture and allied lines 
have been invited to participate in this 
affair. 

Details can be secured from Ed 
Kallmann, executive vice-president, at 


200 Fith Ave., New York 10, N.Y. 


James Lefebvre, Jr. 
Represents Hoosier Desk 


JAMES LEFEB- 
VRE, JR., of 
Houston, Tex., 
has been ap- 
pointed district 
representative in 
the Midsouth for 
the Hoosier Desk 
Co. Lefebvre has 
long experience 
in the sale of office furniture, having 
previously represented the manufac- 
turer of steel office furniture in that 
area. He will be responsible for the 
territory comprising Louisiana, Okla- 
homa and Arkansas. 

Lefebvre’s appointment is part of 
the accelerated sales and promotion 
activity undertaken by the company at 
the beginning of the year when O. I. 
LETT was appointed sales manager. 





James Lefebvre 


After the hearings held in Wash- 
ington, D. C. it was unanimously de- 
cided that typewriter imports are not 
injuring the domestic industry. 

The failure of the Commission to 
recommend tariff relief was described 
as “surprising” by Emerson E. Mead, 
executive vice-president of Smith-Co- 
rona Marchant, Inc. 


Mr. Mead said that SCM “would 
move vigorously ahead with its plans 
to further reduce costs and increase 
efficiency."’ He said that this includes 
consolidation of all domestic type- 
writer operations in the company’s 
Groton and Cartland, N. Y. plants; 
remethodization of its portable type- 
writer operations; and closing of the 
office typewriter plant in Syracuse, 
N. Y. 

“In addition,” he said, “we have 
transferred to England the production 
of our lowest priced portable type- 
writer, the Skywriter, in order to take 
advantage of the lower labor costs 
there and to make this machine more 
competitive with similar quality ma- 
chines produced aboard and imported 
duty-free into the United States.” 


Jaycees Honor Dealer 
In Jacksonville, Fla. 


George W. Martin, head of Martin 
Office Equipment Co., Jacksonville, 
Fla., recently was named recipient of 
the Ted Arnold Award for 1959. 

The award is given each year to 
a former Jaycee over 45 who has dis- 
tinguished himself in civic and com- 
munity life. 

Martin was honored for his service 
to and participation in such activities 
as the Baptist Hospital, Southside 
Business Men's Club, Rotary Club, 
Round Table, Jacksonville 
University, Chamber of Commerce 
and Civic Defense. He served as ad- 
visor on the Jacksonville Expressway 
project. 


Civic 








“To encourage more reading among more peo 
ple,” International Paper Company has launche d an 
advertising program with thx basic copy theme, 
“Send me a man who reads!" Through the pages of 
the Reader's Digest and Fortune magazines, the mes 
sages will reach a combined audience of 29 million 
people. 

Each of the four advertisements in the campaign 
includes a full color illustration and a page of text 
under the interest evoking words, ‘Send me a man 
who reads!" To all who can read business execu- 
tives, professional men, farmers, students, everyone 

the advertisements tell of the achievements of 
those who do read. All publishers, including produc 
ers of business journals should be grateful to Inter- 
national Paper Company for its campaign to encour- 
age reading. The circumstance provides opportunity 
to reiterate, “The man who does not read has no 
advantage over the man who w/// not read 

* 

In the last three issues, including this current July 
number, verbatim reports of the OA Design Round 
Table discussions have been presented. Each of the 
presentations included the following offer: “Specific 
questions or problems concerning any phase of in- 
terior design, directed to Orrick APPLIANCES De- 
sign Clinic, will be forwarded to one of the panel 
members for comment.’ Here is an opportunity for 
consultation service free. Don’t pass it up 

° 

Robert Goldman, president, Central Office Equip- 
ment Company, Springfield, IIl., is a man with initi 
ative. As soon as erection of the new Springfield City 
Hall was far enough along to justify action, Mr 
Goldman proposed to the city council a complet 


Next Nonth 


Editorial emphasis in the August issue will be placed 
on business gift selling. This presentation will be 
buttressed by dealer experience, ideas on what gifts 
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survey to determine the furnishing needs of the new 
structure. He told the council his firm would make 
the study for a fee of $4,790. He said further that 
should his company be the low bidder and receive 
the contract for new furniture for the new city hall, 
the survey cost would be subtracted from the bid 
price. At this writing there is no word concerning the 
success of Mr. Goldman's activities. In any case his 
idea is worthy of adaptation and trial 
. 

You are ‘Doctors of Machinery’, and your serv- 
ices should be cloaked in the same professional dig 
nity as ‘Doctors of Medicine’,” Ver Lynn Sprague 
vice-president, Tobias, O'Neil & Gallay, Inc., Chi 
cago advertising agency, told the National Associa 
tion of Service Managers at the organization's meet 
ing in Chicago last month. “From the days of the 
tribal medicine man, the doctor has been in the lead 
ing prestige profession because he knew more about 
a man’s physical condition than anyone else and 
could fix him up when he broke down. Now, more 
and more of the world’s work, communications, and 
wars are carried on by machines. It follows, then, 
that you who know most about the machines and 
how to fix them, will inherit some of that prestige in 


the modern world.’ 


Doctor ot 


How about a professional degree of 
Office Machinery” ? 


elb 8 Winner TR 


Editor 





are carried on stock and promotion tips. Also, two 
sequels to the recent store location article and fresh 
reports from the field on dealer successful methods 


Journal, Chicago, 1905; Business Equipment Journal 
Chicago, 1908; Office Outfitter, Chicago, 1908; the orig 
inal National Stationer, New York, 1909 


ADVERTISING REPRESENTATIVES: New York City 
Wallace W. Fisher, District Manager: Monty Cumming 
Jr., and Robert Slocum, 100 E. 42nd St., New York 17 
N. Y. Phone MUrray Hill 2-2373. 


Chicago: Herbert L. Sime, Vice-president, and Jack M 
McDonald, 600 W. Jackson Blvd., Chicago, Ill. Phone 
DEarborn 2-3206 


Los Angeles: A. O. ‘Beau’ Dillenbeck, Jr.. and Tom Gal 
avan, Dillenbeck-Galavan, Inc., 266 S. Alexandria Ave 
Los Angeles 4, Calif. Phone DUnkirk 5-3991 
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. a terrific profit potential by 
dealers who switch to R. C. 
Allen’s complete Add-O-Matic 
adding machine line. 

Learn how easy it is to make 
a full dealer profit with the com- 
plete Add-O-Matic line—the line 
that meets competitive prices 
and beats any make with power- 
ful selling features. 


R.C.Allen 


Business Machines, Inc. 


680 FRONT AVENUE, N. W. e GRAND RAPIDS, MICHIGAN 


Adding Machines * Bookkeeping Machines * Cash Registers Typewriters « 
Safes and Files « Carbon Paper and Ribbons Precision Aircraft Instruments 


668 FRONT AVENUE, N. W. @e GRAND RAPIDS, MICHIGAN 


ee oe ee 





Please send me information on a pro- 
tected R. C. Allen franchise. 


NAME 





ADDRESS 





CITY _ __ STATE 
















Premier 
Trimmers 





Here's quality through and through . . . from 
the precision calibrated base in new eye-ease 
reen to the hardened tool steel replaceable 
lade, from the handsome long lasting plating, 
to the Premier guard, from the Seleaced Gpring 
tension to the clean, sharp, effortless, accurate 
cuts. You can tell it’s quality and you can cell 
it’s a Premier. Your customers will PREFER 
Premier, every time. 


@ 7 Sizes 
@® From $6.00 to $55.00 
@ Wood or metal base 


REPRESENTED NATIONALLY BY: 


© Stone-Newman Associates, 320 Broadway, New 
York, New York. 

© Jack Luke, 3950 Lake Shore Dr., Chicago, | 
; a Lichtenstein, 223 S. 10th St., Philadelphia 
oe, 

© Harry Henkel, 1046 S. Olive St., Los Angeles 1 
Calif 


© Emil Daimas, P. 0. Box 1524, 9923 Estacad 
Dr. Dallas, Texas. 

© George B. Tapner, 641 S. Rock Hill Rd., Webster 
Grove 19, Mo. 

© R. C. Hill, 1523 Kingswood Road, Jacksonville 
Florida 

© Paul Holden, 213 W. Kathleen, Park Ridge 


PREMIER PHOTO 


Q 
PRODI ae 


10 WEST FULTON Sf. 
CHICAGO 172, ILL. 








| After Hours 


Kistler Named 
Director of Bank 


William H. 
Kistler, president 
of the W. H. 
Kistler Stationery 
| Co. of Denver, 
was elected to the 
board of directors 
of the First Na- 
Bank of 

Eugene 


tional 


W. H. Kistler 


Denver, 


H. Adams, president, announced fol- 
mecting 


lowing the regular board 


| May 12 


Kistler will fill the vacancy created 
by the recent death of Robert S. M« 


Ilvaine, of Denver. 


Active in civic and industry organi- 
zations, Kistler is a director of the 
Denver Rotary Club, Denver Chamber 
of Commerce, Denver Executive Club, 
Printing Industries of Colorado and 
Printing 


Master Printers Section of 


Industries of America. He is a past 


governor of NSOEA. 


Peggy Baker Heads 
Atlanta Advertising Club 


MRS. 
BAKER, 


for Ivan 





ing Club 


This marks the first instance in the 


club's Si-year history of a 


being elected to this office. 


Mrs. Baker, a native of Atlanta, has 
been associated with Ivan Allen Co 
since 1949. She is currently treasurer 
American 


of the Atlanta Chapter, 


Women in Radio and Television, and 
a member of Phi Chi Theta, women’s 


commerce fraternity. 


Gains Optimist Post 


John K. Schaefer, a partner in 
Schaefer's Office Equipment, Flint, 


was elected a lieutenant gov 


Mich . 


ernor of the Michigan District of 
Optimist International at the group's 
convention recently held in Traverse 


City 





PEGGY 
manager 
of advertising and 
sales promotion 
Allen 
Co., Atlanta, Ga., 
has been elected 
president of the 


Atlanta Advertis 


woman 


Death Parts Two Pals 


7 
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4 
8 : 
aa ; | 


“ 


FP 


at 


et 


Frank Arnold, 20, whose pal drowned 
after rowboat capsized in Prospect Park 
Lake, Brooklyn, is comforted by George 
Ramdell, who failed in desperate rescue 
attempt. Police recovered the body of 


; 





Efron Delbrey 19, after an hour's 


search when Arnold, Ramsdel! and three 
others finally gave up lifesaving hopes 
Ramsdell is a manufacturer's representa- 
tive and former district manager for C 
Howard Hunt Pen Co 


Ennis, Tex. Names 
Joe Hawkins as 
Outstanding Citizen 


Jor HAWKINS, 
vice-president in 
charge of produc- 
tion for Ennis 
Business Forms, 
Inc., was recently 
named by the 
citizens of his 
home 


Ennis, 





town of 
Tex., to 
receive the Outstanding Citizen Award 


Joe Hawkins 


for 1959. The award was presented as 
the highlight of the annual Lions 


Club sweetheart banquet 


Mr. Hawkins, who is a 50-year- 
employee of the Ennis business forms 
manufacturing concern, was selected 
to receive the award by ballots cast by 


the entire citizenry of Ennis 


“There have been very few worthy 
projects in Ennis during the past 20 
years that Mr. Hawkins has not par- 


ticipated in,’ the audience was told. 


Efforts on behalf of his church, the 
Boy Scouts, Ennis Hospital, Lakeside 
Country Club, and the Community 


Center were particularly cited 
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World’s Finest Photo-Copiers at World’s Lowest Prices 


SPEED-O-PRINT 
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Portable light-weight unit that can be used 


anywhere. Perfect reproductions of any document 
MODEL 


$9900 


of any length and up to 9” wide. Simple to operate 


- Nothing to mix + Nothing to spill - Low cost. 


Redi-Pak CARTRIDGE 


Speed-O-Print’s new exclusive method of handling 
developer fluid. Compact, easy to use container 
provides complete cleanliness. Nothing to mix — 
Nothing to spill. 


in Seconds 














World’s Finest Photo-Copiers at World’s Lowest Prices 





SPEED-O-PRINT AVAILABLE 


y/ Y . JULY 25" 
| P zoto-( OPtes, 












A COMPLETE COMPACT 


Photo-Copying Department 


Includes storage space for reproduction sup- 
plies, Collator rack, additional working 
shelves. Automatic paper ejectors, legal and 
letter size, built into cabinet for maximum 
convenience. 


Redi-Pak  — mover 


CARTRIDGE 


$229 





Speed-O-Print’s new exclusive method of 
handling developer fluid. Compact, easy 
to use container provides complete cleanli- 
ness. Nothing to mix — nothing to spill. 


Complete self-contained model for 
table or desk-top. Automatic paper 
ejectors built into base. Light-weight; 





portable; low cost. Clean to use, 
simple to operate — nothing to mix, 
nothing to spill. Capacity up to 

9” wide, any length. 


AVAILABLE JUNE 15th 





poe 


$79Q00 Rime. it. Seconds 











World’s Finest Photo-Copiers at World’s Lowest Prices 





SPEED-O-PFP RIN Tt 


Jhoto- (lop zer 





A 
COMPLETE COMPACT 


Photo-Copying 
Department 


Unit copies any document up to 15 
inches wide and any length. Legal 
and letter size paper ejectors con- 
veniently located at top of spacious 
cabinet which provides storage space 
for reproduction supplies, collator 


rack and additional working shelves. 


Redi-Pak 
CARTRIDGE 


$249 


iive method of AVAILABLE 
ee dale AUGUST 25th 





. In Seconds 


ds 
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AVAILABLE 


to Qualified Applicants 


For the new Speed-O-Print Photo-Copier — the complete 








line of Photo-Copy machines to meet every need of busi- 





ness and industry . plus a full line of reproduction 






supplies for profitable and continuing repeat business 





Financial assistance available to applicants qualifying 










SPEED-O-PRINT PHOTO-COPIERS ARE MANUFAC- 
TURED AND DISTRIBUTED EXCLUSIVELY BY THE 
SPEED-O-PRINT CORPORATION OF CHICAGO. 







“WIRE, CALL OR WRITE’— 


Mn. Burton <Jilden Sales Manager 


SPEE D-O; By INT 





1801 WEST LARCHMONT AVE. « CHICAGO 13, ILLINOIS 
Phone: GRaceland 7-2000 






order 12 
pay for 11 


cost to you $25.41 
retail price 46.20 $385 


DURING DEAL 
ALL UNITS COME 
IN SPECIAL TRANS 
PARENT BLISTER 
DISPLAY PACKAGE 
After deal, two display 
packages to every 
dozen; other units in 
compact, colorful 
folding boxes 


STERLING PLASTICS CO. « 1140 Commerce Avenue 
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the ENNIS MAN 





BRINGS YOU 


the most complete line of modern 
business forms, carbons and ribbons in 
the nation .. ready to help you 

profit more from this growing market, 
geared to help you sell. Ennis. . the 
line that’s sold through dealers; your 


supplier, never your competitor. 


Write for catalog 
and complete information 


BUSINESS 


Facteries: ENNIS, TEX. « CHATHAM, VA. « PASO ROBLES, CALIF. 





Warehouses: BIRMINGHAM «© HOUSTON « ST. LOUIS 


Snap-A-Part Unit Sets 

Registers and Register Forms 

Continuous Tabulating Forms—Tab Cards 
Salesbooks—Manifold Books 

Guest Checks—Tags—Carbons and Ribbons 
index Cards—File Folders—Legal Pads 


FORMS, INC. 





Letters 


Readers are invited to express themselves brief- 
ly on any subject related to the office equip- 
ment and supply industry. Address: Letters 
Editor, OFFICE APPLIANCES, 600 W. Jack- 
son Blud., Chicago 6, lil. 


What's Happening to Office Furniture? 


Dear Editor: 

In the December 1958 issue of OFFICE 
APPLIANCES you published an essay by William 
H. Sullivan entitled, “What's Happening to 
Office Furniture?”. At that time you tried to 
open a discussion about this subject, but we have 
not read any responses from interested public 
circles. 

Since that article appeared, much progress has 
been made. This has become apparent through our 
visit to the Milan Fair, the Swiss Sample Fair 
and the German Industrial Fair, as well as in 
articles and advertisments in OFFICE APPLIANCES. 

Beside the organic-sculptural form which, with 
its softly rounded edges and its tendencies to 
compactness, has been the main feature of office 
and home furniture for the last 15 years, there 
has now come up a new formal concept sticking 
closer to geometrical rules and having a tendency 
to clean, angular shapes. 

Based on the geometrical line the leading 
characteristic in the planning of office desks, 
in which we are particularly interested, is the 
application of square steel tubes as supports 
for the desk tops, the pedestals in sharp-edged 
construction being suspended underneath. This 
line is often called here in Germany, sometimes 
perhaps unjustified, the “Knoll-Line”’, as Knoll 
International is supposed to have been the first 
firm representing and advancing this style. 

Recently, the well known German journal, 
“Der Spiegel,’ published a long article about 
Florence Knoll and the development of the enter- 
prise, pointing out the style-forming influence of 
the geometrical line first developed by Knoll and 
about the multitude of plagiarism. 

It can be observed that the leading idea of the 
angular shaped style does make out a good part of 
the latest furniture designs. You will find similar 
tendencies in the design of other industrial prod- 
ucts, i.e. cases for office machines, car bodies, 
etc. Contrary to this, we have read in a remarkable 
book about planning problems, that in architec- 
ture there is already again a strong tendency away 
from the strict geometrical form to the sculptural 
concept. That means a tendency contrary to the 
previously mentioned industrial line. 


About a year ago we put a new line of steel 
office desks on the market. In planning our desks 
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we did not follow the geometrical line, the main 
characteristic of which seems to be pedestals 
suspended on legs of square steel tubes. Our 
models were developed by our designer, Prof. 
Leowald of the High School for Designers in 
Ulm, with whom we have had a long relation. 


Compared with our former series, however, our 
desks have become more edged and straight-lined. 
Yet, neither the desk tops nor the borders of the 
pedestals have become sharp-edged. Above all, we 
stick to the construction where the pedestals are 
used as the supporting elements of the tops, as, 
according to our opinion, this construction is 
simpler both for technical and functional reasons. 

We plan our office desks principally from the 
functional point of view, which means from inside 
to outside. On the contrary, it is our opinion 
that the geometrical styling has received world- 
wide recognition mostly because of its optical 
(external) appearance. 

We cannot state, however, that the German 
market demands mainly the geometrical, sharp- 
edged style. The impression of prominence of 
the geometrical style is caused primarily by the 
fact that the new types are the ones shown at fairs 
and expositions. These tendencies of develop- 
ment have undoubtedly been noted earlier in the 
United States than here in Germany, so that you 
are surely able to inform us about the public 
taste and above all to let us know to what extent 
mass business is already realized in this new 
line. Or is it that also in your country this line 
is particularly preferred where form-conscious 
architects are consulted for the interior furnishings 
of offices? 

F. H. Kein 
Pohischroeder & Co., K. G., 
Dortmund, Germany 


Since Mr. Sullivan's article was published 
there has been extensive development in office 
furniture styling in the United States. Designers, 
decorators and architects have been strongly in- 
fluential. Readers’ ideas and interpretations of the 
subject are invited. 


Specialize or Die 


Dear Editor: 
Please send me a dozen reprints of the editorial, 
Specialize or Die.” This is crucial. You have hit 
the crux of the matter. But, it’s a long training 
period, possibly years. Where do you find people 
who want to do this? 
Ray DYKEMA 


Dykema Office Supply, 
Kalamazoo, Mich 
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the ENNIS MAN 


LEAVES YOU 


with new merchandising ideas and sales 
tips, a new kind of service. He keeps 

you supplied with every needed form, 
from the everyday to the most 

complex and modern . . for the smallest 
or largest job. Ennis . . the line that’s 
sold through dealers; your supplier, 


never your competitor. 


Write for catalog 
and complete information 


Snap-A-Part Unit Sets 

Registers and Register Forms 

Continuous Tabulating Forms—Tab Cards 
Salesbooks—Manifold Books 

Guest Checks—Tags—Carbons and Ribbons 
Index Cards—File Folders—Legal Pads 





Factories: 
ENNIS, TEX. « CHATHAM, VA. © PASO ROBLES, CALIF, 


Warehouses: 
BIRMINGHAM «© HOUSTON « ST. LOUIS 
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State of the Industry 


Ribbon, Carbon Industry Seen 
As Barometer to Business Boom 


Frank R. Nichols, chairman of the board of Columbia 
Ribbon & Carbon Manufacturing Co., predicts that his 
company and the industry will have record sales during 
the second half of 1960. He also noted that ‘this may 
well mean that American business is entering a period 
of even greater prosperity 

He said the ribbon, carbon and duplicating industry 
has always served as a barometer of future business con- 
ditions. There is no business in existence today, large or 
small, which does not use one or more of its products 
in production and sales, Nichols said. “When orders 
continue to soar in virtually all of our products it can 
only mean that American business is gearing up for a 
greater boom or the boom is already under way,’’ he 
added. 

“Most of our.sales are made directly to the secretary 
or office manager. This is the ‘grass roots’ level of busi- 
ness where the first indication of an economic trend is 
noticed.” 


Modular Furniture Discussion 
Timely Topic for Offureps 


“All about Modular Furniture’ was the timely them« 
of the largest seminar conducted by the Offureps Club 
of New York City. Well over 200 recently attended the 
seminar as guests of the Offureps Milton Stone of 
Stone-Newman Associates served as general chairman 
of the seminar and Harry Nechamen was topical chair 
man for a program in which Maria Bergson, pioneer of 
modular furniture, spoke on several vital aspects of this 
fast-growing field. A panel of experts including Miss 
Bergson, Nechamen, Jerrie Brodie, Ed Golden, Harvey 
Noll, Milton Reiss and Norman Steinhilber then took 
over and answered a wide range of questions 

The Offureps thus took cognizance of the trend that 
office furniture should be flexible in arrangement and 
satisfactory for design techniques of architects who morc 
and more are working with office furniture dealers. It 
is a trend, too, which has manufacturers’ recognition in 
production of style-conscious furniture which is wanted 


today. 


Electrics Account for 43% 
Of Office Typewriter & Sales 


Following a lengthy period of reduced business, 
standard lines of office machines now appear to be in a 
recovery trend, the recent analysis from Standard & 
Poor's Industry Surveys indicates. For example in each 
of the last five months of 1959 (latest available figures) 
unit sales of office typewriters including electrics 
were comfortably in excess of those the year before. This 
performance reversed a trend that had been in evidence 
since late 1957, and permitted full 1959 unit volume to 
surpass the year-earlier total by 9.4% 


Reflecting the growing importance of higher-priced 
electric models, dollar sales, says Standard & Poor's, 
reached a new high 13.5% above the 1958 experience 
and 5.4% ahead of the previous peak established in 
1957. 

Electric models accounted for nearly 43% of dollar 
sales of office typewriters in 1959, compared with 37% 


the year before and 32% in 1957 


Announcement of Price Changes 
Provides Hot Discussion Topic 


One of the most debatable questions being raised 
during the ‘‘Person-To-Person’”’ panel discussions moder- 
ated at the NSOEA regional meetings by Bruce Adams, 
chairman of the manufacturers division, is one relating 
to announcement of price changes 

Polling manufacturers regarding ‘‘lead time’’ in nott- 
fying dealers of such price revisions, Mr. Adams dis- 
covered 

22 manufacturers give 30 days notice or more. 

14 manufacturers give no notice 

8 manufacturers give two weeks’ notice 

The typical comments are interesting. Manufacturers 
Say: 

Orders received and acknowledged prior to the noti- 
fication involving a price change should be shipped at 
former prices, unless, of course, there is to be a price 
reduction. The lead time for notification will depend on 
the average time required to process and ship individual 
orders. If possible, 30 days notice should be given to 
allow dealers to complete all pending orders before the 
price increase...” 

Lead time can only be interpreted as a means of 
securing excessive amount of orders resulting in most 
cases at a loss to the manufacturer. There should be no 
lead time given on a genuinely necessary price change.” 

Protect leader on his valid contractual commitments 
only. Under this policy ‘lead time’ not a factor 

Announcement of price changes should be received 
by dealers on effective date of change. Adherence to this 
policy helps to avoid confusion, chaotic ordering and 


treats all dealers impartially 


Koh-I-Noor Takes Credit 
For Yellow Finish of Pencils 


The pencil industry is generally credited with having 
its Origin in the roots an ancient oak that blew down in 
a storm on the English country-side. That tree had par- 
ticles of graphite clinking to its roots and led to the 
subsequent discovery of the famous graphite mine at 
Borrowdale, England. In 1790 Nicholas Jacques Conte, 
a French mechanic, and Josef Hardtmuth perfected a 
method for binding graphite 

Such a historical beginning precedes the claim made 
recently by Koh-I-Noor Pencil Co., that it introduced 
the now customary “yellow pencil” at the World's 


Columb Exposition in 1893 
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Mir. Dealer! 


Tie in with the 





advertising of your leading brands 
in Today’s Secretary Magazine 


Cash in with store displays and gift copies 


of Today’s Secretary Magazine 
for your secretarial customers 


1960 ADVERTISERS 
IN TODAY'S SECRETARY 


Acco Products, Inc. 
Addo-X, Inc 
Advanco Products, Inc. 
American Geloso Co. 
American Writing 
Paper Corp 
Armor-Flex Co 
Avery Label Co 
Bankers Box Co 
Richard Best Pencil Co. 
Blaisdell Pencil Co 
Brownville Paper Co 
Burroughs Corp 
Codo Mfg. Corp 
Columbia Ribbon and 
Carbon Mfg. Co., Inc 
Dictaphone Corp 
DuPont Co 
Eagle Pencil Co 
Eastman Kodak Co 
Eaton Paper Corp 


Eberhard Faber Pencil Co. 


Esterbrook Pen Co 

Ever Ready Calendar 
Manufacturing Co. 

A. W. Faber-Castell 
Pencil Co., Inc 

Franklin Table Co 

General Pencil Co 

Globe-Wernicke Co 

George B. Graff Co. 

C. Howard Hunt Pen Co 


Intercontinental Trading Corp. 

International Business 
Machines Corp. 

Kee Lox Manufacturing Co. 

Leedall Manufacturing Co. 

Manifold Supplies Co. 

Master Addresser Co. 

McGraw-Edison Co. 

G. & C. Merriam Co. 

Micropoint, Inc. 

Millers Falls Paper Co 

Minnesota Mining and 
Manufacturing Co 

Mutual Products Co 

Norelco Div., North American 
Philips Co., Inc. 

Old Town Corp. 

Oxford Filing Supply Co., Inc. 

Pitney-Bowes, Inc 

Remington Rand Inc. 

Rite-Line Corp. 

Weldon Roberts Rubber Co. 

Royal-McBee Corp. 

Smead Mfg. Co. 

Smith-Corona, Inc. 

Stenographic Centering 
Scale Company 

Swingline Co. 

Tiffany Stand Co. 

Underwood Corp 

Venus Pen and Pencil Co. 

F. S. Webster Co. 


TODAY'S 
SECRETARY 





A GREGG -h 
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HILL PUBLICATION 





3 
Top manufacturers of Office supplies and equipment — includ- 
ing many of your suppliers — advertise regularly in Today’s 
Secretary because they know the influence of the secretary in 
selecting office produets. And they Know the value of pre-selling 


secretaries through their own magazine. 
° : 


faches an all-secretarial audience of over 
145,000 paid subs ers — plus over 345,000 pass-along readers, 
surveys show. Here’s how your store can cash in on the ads 
your leading brands place in this key magazine: 


: 







Today’s Secretary 


« Set up Today’s Secretary window or counter displays, 
featuring products advertised in the magazine. For a free copy 
of the magazine and window display suggestions, mail the 
coupon below. 


e Send Today’s Secretary gift subscriptions to your best 
customers and prospects at a special! dealer rate for 5 or more 
subscriptions — $2.25 each per year (regularly $3) including 
a gift card with your firm name for each person. 


« Or give customers single copies of Today’s Secretary 
by ordering at special bulk rates. We’ll ship current copies of 
the magazine to your store in bulk for distribution at the 
counter, by mail or through salesmen — at the rates shown in 
the coupon below. Place your order by filling in the coupon now, 





TODAY'S SECRETARY Magazine 
Dept. O, 330 West 42nd St., New York 36 


) Send a free copy of Today's Secretary and window display suggestions. 


| Mail gift subscriptions with gift card at $2.25 each per year to the names 
on the attached list (attach list to this coupon — minimum, 5 subscriptions) . 
Send us copies of the current issue of Today's Secretary at these 
rates: 30c each for up to 50 copies, 25c each for 50 to 100 copies, 20c each 
for over 100 copies. Our check for payment is enclosed. 


NAME — ———— 








COMPANY 
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OA Editorial 


Complete dealer idea 
gaining acceptance 


ivisiveness was the word for the office equipment and supply industry 50 
D years ago. In fact, the currently used descriptive term did not exist. Of- 

fice or commercial stationery was distributed by one type of merchant, 
oftice machines by another, and almost all office furniture was sold through 
household furniture stores. Dealers and manufacturers shared the conviction 
that they should have nothing to do with each other. 


Over the years there came a gradual acceptance of the contention (argued 
frequently in the editorial columns of OFFICE APPLIANCES) that the business 
office, where the products of the various segments of the industry meet, indi- 
cates the logic of the name, the office equipment and supply industry. While 
most dealers accepted the industry name, many resisted the notion that all the 
facilities for an office could or should be sold through one dealership. Some 
merchants extended their coverage to include two of the three basic kinds of 
products furniture, machines and supplies. Others held to a single phase 
But a constantly increasing number of dealers began recognizing the advantages 


of complete service to their customers and expanded their activities to include 


the sale of a// kinds of utilities used in offices 

About a year and a half ago the editors of OFFICE APPLIANCES selected 
Latta’s, Inc., Waterloo, Iowa, as a typical ‘complete dealer,” made an intensive 
study of the firm's operations, and published a series of eight articles detailing 
Latta’s procedures. The pace of acceptance of the complete dealer idea was sub- 
stantially accelerated 

Inevitably, difficulties were encountered, most of which were solved when 


the experimenting dealers became aware of the consonance between complete 


service and specialization. They discovered that specialization on product lines 
within departments aided the cause of co mplete service. They sought and 


hired specialists or developed employees exhibiting flairs for certain types of 
products, systems or services. Initial costs were involved, of course. When 
1 as investment in an assured future, they proved their soundness 
More and more as the wheel of business turns and reveals the need for 
hanges in the merchandising pattern, it becomes apparent that complete and 
specia ized Sel e ft the business Office 18 not nly a profitable } ath for dealers 


tof w but one beset with fewer obstacles to success 
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Pentagon Fire supports 
Insulated Equipment 


sales story. The biggest 
misconception the average 
businessman has about fire 
protection is that a "fire- 
proof" building automati- 
cally protects its contents. 











Ordinarily, it’s difficult 
to convince these men that 
valuable papers are subject 
lo by fire, regardless 
f building construction, 
that Mosler Insulated 
Files and Record Safes are 
not a luxury but a neces- 


Last July the catastrophic 
fire at the Pentagon gave 
proof of the need for fire- 
resistant office equipment. 
While the Pentagon itself is 
fireproof, thousands of 
records and top-secret 
documents were destroyed. 


Mosler has prepared a bro- 
chure titled "WHO WOULD EVER 
HAVE THOUGHT THERE'D BE A 
FIRE IN THE PENTAGON*® to 
help you bring this story 
to your customers...to help 
you overcome this argument: 
"But this is a fireproof 
building!"...to help you 
sell more Mosler Insulated 
Files and Record Safes. Your 
Mosler Field Manager has 
copies of this useful piece. 
Contact him soon! 


na series of newsletters describing successful sales techniques, proven 
aids and new products from The Mosler Safe Company to Mosler Dealers. 


Increase volume with 
"complete package” 


sales. An Ohio dealer is 
incorporating Mosler Insu- 
lated Files, Record and 
Money Safes and Revo-Files 
in the sketches he presents 
to customers redecorating 
or reconstructing their 
offices. He finds that cus- 
tomers much prefer to pur- 
chase this equipment when 
it is part of an original 
plan. Adding them later 
creates unnecessary selling 
obstacles. 











To help you use the same 
technique, Mosler has pre- 
pared this attractive bro- 


chure. It's called "“MOSLER 
IN THE MODERN SETTING,"* with 
layout and decorating ideas 
that show Mosler equipment 
(and extra sales volume) 

as an integral part of the 
plan. We've reserved your 
copies. To get them, simply 
drop us a line. 


Revo-File sales spin 
upward. We're going to 
add more chapters to this 
‘59 success story in ‘60! 
Coupons and inquiries con- 
tinue to pourin. What does 
it mean to you? This: a 
little extra push with your 
own customers will probably 
pay off more than the same 








effort put elsewhere. If 
you're not carrying Revo- 
File, you are missing out on 
a lot of records-handling 
business. 








New Mosler home-office 








safe. The new Mosler 

MP 1612 has been added to 
the line to help you fill 
home as well as small busi- 
ness needs for safes. This 
unit carries a "C* label. 
It features a relocking de- 
vice along with many other 
exclusive Mosler features. 
It was designed to answer 
the many calls you get for 
a unit that provides record 
security with economy. Be 
sure you have the MP 1612 in 
stock in time for upcoming 
promotion. Contact your 
Mosler representative for 
details...today! 


The Mosler Safe Company 
320 Fifth Avenue, New York 1, N.Y. 











A dealer’s successful « 





to automation 


66 \ J ¢ can no more expect to halt its growth than we can ex- 
pect to turn back the clock. 


“It's here, and here to stay.” 

The speaker is David C. Silvers, past president of both the Na- 

tional Office Machine Dealers Association (1955-56) and the local 
e New York City Chapter (1952 and 1953). By “it” he is referring 
en don’t try to to automation. 

As owner of American Business Machines, Inc., specialists in 

beat em; join ’em.” __ used office machinery, Mr. Silvers has, of necessity, studied the 
progress of automation in and around the Metropolitan New York 
area during the past decade. 

He has noted carefully the changing demands in the used office 
machine market, and the corresponding need for dealers and sales- 
men to keep abreast of the technical advances that automation has 
introduced to office procedures. 

Lastly, he has observed the increasing importance of automation 
to competitive business — an importance which, despite numerous 
modifications in the machinery involved, has given to this office 
phenomenon at least a theoretical permanency that the dealer can ill 
afford to ignore. 

Yet, Mr. Silvers suggests, addressing his fellow dealers, auto- 
mation should not cause undue alarm. True, it can not be shrugged 
off; neither should its magnitude or complexities paralyze sincere at- 
tempts to understand it. 

“All it really implies to us is the simple necessity of adjusting 
our business,” he adds. 

“In other words — don't try to beat ‘em, join ‘em.” 
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FRED VOGEL 
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no, says David ¢ 
ss Machines, Inc., New York City 


If t irket for standard machines is going to grow 


Silvers, owner of American Bus: 


{ the automation market is here to stay and t 


this market ? 


“ v does the dealer interpret 
How does he adjust his business to meet varying de 
What does he need to know about machine 


bsol About office procedures? About automa 


Mr. S ply to these questions 1s to review his 
Wi x riences in recent years 
Ci nting recently on automation’s challenge to 
the off machine dealer, Mr. Silvers remarked that on¢ 
the first truisms the dealer should recognize is that 
Lut s not as “‘new”’ as some persons might have 
Although it actually ‘shifted into high gear 
ibout irs ago,” it is as old as the typewriter 
Awareness of this fact, in Mr. Silvers’ opinion, can 
help to cancel the complaint of some dealers that auto 
. much for them 
Automation really began with the first typewritet 
1 followed along with the development of the first 
tomat idding machine and the first bookkeeping 
No one referred to th machines as ‘auto 
erhaps, but everything that has come sinc 
has | n the form of improving and speeding ut 
of records. 
S of the high-speed electronic computers can 
the same information that was handled 
of w a collection of standard office machines 
T] ff today, of course, is the decrease in 
I pti tin required to obtain this information 
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DAVID C. SILVERS 


Much of the automated equipment marketed today, 
he continued, is often ‘oversold’ and found to be of 
slight consequence to an office's data processing opera- 
tions. It still requires a “great deal of time” to obtain 
machine-produced information, he said. 

‘On the other hand, examinations of certain of the 
larger automated installations will show you that they 
can effect tremendous savings in labor, capital equip- 
ment and space.’ 

Ninety per cent of the equipment handled by Amer- 
ican Business Machines is of the used variety. Three 
floors, encompassing some 20,000 square feet, are de- 
voted to the display and repair of typewriters, account- 
ing and addressing machines, duplicators, dictating and 
calculating machines, and such specialized equipment 
as National Cash Register’s payroll computing machine. 
At present, 3000 machines are in stock. Fifteen me- 
chanics are kept busy servicing old machines for re- 
sale. And in spite of the increasing popularity of 
automation, the company has not suffered any appreci- 
able losses from selling, leasing, renting, or repair 
operations. 

Nor, according to its owner, does it expect to. 

What I've tried to do,’ Mr. Silvers commented, 
“is to keep tabs on both the automation and the used 
office machine market. We carry a large stock of second- 
hand bank bookkeeping machines, and their need has 
been adversely affected by the advent of automation. 
But losses due to obsolescence would have been much 
greater if I hadn't kept a close watch on developments.” 

A similar decrease has been noted in regard to some 
dictating machines, he added, as more offices install 


the new automatic, centralized dictation systems. 


But as a result of his watchfulness, the decline in 
sales of these units has been counterbalanced by com- 
pensatory sales of new additions to the company’s office 
machine lines. In a word, American Business Machines 
‘adjusts’’ itself, taking on new, and disposing of old 
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This unit, from Addressograph-Multigraph 
ine of second-hand equipment in recent years 


By means of this constant exposure to systems, the 
salesman can build up a familiarity with certain problem 
areas and offer, later on, his own views on their solu- 
tions 

This is the best way I know of to gain a customer's 
confidence 

As one dealer who refuses to turn back the clock, 
Mr. Silvers expects to continue to take automation in 
his stride. At the same time, and without reluctance 
or timidity, he is preparing himself and his company 
for whatever alterations in sales techniques the market 
of the future may dictate 

Why the future?” he asks. ‘Because the present is 
complicated and chaotic and uncertain in the minds 
of the consumer and the office machine dealer 

The important questions to keep uppermost in mind, 
he concluded, are Where does the dealer want to go, 
and, How does he hope to get ther 

Watchfulness, adaptability, increased study and sp« 


cialization most likely will provide the answers. 
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A Dealer Needs to Provide Answers to these Questions: 


How is the job being done 
and how does existing equip- 


ment tie into methods in use? 


Why is it necessary to use 12 
square feet to house some rec- 


ords when six might suffice? 


Systems 
selis office 


managed over lO year period to ain a 
business increas n on ol the most hercely 
i h nes 1 


equipment. 

A major portios 
to what he fondly describes as 
Operating as president and executive sales head 
of the CBS Equipment ¢ 


the systems funct 


he uses to sol 


stresses the desirability of stretching the all 
service credo to include and emphasize 
and « 
“You can't rea IN w nov est to serve a cus 
impress rospect Halperin contends 
“until you first leat s probl 
With this is he has 
accounts ording to systems in use. | 
example, under istomer heading in his | 
black book, he may have the notatior Tabu t 
Billing ounts receivable, inventor 
m punched cards. Conventional Shaw 
payro 
few notes | Hal; 1 great deal. H 


How does this adding ma- 
chine fit into the systems pic- 
ture? Why not a calculator? 
How about punched tape out- 


put, integration ? 


Why is this type file in use 


or that type safe? 


concept 
machines 


a tabulating installation needs specially 
rd files. He 


improve a 
I 


onstructed cabinets to hous knows 


that properly adjusted posture chairs can 


key punch machine operator s productive output He 


hat punched cards must be kept under accep 
table conditions of temperature and humidity 

Once versed in systems, Halperin is able to apply 
the savvy of his own field to his customer's prob- 


ms. He 


posting, safeguarding records. He 


evaluates alternate means of housing, filing, 


compares one 


1 


system of doing a job against other method 
£a) g 


§ of doing 


the same job. He evaluates in terms of cost-saving, 
spa ving, work-saving 
Ex} ) yourself to enough different methods, 
Halperin points out, “and the advantages and dis- 
idvantages of each are bound to rub off. That's when 
start making contributions. Suggestions, tips, 
nendations. That's the kind of service a cus 


‘ ppreciates 
He recalls a manufacturer he'd beer ng to open 


It was a 


year 1¢ bu S ye that 
used considerable equipment and machines. At last 
su ded, not in placing an order, but in getting 


That's my first objective 


the lobby and a major break throug! 





OA-—7 /60 








All I want is a chance to observe, evaluate, com- 

In this case Halperin saw the manager of the 

hed card department. The man had seen him 

ause he needed office furniture or equipment, 

but because he thought Halperin, who does a volume 

typewriter business, might be interested in buying 
some machines he had for sale 

have three electric facsimile typewriters. They 


ost me over $400 each, and I was offered a trade-in 
of $50 apiece towards new machines. They're in 
perfect condition, but the price is outrageous. Can 
you take them off my hands?” 

Halperin asked, and found out, that facsimile 
typewriters are machines with a type face matching 
the type of a punched card accounting tabulator 
The manager was changing to a new model of tab 
ulator, and so had no further use for the typewriters 


on hand. He would have to buy new machines to 


match the new tabulators on order 


An Example of Service 
Halperin frowned thoughtfully. Special purpose 
quipment is tough to dispose of. Then he remem- 
bered his little black book. 
don’t know if I can help you,” he told the 
ager, “but I'm sure going to try. May I use your 
pnot 
Halperin called six of his accounts with punched 
installations and asked each one the same 
yuestion. No one could use the typewriters, but 
he was given a lead to someone who might. The 
was made. Two of the three machines were 
$125 apiece. It was a happy coincidence, of 


but one prompted by iction and imapina 


on. Today the manutacturer in question is one of 

i Halperit S top accounts 
| onducting his own privat little systems sur 
Halperin makes it a point to emphasize space- 


g techniques 


D It's like the man with the two-car garage,’ he 

f smilingly explains Even with one car, he still 
sn't have enough space for storage 

ng Every office can use more space than it has, and 


ntal costs being what they are space and 
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dollars are synonomous. A cosmetic company, one of 
CBS Equipment’s best customers, confronted him 
with a serious space problem. Sales history records 
were being housed in eight separate portable ledger 
card trays mounted on wheelbase stands. Due to a 
system innovation it became necessary to increase 
the housing capacity by one-third, but there was 
no room in the office for additional units. The office 
manager, harrassed by pressing problems of expan- 
sion in what seemed to be a contracting space situa- 
tion, was at wit's end. 

Halperin, bringing his system concept into play, 
analyzed the set-up. As it turned out, 40% of the 
ledger card file was active, 25% was semi-active and 
35% was virtually dormant. The upshot was that 
Halperin sold the account, not an additional ledger 
tray unit, but an eight-foot-high, six-tier wall cabi- 
net, with open shelving arranged into flexible, easy- 
to-remove partitions. This unit provided excellent 
access and visibility to the active records, adequate 
accessibility to the others, and an over-all space sav- 
ings of almost 200%. This is the way to cement 
sales and friendships both. 

“Another tip Halperin likes to pass along. ‘Spe- 
cialize, if you can.” By this he means, become an 
authority on one or more particular aspects of your 
business. Learn everything you can about this phase. 
Become a reliable source of information on the sub- 
ject, a consultant, so to speak 

Halperin has put this policy into effect on more 
than one occasion. He has made it a point, for 
example, to contact as many builders as possible. It 
is one of the requirements of the building trade that 
records and tallies of costs and other items be kept 
on a currently running basis 


Builders Appreciate Help 


Builders, Halperin has found, are often excellent 
craftsmen but notoriously poor office managers. 
Through an intensive study of the trade, he has 
managed to become somewhat of an authority on 
the requirements of this business, and he has devel- 
oped himself to the point where he is able to perform 
a real service. 

“Even if his volume doesn't warrant a machine,” 
Halperin points out, “I've still made a friend. 
Chances are, sooner or later, that he'll develop into 
a lead for another account.” 


It's all part of the systems concept. If you learn 
a man’s business, Halperin maintains, you become 
an interesting conversationalist, instead of merely an- 
other salesman. Everyone likes to talk about his own 
business, and what you pick up in the field becomes 
valuable information to customers and prospects. 


Over the years Halperin’s systems concept has 
paid off in rewardingly pyramiding profits. The 
hows and whys have been loudly answered with a 
glittering dollar sign. 
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Originality pays off 
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D. L. Keeney, Jr. of Dallas, Texas 


uses flood of low-cost one-page 


flyers to hammer home sales theme. 
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YOU CAN DEPEND ON KEENEY'S FOR 

ALL YOUR OFFICE NEEDS. WE CARRY 
LEADING BRANDS IN OFFICE MACHINES, 
FURNITURE AND SUPPLIES, OUR SERVICE 
DEPARTMENT IS STAFFED WITH EXPERIENCED 
FACTIRY TRAINED PERSINNEL. PROMPT 
DELIVERY AND PICK UP ON ALL EQUIPMENT, 


YES---WE HAVE SOMETHING TO CROW ABOUT 
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KEENEY OFFICE EQUIPMENT CO. 


ADDING MACHINE 


NO OBLIGATIONI!I! 





KEBNEY OFFICE EQUIPMENT COMPANY 
8318 COMMERCE STREET 2211 COMMERCE STREET 


RIVERSIDE 2 644: RIVERSIDE 2 6441 
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[WO EXAMPLES of the direct mail advertising 
used by the Dallas firm. They were produced on a 
Spirit duplicator 
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D. L. KEENEY, JR. 


f keg direct mail promotion used by D. L. Keeney, 
Jr. for Keeney Office Equipment Co., Dallas, Tex., 
is as Original and exciting as the proprietor himself. 

A former president of the National Office Machine 
Dealers Association, the energetic Texan believes in 
being as versatile in his promotion as he is in conducting 
his many businesses which range from the operation of 
K Bar A ranch raising registered Black Angus cattle, a 
greenhouse, a wholesale musical instrument business 
and contemplated motel and swimming pool venture. 

Always the “man in motion” himself, Keeney be- 
lieves in a versatile appeal to his customers, selling 
everything from ‘a Gem clip to a safe” although he 
was primarily an office machines man at the onset. 

Customers, both actual and prospective, get a con 
tinual stream of one-page direct mail pieces from 
Keeney. These are not elaborate brochures, instead 
colored pieces printed on a spirit duplicator. 

But the selling point is in the copy and the catchy 
illustrations, continually hammering on the “one source” 


theme 


Duplicator Keeps Rolling 


Typ 


[here are many others, of infinite variety, rolling from 


al mailings are reproduced with this article. 


the Dallas firm's duplicator. 

One direct mailing depicted two dogs with the cap- 
tion, “But just how far can I trust these rumors?” It 
ontinued with this comment: 

Yes ... it is true—about the furniture in some 
of the offices of today—the chairs you are asked to 

in have the comfort of an old cavalry saddle. It 
can make a difference you know—a difference in 
what they think of you as a businessman and an 
office host. And—as far as you are concerned—the 
balance of favor may lie in the distinct advantages 


of comfortable office seating.” 
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Again, direct aim at the school market for portable 
typewriters was taken with a snappily-illustrated sheet 
which read: 


MAN—IT’S THE KOOKIEST! 


It’s the portable typewriter year. 

Kids from the 6th to the 12th grade are calling 
for portable typewriters. When asked why, they give 
these reasons: 

1. I can’t read my own writing. 

2. It helps'me with my homework and enables 

me to finish it in half the time. 

3. I don’t get bumps on my fingers from holding 

a pencil for long periods of time. 

4. My work is neater and my grades are better. 
“It’s fun—exciting and new’, said a sixth grader 
who was having a hard time with her homework. 
“Now I am getting better grades in spelling and in 
my composition.” 

Six out of seven teachers approve of homework done 
on portable typewriters. 

A perfect gift for any boy or girl to carry through 
life is one of the great new portable typewriters. 


Uses Varied Approach 


Keeney conducts his direct mail assault on the market 
with news about typewriters, adding machines, calcu- 
lators, comptometers and duplicators. He drops this bit 
of advice into the duplicator: 

“All up-to-date secretaries are asking their bosses 
for the new Speed-O-Print model 300 all electric 
stencil duplicator. Have you called about free demon- 
stration without obligation? Call now, RI2-6441.”’ 
Or, he shows a Mexican taking a nap, Underneath 
the heading ‘‘Take It Easy” is this copy: 

“You will take it easy when you have the Heyer 
duplicator in your office. There is so much it will 
do for you, any one can operate the Heyer. Here are 
a few of its features: 

“Permanent instructions, copy positioner control, 
positive rotary feed, visible fluid supply, adjustable 
pressure control, visible reset counter. 

“Call now for your free demonstration without 
obligation.” 

These messages keep rolling along, week after week, 
on blae, on red, on green or canary paper. They are 
accompanied oftentimes by manufacturers’ mailing 
pieces. 

“They do make an impression. It's constant repetition 
which does the job . . 
says Keeney, who gets inspiration occasionally while 


. and at comparatively small cost,” 


strolling over his ranch and watching his Black Angus 
feed. 

“Be different, be consistent—and never dull’ is his 
advice when it comes to direct mail 
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Paul McWilliams 


Nake it easy to buy! 
Sell Terms! 


Use advertising! 
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y CLARENCE O. SCHLAVER 


managing editor 


McWilliams, proprietor of the Capital Type- 
r Co., Little Rock, Ark., tells his philosophy 


for merchandising office machines in a three-pronged 


Make it easy to buy 
Sell terms.’ 


Use advertising 


Regarding the “easy to buy” sales approach, Mc- 
Williams is a firm believer in a leasing plan and inaugu- 
rated his own rental system about a year ago to apply 
typewriters, calulators and adding machines, 


to el tric 


providing the installation amounts to $600 or more 


Leasing will definitely provide a sizeable percentag 
of any dealer's business but he will have to work as 
hard for that business as he would in selling by the 

istomary manner,” declares this enthusiastic dealer 
o-dat he has been handling his own paper but 
nvis s making other arrangements as leasing de 


lops in volum« 


Making it easy to buy logically moves into selling of 
terms at Capital Typewriter Co. The message is 


stressed in every advertisement with statements such 


Terms if desired—$10 down, $8 month.’ 


A rental-ownership plan is pushed with the prospec- 
r told that he has only to select the make 
of a portable typewriter and pay the first 
s rent of $6.50 as the down payment. There's 
gation to buy under this plan and as long as the 

ntinues renting all rental payments are 


the pure hase 


Carries Ads Each Week 
Advertising is the McWilliams magnet for customers 
He s| is 5% of his sales volume for newspaper ad 
ttising exclusively and carries an ad in the Little 
Rock Gazette and Democrat 52 wecks of the year. 
Three items are stressed 
Terms, making ownership easy. 
Reasons why a typewriter should be owned 
home 
Service to back up every typewriter pur hased 
Capital Typewriter Co 
Eighty per cent of portable typewriters pur- 


declares McWil- 


} ‘ ‘ 
. rory 


Capital are for-hon S 
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liams, who urges prospective purchasers to obtain a 
typewriter for these reasons: 

Learn to type at home 

Keep in practice. 

Prepare for a better job. 

For church, club or social use. 

For business use at home. 

Maintaining an active sales organization which has 
four salesmen working outside the store, McWilliam 
covers from 25 to 30 suburban counties. He estimates 
that 50% of his buyers are repeat customers and 50% 
are new to Capital 

Although portable typewriters provide an estimated 
10% of the net profit and 30% of the dollar volume, 
adding machines are a close second and cash registers 
provide a sizeable sales volume. 

“Today, any one in business is a prospect for an 
declares McWilliams. ‘The 


government has made a bookkeeper out of everyone.” 


adding machine sale,” 


Court Decision Helpful 

The dealer is enthusiastic about the recent court deci- 
sion permitting office machine dealers to compete with 
National Cash Register Co. in sale of used cash registers. 

We are in a position to increase our volume on these 
and that is important inasmuch as portable typewriters, 
cash registers and calculators are our best money makers. 
Adding machines and typewriters are profit depressed.” 

McWilliams has a franchise for Olivetti and Facit 
machines and sells Odhner, Olivetti, R.C. Allen and 
Sweda cash registers. He handles practically every make 
of portable typewriter and particularly is impressed by 
the Olivetti, saying, “It is truly the portable for people 
who never before have liked portables. It has every 
feature of an office typewriter 

Ownership, not rental, is the goal of the Capital 
Typewriter Co. and McWilliams explains, “Rental 
volume today is hardly what it was 10 years ago. We 
are stressing long term buying more than we did be- 
fore because we can impress customers into fitting in 
a purchase into a budget. 

“We charge $7.50 to rent a used machine but we 
sell a new portable for $6.50 down and $6.50 a mouth. 
That is a powerful sales argument. Likewise we offer 
an office size typewriter for $9.00 down and $9.00 a 
month. That makes it easy to buy and few people can 


resist such an offer. 
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C HARLES W. MONK, president of Monk Office 
Supply, Ltd., Victoria, Canada, was successfully 
leasing office equipment, OFFICE APPLIANCES’ editors 
learned. They asked Mr. Monk to dictate his impressions 
upon a tape and forward it for transcription. The fol- 
lowing is the across-the-border interview which devel- 


oped: 
How did you decide to go into leasing? 


A Ca nadian After reading many articles on the subject it 
seemed to us that leasing was on its way, if not 
already here, and that we as active dealers in office 
furniture and equipment should at least be ready to 

L . t meet leasing competition if it came to Victoria. And 
oo Ss a that's exactly what happened. Shortly after we ar- 
ranged for the financing, several large companies 

from Vancouver began invading our market with a 

lease plan. But because we were ready and able to 


= 
Leasing meet this competition we promptly landed several 


very nice contracts. 
What is the first big decision ? 

A dealer must first decide whether he is going to 
do his own financing or turn over his paper to regu- 
lar leasing companies. Such companies take over 
your paper at the time the lease is made and the 
dealer is therefore finished as far as collections and 
so on are concerned. 

Naturally, the setting up of a separate leasing com- 
pany of your own is the most profitable but it does 
require additional capital for which a dealer will 
have to make arrangements through a bank or other 











TE IE TE ar ent pase: peenmenn i 


lending institution. 

In our case, after we had made the decision to go 
ahead we did make arrangements with our bank to 
borrow a certain amount of money to be used for 
leasing only. The bank agreed to loan us 80% of the 
cost of all goods which we leased and the difference 
between the 80% and the 100% was made up by us 
through our insisting that the first and the last two 
payments of the lease be made in advance. This of 
course was done for two reasons: 

1. We were thus provided with the 20% differ- 
ence 
2. The payment of the first and the last two pay- 


by CHARLES W. MONK ments in advance makes our lease a legal document 


to the extent that the person leasing from us is re- 
sponsible for the entire period of the lease. Should 
he go into bankruptcy during the lease period then 
we would be treated as ordinary creditors and while 





president 
Monk Office Supply, Ltd. 


ec eee... 


. we would not receive the full amount of our lease 
E we would at least get a portion back, plus the furni- 
ture or equipment. 
E What safeguards do you use in leasing? 
i One of the most important things, of course, is 
p to have a lawyer draw up a lease which fully pro- 
E tects the dealer. In our lease each and every item 
f is numbered in such a way that the number cannot 
be erased. There isn’t any question about who owns 
the goods. In other words, we are the sole owners of 
the desks, etc., and the lessor cannot remove any 
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equipment from where we install it without our per- 
mission. We register a chattel mortgage on the 
equipment at the court house and this definitely 
emphasizes the fact that we are the owners. 


Although you handle your own paper, can you see 
advantages in working with a leasing company? 

Yes. The leasing companies purchase the goods 
from you at full retail price and set up terms for the 
lessor at fixed rates. Most of these companies will 
return 10% of the total amount to you which means 
you are making a sale at a 10% discount which is not 
too bad considering that you are selling to the leasing 
company at the full list less 10% for privilege of 
leasing to your customers and beside you have no 
worry in regard to collections. 


What rates do you charge for leasing under your 
own plan? 

Rates are varied in some respect but in general 
new furniture is leased for five years at a rate of 214% 
per month. Typewriters, adders, photo copying ma- 
chines, in fact all types of office machines, are only 
leased for a period of three years at a higher rate, 
usually 31/,%. The reason for this, of course, is that 
many machines will be ready for the scrap heap at 
the end of the three-year period. 

Furniture is different and a good desk will still 
be in fair shape at the end of the five-year period. 
If the lease does not continue beyond that time you 
still have a fairly good desk that you can take back 
and use in short-term leasing which, according to 
many dealers on the Pacific Coast, is proving to be 
the most profitable part of the leasing program. 

To the average dealer going into leasing it might 
seem at first glance that 214% per month is very 
lucrative. But remember that out of the $1,500 which 
you get for leasing $1,000 of furniture for 60 months 
(214% on $1,000 is $25.00 per month) all of your 
expenses such as financing, administration, legal, 
transportation and insurance come out of the $500 
apparent profit. 

We find the best method, after we have borrowed 
the 80% from the bank, is that all payments go back 
to the bank until such time as the loan is paid off— 
which could be 24 or 30 months— after which, of 
course, all payments are ours. In other words, leasing 
the way we do through a bank, shows no net return 
until after the cost has been amortized at the bank. 


Doesn't it take a long time to actually show a profit 
under your plan? 


For the first two to three years you are doing 


nothing but building up an equity for yourself, 
which eventually will be a good thing. If a small 
company only leases $10,000 worth of goods a year 
after the third year it will have an income of from 
$750 to $1,000 coming in which can be used in a 
leasing company to further advance the program. 


This is the time, of course, when a dealer should 
set himself up a salary in his own leasing company. 
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Another reason for setting up a separate leasing 
company is that we do not wish to increase the profits 
of the holding company by only having one com- 
pany. By having two, the leasing operation is kept 
entirely separate from the regular stationery business 
and can prove to be a very profitable thing after two 
or three years. 


What are some of the advantages under leasing? 


There are eight basic ones: (1) Lower initial cost 
and elimination of capital investment, thus permit- 
ting 100% financing; (2) allowance of a longer 
term than installment purchase; (3) leasing proves 
the balance sheet and serves working capital; (4) 
leasing simplifies accounting and eliminates certain 
administrative and maintenance cost; (5) leasing 
avoids necessity to sell equipment no longer needed 
and eliminates the danger of obsolescence; (6) leas- 
ing conserves credit; (7) leasing offers tax ad- 
vantages and (8) provides a rapid depreciation write- 
off. 

Some of the reasons why customers lease are: To 
conserve working capital, to gain improved net profit 
ratio after taxes, to know exact cost every month, to 
avoid borrowing, to improve morale and productiv- 
ity, to create a more favorable corporate image, to 
eliminate ownership problems and to permit periodi- 
cal refurnishing. 

At this point I would like to say that the most 
desirable lease is, of course, to the man who re- 
furnishes his office completely for a period of five 
years. After which we would like to take back all 
of his furnishings and replace them. All of the 
original amount has been amortized by now. 

In reference to office machines many people would 
like to have a dictaphone or a photo copying machine 
or one of the other new machines on the market 
but feel they cannot afford to capitalize this equip- 
ment. They can, however, afford their use out of 
monthly expenses. In addition, through leasing they 
are provided with a service contract which assures 
that the equipment will be working for the entire 
term of the lease. 


Do you push a sale, or a lease plan, first when ap- 
proaching a customer? 

Our instructions to the salesmen for furniture and 
equipment are to first sell the equipment outright 
but if that is not possible, to offer the leasing as a 
second consideration. We are not pushing leasing 
ahead of selling, which I think would be a bad thing 


for all of us. 


What final word of advice would you give to anyone 
contemplating a leasing plan? 


I would certainly not encourage a dealer to enter 
into any lease deals until such time as he had either 
set up a separate leasing company of his own or made 
definite arrangements with a leasing firm to accept 
his paper. In other words, have your internal set-up 
completed before you start out to lease goods. 
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ottice interiors 


The well-known phrase “customer satisfaction” 
has a fresh new meaning for Business Furniture Co., 


Philadelphia. 


TT 











; 
i Translated into dollars-and-sense, it means new 
; ' fit business from a former client for the office furniture 
Partit on ng Ss and equipment firm, additional experience in han- 
3 dling a somewhat specialized service, and a growing 
srofit pote -° in f , : 
i client's needs — potential for this dealer in partition installa 
; About three years ago, Business Furniture induced 
N. W. Ayer & Son, one of the country’s largest ad- 
, vertising agencies, to equip its Philadelphia home of- 
‘ fice with Arnot Partition-ettes. It was a large and 
; exacting operation. But by working closely with the 
4 manufacturer, Royal Metal Mfg. Co., the Philadel- 
ts phia dealer was enabled to provide the agency with 
bs the type of partitioning required. 


All together, three complete floors were serviced, 


one floor at a time. And Business Furniture turned 


POST NSE 


in such an outstanding performance that Ayer re- 
quested an encore. This took the form of an order 
to install another series of partitioning in the agen- 
cy’s new branch office in the recently completed 
Time-Life Building in New York City. 

Basically, Ayer was faced with a touchy space 


utilization problem: How to provide sufficient work- 


ce 


tt eatin, Aaa eetned ease Sunt y 


4 

: ing area and enough private office to accommodate 
' the office's executive and service personnel 

E The offices are divided into almost equal working 
; space units within the approximately 30,000 square 


feet floor area which surrounds the core of the build- 
ing. This includes two tiers of more than 75 ceiling- 
high offices along the perimeter of the building. 

By means of the arrangement of movable steel 
partitioning, however, an additional 38 office units, 
each about 8 by 10 feet, have been obtained. The 








r arrangement was selected as most efficient for pro- 
4 viding separate office areas for well over 100 execu- 
¥ : 
> tive-managerial personnel, and according to specific 
3 departmental groupings for proper work relation- 
vee pe cate ships, Ayer has pointed out. Furthermore, all doors 
f THE ARNOT Partition-ettes used in the installation are ‘ 

finished in a new birch woodgrain effect and are just 1% open into short corridors which separate the depart- 
: inches wide. mental groupings, without restricting traffic along 
' the main passageways. 

. Since the arrangement was designed to provide the 
if utmost in flexibility, work stations and offices may be 
7 readily adjusted to accommodate changing demand 
bs for Space. 
= 
: 
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A guide to layout, design and furnishing for workability and livability in offices 


Executive office beauty in furnishings for a tall structure of glass and steel 
was supplied by the H. S. Crocker Co., Inc. of San Francisco in the imposing 
Crown Zellerbach building. This installation for certain executive offices of 
Crown Zellerbach officials, was directed by Charles Ritter, manager of furni- 


ture sales, and was one in which H. S. Crocker’s chief supplier, the Albano 


Co. of New York City, worked very closely with Skidmore, Owens & Merrill, 


m equipment, including planter. 
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Office Planning... . continued 
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Executive offices keep pace 


with beauty of steel, glass ments was that the framing on the 


THE ALBANO DESK 
furniture and t n 
supplied by H 
were from an 
this imposing ex tiv 
erbach building's top 


Francisco with ¢ 


a 


_ 
— 
' 


irchitects, regarding choices of marble, wal 
nut veneer and so forth. One of the require 
desks 
as well as the lounge furniture and tables be 
in architectural stainless steel which gives a 
very fine thin-cut line to the equipment and 
still provides rigidity. Albano Co supplied 
equipment which met such specifications and 
sent two of its artisans to San Francisco to 


make final adjustments, including leveling 


fp SRE Peenee, SOURGt and placement of marble and table tops. All 
i of the desk W 
ie ie Sie ineeenena f the equipment including planter in the 


1 of mposing reception room ( pictured on pre 


eeding page) was furnished by H. S. 


one connecting San : ad 
Crocker and supplied by Albano. This 
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MASSIVE conference table dominates this room furnished by H. §S. Crocker. 
Difficulties in lifting the table to the 18th floor for placement are described in 
accompanying text. Note stainless steel pedestals and walnut top with aluminum 


three vans, but the frame came in one Emphasis in this 
tk City. To installation from an office equipment angle 
it was ne was of course placed on beauty in keeping 
at thre with architecture and the fine thin-cut line 

ng Thanks of steel frame was to be harmony with San 
technical Francisco's first major building utilizing 


s the pla r of the massive con urtain-wall construction. The lobby floor is 


board table which is 29 feet of filled Italian travertine marble. Walls are 


long and has stainless steel pedes sand-finished plaster; wood paneling 
Inut top with al num honey throughout is walnut veneer; ceilings are 
This had be rigged .coustical plaster. Blue-green glass with 


| 


glare-reducing qualities encases the building 
which has horizontal spandrels at each floor 
of a deeper bluish-green glass. The vertical 
window mullions are polished aluminum 
Umber-colored Venetian mosaics cover th 


xterior walls of the service core 








' 
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OA Design Round-Table meta few months ago with the objective of stating principles 


of design for use by office furniture dealers who do not have recourse to professional design 


help. The first two reports of these meetings, published in the May and June issues of OA, dealt 


with the selection of the elements of design and color. This concluding, third report of the se- 


ries presents considerations concerning the co-ordination of these elements. 


Oneness is goal of design 


s stated above, the two previous reports of this 


series concerned the selection of elements that 


go into design, and color. Color, in truth, is one of the 


elements of design, but because of the many misconcep 


tions of this quality, it was given a more extensive 
airing. 

Good design begins with selection, the 
to fulfill a generalized plan Its 


selection of 


the best elements 


importance cannot be denied. But when all materials 


are in hand, the misuse of these materials can nullify 


many hours, weeks, or months of careful planning By 
co-ordinating all elements into a oneness, by executing 
a plan carefully and with reason, the work of a designer 
iS complete and the design has integrity 

Though, as will be seen in the following discussion, 


there are not a few means to integrity, there are also 


many roads which lead to bad design. Some of th 
more recurrent errors of co-ordination in design are 
uncovered here. Likewise, there are many 
that will aid you in bringing about true interior design 


in the office. 


suggestions 


Cihlar: Assuming that you have already selected your 
furnishings and formulated a color scheme, what 
are some of the functional considerations that must 
be coped with to bring about a complete design ? 
Granted that selection is done within the framework 
of a total idea, what are some of the objectives you 
try to fulfill when you begin to arrange these ele 


ments into a working whol: 


Gordon: Foremost. I think. is the area in which the 
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man works, whether this be an executive office or a 
general office. How can I position this equipment 
so that it’s most conducive to his doing his job? Light 
source, therefore, becomes one of the most important 
influences. The worker's desk should be placed in 


such a manner that gives the best possible combina 


tion of artificial light and daylight, if daylight exists 
in the area Secondly, the des! should be positioned 
in relation to the people the client sees. Does he 
need space to hold conferences, etc. It is this taking 


care of the work needs of the client that I consider 


most important. 

Cihlar: I have heard designers say that any designer 
knows immediately where a desk should be placed 
in any given office; that there may be more than 
one position, but that all are inferior to this one posi 
tion. And, that all designers have a sixth sense which 


tells them where this is. Do all of vou agree with 


this flat statement ? 


McPherson: I think that this depends entirely upon 
the effect you want to create. If you are trying to 
achieve a formal, restrained atmosphere, symmetry 


an effective tool of design can be used profit- 


ably. In such a case, you would place your desk in 
the center of a wall, facing directly into the room 
with chairs arranged symmetrically about this focal 
point at the desk. This forms a typical, classical 


grouping. Now where a more informal arrangement 
is desired, I think the furniture should be arranged 
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l 
room more nonchalantly. This choice is 
obviously, upon the client 
} Gordon: If I understood you correctly, I disagree 
t] respect: I think that we must approach this 
how to arrange an office from the stand- 
the person who is going to occupy it, so that 
s the job for him. I don’t think we're in 
the | ness to plan beautifully symmetrical or asym- 
mpositions to the extent that the function 
Very often the symmetry that you want to 
ted by what you need to do in setting 
functionally. I'm not saying that this 
done. But, I don’t think you proceed to 
autiful composition before you establish 
rdinate the function of each piece of equip 
The symmetry and balance, which follow, must 
it in relation to the initial function 
McPherson: You misunderstood. I agree with what 
but I thought we had already covered the 
function. My statement was in answer to 
Do we as designers know immediately 
it a des} I say no. There are a number 
tions which will satisfy the function and 
cre ated 
n 
+} 
Cihlar: What I had in mind was, “could any designer 
Ci lesigners who participated in the OA Design 
kK (2iiH STI €d ieyil f ab ve) are D i] 
try 
Kendrick Furniture ¢ William Gordon 
) H rder’ Stati Nery Sfores, Ine Margaret 
i [ } In rerio} Ine R beri Collin A / D . 
f j ’ I) Car ( lar, OA a ciate 
nN M €7 Le nnartson, OA edite fi and indreu 
Mel i eber, Hilme re& ] AL }] 
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walk into a room cold and from a position of design 
only say the desk should be here or there?” 


Dennis: Practically always. 


Devine: Though this is true from your cold view 
point of design, the desires of some clients won't 
let you do this. He may want to violate every rule 
of good design. I have one client now who insists 
on facing the wall. I can't get him out in the middle 
of the room. 


Gordon: But this is the designer's function. His 
business is to know the pitfalls, the limitations and 
point out these limitations to the client and then 
suggest alternatives that will work. But, then too, it’s 
true that some clients have no business hiring a de- 
signer. Their money is wasted because they won't 
let a designer do his job 


Cihlar: Aside right now from the handicap of the 
distorted desires of a client, what are the criteria 
upon which you make a decision to place a desk? 


Collins: The position of the door and general traffic 
patterns. The client's secretary may have to come in 
a certain door, while another provides a private hall 
exit. Then, too, the type of desk being used would 
have an effect. If the client has an L-shape desk, he 
has to get away from the middle of the room. 


McPherson: The light source would have a bearing, 

but I don’t think as great a bearing as is often at- : 
tributed to it. Most people use the artificial lighting 

of the building. Whether you draw the drapes or 

leave them open, there is little difference of the total 

foot candles falling on the desk. This may account 

for a five per cent rise. 


Gordon: I don’t think you can necessarily say that. 
What about the office that has a beautiful view and 
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Design with thought to psychological reactions as well as practicality. 
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continued 


where the man does not want to have his draperies 
closed. 

McPherson: This beautiful view idea enters into 
another category entirely. The office with a beautiful 
view is not normally considered to be an office for 
working. It’s considered to be an office for effect 
You use that view as part of your effect 

Collins: Many of the newer buildings are nothing but 
glass with beautiful views. Whether draperies are 
drawn or not. I don’t think you can ignore windows 
I also think that you can’t assume that all windows 
are draped. My experience has been to the contrary 
Most of my clients want a casement that will just 
shield the light or glare 


Devine: As a rule, I would say that if an office has 
a view, take advantage of it. Play it up rather than 
cover it; bearing in mind that you wouldn't want the 
man to face it if the light coming in was going 


be objectionable 


+ 


tO 


Cihlar: Aside from beautiful views, what other spe 
cial features or limitations of the room do you con 
sider when arranging your furniture 


Gordon: The light source. If, when trying to eliminate 
direct, natural light from hitting a worker's eyes, you 
place his desk in such a way that his back is to the 
window, you then create two new problems. First, he 
casts his shadow on his work area and, second, his 
visitors get the light in their eyes. This can all be 
avoided by having the side of the desk face the window 
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McPherson: Sufficient clearance to move around the 
room. All too often, a man will see a beautiful desk 
which he wants but which will not fit in the room he 


is going to use; there is not enough clearance to get 


by. In such a case you have to either redesign the desk 
or redesign the room. I think of the second possibil- 
ity only because I’m an architect. But, what I do in 
most cases is talk him out of the larger desk or sug 
gest an L-shape unit whe re clearance is not needed 
on one side. Physical requirements, though this may 


sound stupidly elementary, are important 


Along this line, a specific example that I run across | 
often is the placement of two chairs or lounges on : 
adjacent walls, each butting a square, end table in the 
orner. In such a situation, a person sitting in one chair 
bumps knees with a person sitting in a like manner in 
the other chair. By using an oblong table, this problem 
is eliminated. 

Cihlar: For the most part, then, furniture arrange- 
ment 1s determined when you make your selection } 
This goes hand in glove with what we said earlier 
about furniture selection you have to consider 
all of the limitations and potentials. (See OFFICE , 
APPLIANCES, May 1960) What are some of the stand 
ard clearances for various ofttice areas? What do you 
allow as a minimum distance between credenza and F 
desk? 
Collins: I give four feet. f 
Gordon: Although I try to limit this distance in an 

OA. 
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mally illustrated with one large 








1 two smaller ones, a formal bal 
(top) and informal balance are ¢q al- 
throne . of Sucntinm , : , , 
through the use of furniture Placement of desk parallel to window will result in either direct 
anes glare for worker or his visitor. Problem is eliminated by having 
side of desk face windows. Glare from artificial light should also 
be avoided 
office to 40 inches, ideally 48 inches, I have small office, either through need or inflated desire, 
ed at times in the general office areas to demands having a small conference area in his office 
as 30 inches. But, here of course you are but doesn’t have sufficient floor space? 
lealing with armless swivel chairs 
Collins: In a small office, it's so easy to solve the 
McPherson: I would say that two relatively immov- problem with an overhanging desk. The desk would 
ble pieces should be separated by at least 42 inches; have to do double duty. 
lenza and a desk, for instance: or a book case 
, ind redenza; or a sofa and a door opening. This Dennis: Another way you can achieve this is with 
sn't always possible, but it’s a clearance that I work the new table desks. With storage space in the 


credenza behind the desk, this arrangement becomes 
very effective. 
Collins: Four foot aisles are standard for general 


ffices. This is also a good rule for private offices Collins: This set up, which is becoming more popu- 
loo often a Client and his visitors are jumping over lar, is nothing but a throw-off of the roll top desk 


at the rear and a table to write on. By replacing the 
storage space of a roll top with that found in a 
Cihlar: What do you do when an executive with a credenza, we really have done little more than clean 
up the design. The table which he always had in 
front of him is still there and it can double as a 


l bating designer e OA Design conference unit. 
4 j 
’ nize the shortcon f th re ; 
: ; Devine: I agree with Bob on the matter of using a 
(byrect it i us f f rks have been : . Y af, > . = 
table instead of a desk. Especially in a small room, 
wy However, they believe sufficiently in the objec- you can create a feeling of more space because of 
ns to offer their services as a panel the table's lightness. It gives you a more spacious 
, ae ; ; he al feeling when you use something light in scale as 
Cciflic GHesiion Ge a adédle 5 ‘ . 
; * opposed to a heavy desk in the center of the room. 
man. Any inquiries directed to the OFFICE 
{1PPLIANCES DESIGN CLINIC, 600 W. Jackson Gordon: In connection with that thought, assuming 
} 6. Ill. will be forwarded t that I have analyzed all of the work requirements 
and physical limitations, I begin thinking of balanc- 
rs f n answe? ; 
continued on page 156 
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ferry to San Diego. One of the top speakers will be Senator Wright Patman of Texas, famed co-author 


of the Robinson-Patman Act, legislation which is designed to give small businessmen protection from 


discrimination. The hotel’s Grand Ballroom will be the setting for a large number of exhibits, many of 


them unveiling new products of interest to the office machines dealer. James B. Kobak, partner in J. K. 


Lasser & Co., will handle the speaking part of the Manufacturers’ Division part of the program. His 


Profit Primer will be distributed to NOMDA members at Coronado. 


Exhibitors 


Western Addo Machine C 

R. C. Allen Business Machines, I: 
Alma Office Machin 
American Geloso Electronics, In 
Ames Supply Co 

W. P. Boatright & Associates 
Bohn Duplicator Cor; 
Burroughs Corp 


( orp 


California Typewriter Exchang 19-2 


Clary Corp. 

Continental Office Machines, In 
Cromwell Business Machines 
Curta Co 

DeJur-Amsco Corp 

Diehl Calculators 

Du Prints, Inc. 

Ennis Bussiness Forms 
Facit, Inc. 

Flewelling Co., In 
General-Gilbert Corp 
General Ribbon Corp 

Milo Harding Co 

Hennus Co 

Indiana Cash Drawer ¢ 
Inter-Continental Tradit ( 
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advertising ~ 
Panel discussions on such subjects as automa- if 
9 
tion and advertising highlight the program be- 
ing offered for the 35th annual convention and 
trade exhibit of the National Machine Dealers M 
Association July 10-13 in Coronado, Calif. Set- 9 
ting for the convention at the famed Hotel del 
Coronado is a resort island in San Diego Bay 
only 17 miles from Mexico and five minutes by 
Tu 
9 
Fy 
Inter-State Metal Products Co., Inc 53 
International Calculators, Ltd 6! 
Kimberly Int. 
29 Lagomarsino- F.A_I. . .46 
63 Luxco, Inc. 58-59 
18 National Cash Register Co j I 
6 Nord Photocopy & Business Equip. C 9 
13 North American Philips C 34-35 
65 Olivetti Corp. of America 15-1¢ 
61 Pacific Instruments Corp 5 
18 Paillard, Inc i] 
Remington Rand Div Spert Rand Cor 30-31-3 
Regna Cash Registers, Inc 49-5( 6 
{4 Rex-Rotary Distributing ¢ 39-4 
>) Roval M« Bee ( orp S We 
6 Rulshields }e 7] 
56 Shipman-Ward Mfg. Co 
72 Smith-Corona Marchant, In 3-24-25 
9-0 
O4 Spe d-O-Print Corp 3 
H. A. Steger | , 
39 . 
Swift Business Machines (¢ 5 
0 we . 
/ Thomas Service J 
7] Tiffany Stand Co., Inc 5¢ 
An Torpedo {5 
66 l 2 Leasing a) 
Victor Adding Machine ¢ 
l Victoria Arduino Corp 
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Program 


Sunday, July 10 


G Y *{ 


\.M. Manufacturer, Wholesaler and Distributor registration in the 
lobby. 
10:00 A.M. Dealer registration in the lobby. 
\a- 10:00 A.M. to EXHIBITS OPEN Grand Ballroom, lobby floor 
9:00 P.M 
ye - 1:30 P.M. 1959-60 Board of Directors meeting in the Ocean Terrace Room, 
lower level. 
nd 
es Monday, July 11 
8:30 A.M. Ladies’ get-acquainted breakfast in the Crown Room. 
et- 9:00 A.M. to EXHIBITS OPEN 
12:00 Noon 
lel 9: 4.M. Registration continues on the lobby floor 
10:00 A.M. Ladies meeting in the Ocean Terrace Room, lower level. 
jay 12:30 Noon Luncheon in the Crown Room, Lobby floor. 
by P.M. Principal Speaker, The Honorable Wright Patman, Member of 
: Congress, Texarkana, Tex 
ot 30 P.M. Manufacturer's Division presentation, Speaker James B. Kobak 
of J K. Lasser Co., New York € ity 
m 6:30 P.M. Famous Coronado steak fry at poolside in the hotel grounds. 
8:30 P.M Biff Bender Makes a Buck” by players from the Southern Cali- 
of fornia OMDA in the Circus Room, lower level. 
K. 
Tuesday, July 12 
lis 8:30 A.M Ladies’ get acquainted breakfast in the Crown Room. 
A.M. to EXHIBITS OPEN 
12:00 Noor 
9:00 A.M. Registration continues 
9:00 A.M Display of winning advertising awards and idea board in the 
gistration area on lobby floor. 
11:00 A.M. Ladies assemble in headquarters preparatory to boarding boat for 
Kona Kai Club 
11 A.M. Ladies leave by bi for Kona Kai Club luncheon and flower 
arrangement demonstration. 
Noon Luncheon in the Crown Room 
1:30 P.M. Business session Report by nominating committec and election 
of officers and directors for 1960-61 
Report of by-laws committee 
P.M. Advertising panel conducted by V. L. Kennedy, San Jose, Calif 
Thomas Faust, San Jose, speaker 
P.M. 1960-61 board of directors meeting. Ocean Terrace Room. 
6:30 P.M EXHIBITS OPEN 
Wednesday, July 13 
8:30 A.M. President's breakfast and local association workshop for presi- 
dents and vice-presidents of all local associations, Crown Room 
A.M 12:00 Noon EXHIBITS OPEN 
\.M. Display of award winners in the registration area lobby floor 
30 No Luncheon in the Crown Room 
P.M. Presentation of prizes to the winners of the advertising awards 
P.M. Presentation of prizes to the winners in the membership drive 
competition by President Alfred Foxcroft 
P.M. Automation Panel. Walter Lennartson of Chicago, IIl., Editor of 
OrFiceE APPLIANCES, speaker and moderator 
.M. Annual banquet the Crown Room. Adjourn to the Circus 


1/60 OA-7/60 


Room for featured entertainment and dancing 











Alfred Foxcroft 
president NOMDA 





Harold Mann 
NOMDA exec. 
secretary 


W. S. Lennartson 
outomation panel 





V. L. Kennedy 
advertising panel 





James B. Kobak 
speaker 





Hon. W. Patman 
speaker 


Mrs. Marie White 


president, 
ladies of NOMDA 





Mrs. Douglas Fisher 
ladies chairman 
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New Products 








An illuminated 3-D magnifying viewer f 


close tasks or viewing requiring bright ligh 
ing and full view magnification has been d 


veloped by the Fostorta Corp., Dept 
Fostoria, Ohio. The model DSV_ features 
6” x 6” optically ground acrylic lens that 
vides full three-dimension perception 


> 


Inquiry Card No. 2 


“Dec-Ro-Lites” re 
cently developed by 
the REFLECTOR 
HARDWARE Corp., 
1400 N. 25th Ave., 
Melrose Park, IIl 

fit all double-slotted 
standards, uprights 
or extensions. The 
decorative all-metal 
lamp fixtures are 
ideal for window 
or store interior dis- 
play. Swivel fittings 
permit the lamps to 
be turned in any di- 





rection to serve 
every illumination 
need. The units are 
available in curved 
extension arm or 
straight styles 

Inquiry Card No. 5 











Unit seating with imagination and versatility has been 
placed on the market by Se.ecrep Desicns, INC., 
9276 Santa Monica Blvd., Beverly Hills, Calif. The 
chair and bench units are adaptable to a variety of 
arrangements; such as sofa-height lounge chairs, floor- 
seating chairs, benches and tables, some possible com- 
binations of which are illustrated here. The well- 
known contemporary designer, William P. Taylor, has 
combined wood finished in flat walnut with a wide 
choice of fabrics for a finished effect of lightness and 
richness. Although delicate in appearance, the units are 
so constructed as to withstand the rigours of institu- 
tional use. The unique upholstering details permit a 
choice of a plain back or fixed round back-pillow 
which, when upholstered in contrasting fabric, individ- 
ualizes each unit. All the pieces in the “Plan” series 
are economically priced without sacrificing either qual- 





ity or design, according to the company 
Inquiry Card No. 1 


The first application of a plastic 
solvent ink formula to a poly 
ester film base ribbon for Vari 
[yper equipment was announced 
by CoLUMBIA RIBBON & CAR 
BON Mroc. Co., INC., 136 Herb 
Hill Rd., Glen Cove, L. I., N. Y 
The formula is a by-product of 
the company’s patented ‘“‘Plasti 





sol” which was first used as a 

copying sheet. Columbia claims 

that the ink, called SF-50 

bonds’ an image to the paper 

which will not rub off, smear or 

distort and their recently con 

cluded tests have proven that THE WEBER CosTELLO Co., 1212 McKinley St., 
the copy produced ‘s consistent! Chicago Heights, | is marketing a new mem 
lear, sharp and uniform even ber of the Alphacolor product family, Alpha- 
when enlarged or reduced. The color oil crayons They are ava lable in sets of 
static-free SF-50 is not intended 12 assorted colors or solid color boxes of 12 
for use on direct image paper sticks packaged in a newly designed ‘PalleTray” 


ffset plates Inquiry Card No. 4 


Inquiry Card No. 3 


A mew stacking 
chair. with seat and 
back hanically 
holstered y the 
I S. Rave [ cess 
vas ann ed by 
STEELCA IN ¢ 
cS 
Gran Ray ls 
Mich. This 1 ess 
bonds the s« pan 
roan rubbe sh 
ion and upholstery 
nt one pe nent 
unit providing dur 
abilit n uf 
it an pe 12 a 
substantial prod 
tion incre S¢ t 
lower unit costs 


Inquiry Card No. 6 





For More Information Use Inquiry Card on Page 47 
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Tee St thee Dealer News 





More new Smith-Corona dealers every month are discovering why... 


You’re dollars and cents ahead with a 
Smith-Corona full-line franchise 


Make a hardheaded, dollars and cents com- 
parison with any other full-line dealership. 
See how well Smith-Corona stacks up on every 
mportant count: 


BROADEST LINE OF PRODUCTS — From the 
rugged 3E Electric to the 9-pound Skyriter 
portable, Smith-Corona makes the nation’s 
most complete line of typewriters. 


® Smith-Corona portables outsell every other 

brand, year after year. The full line includes 

the exclusive Electric Portable, the de luxe 

Galaxie, the popular Sterling and the light- 

weight Skyriter. All portables carry the Good 
St Housekeeping Seal, best-known consumer 
guarantee in the country. 


® In office electrics only Smith-Corona makes 

both standard-size and compact machines. 

There’s the big 3E Electric, world’s fastest 

typewriter, and its compact companion, the 

Electra 12 (which offers the major advantages 
electric typing at half the price). Smith- 

Corona is now the second-largest seller among 
ctrics and growing fast. 


® Smith-Corona office manuals include the 
fast-selling Secretarial and the economical 
Pacemaker, America’s lowest-priced, top- 
quality office typewriter. 


® Other Smith-Corona products available to 
full-line dealers include an easy-to-sell line of 
adding machines and economy-priced cash reg- 
sters, plus a full line of supplies. In addition, 
1 number of exciting new Smith-Corona prod- 
ts will soon be offered to many full-line 
lealers. An outstanding example: the new 
of copying machines, the fastest-growing 
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single product in the office equipment field. 


Of course, Smith-Corona is first and foremost 
a typewriter company ...has been for well 
over 50 years. As a Smith-Corona full-line 
dealer, you benefit from this experience. 


ADVERTISING AND PROMOTION — Every 
full-line dealer profits from Smith-Corona’s 
hard-hitting, well-planned advertising and 
promotion programs. 


® Portable advertising appears regularly — 
full-color, full-page — in Life, Look and The 
Saturday Evening Post. All ads show off the 
portables in exciting fashion... to make the 
most of Smith-Corona’s superb styling and 
easy-to-use features. 


® Office typewriter advertising spotlights 
the 3E Electric, Electra 12 and Secretarial 

all in separate ad campaigns in the leading 
business magazines, 


® Promotion material—everything from direct 
mail to in-store displays — is always available 
to every full-line dealer. What’s more, Smith- 
Corona representatives are ready to help plan 
and carry out special local promotions. 


BEST DEAL FOR DEALERS — However you 
look at it, the Smith-Corona full-line franchise 
is consistently a money-making proposition 
for an aggressive typewriter dealer. A Smith- 
Corona representative will be happy to fill you 
in on the details. 


HOW TO FIND OUT MORE — Simply write or 
call the nearest Smith-Corona branch office, or 
write Mr. George F. Burns, Vice-President — 
Sales, Smith-Corona, 701 E. Washington St.., 
Syracuse 1, N. Y. 
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New Products continued 








Index tab inserts in contin s strips have been 
announced by the G. J. AIGNER Co., 426 S. Clin 
ton St., Chicago 7, Ill. They ar ade in regular 
form for manual typing pin-feed fort 

punched for automated printing equi] 


Inquiry Card No 


A compass designed fot 
both general and pro 
fessional use is offered 
by the C-THru RULER 
Co., 827 Windsor St 
Hartford, Conn. The 
arc calibrations ar<¢ 
clear and accurate and 
the pointer 
and sets radii up to six 
inches. Even when ful 
ly extended, the com 
pass point engages pa 
per or board and will 
not enlarge the 
Screw assembly permits 


PROFESSIONAL 
COMPASS 


arc selects 


hole 


compass adjustments as 
needed The phosphor 
escent Day-Glo counter 
display is 
with each order 

Inquiry Card No. 10 


furnished 


r 





a 

The Handi-Cari, an all-purpos rrying cast 

file, is made of heavy ted board and fea 
tures the “Quik-Lok meta king device and 
handle for spill-proof storage and carrying. Eas 
to assemble and store, it can be obtained from the 


Co., 719 P St., Lincoln 
Inquiry Card No. 12 


Kay-DEE 





> 


LHI GARDNE! RUBBE! 
STAMP Co., 166 Washington 


ot W ilkes-Barre Pa has 


des gned the Fotocopy pen 
for use with Thermo-Fax and 
other reproducing machines 
The pen uses Fotocopy ink 


and comes in four colors: Fo 


tored, Fotoblue, Fotoblack and 
Fotogreen. There is a guaran 
tee Of two years muinimul 
shelf — life The  insoluable 
quality of the ink makes the 
pen useful for marking cloth 
Samples, prices and discount 


sheets are available to dealers 


—s aL 


upon request 
Inquiry Card No. 8 A new control on the “Ply-On”’ plastic laminating 
machine made by AMERICAN PHOTOCOPY EQUIP. 
MENT Co., 2100 W. Dempster Ave., Evanston 
Ill., allows the user to dial the exact degree of 
heat required for various paper stocks 


Inquiry Card No. 9 


The Du-All glue 


way to 


pen 
a convenient 


dispense glue has been 


announced b y the 
CWININ¢ MFG Co., 
138 Third St., Ann 
Arbor, Mich. A dot or 
two ieanly mounts 
phot S pastes scrap- 
books scals pac kages, 
StiCKS shelt paper, 

ounts posters, plus 
the hundreds of other 
uses in the home, 
school, store and office 
It is unconditionally 


guaranteed by the 


man- 


ufacturer to never leak 


<u 


rodry out 


Inquiry Card No. 11 





Folding or creasing this ig 
Rad 1] ‘ 
neti peit Will not affect its P 
‘ ' : INK-AWAY PropucTs Co 109 Green St 
hdelity or operating performance , ' , 
Sa —~. F Woodbridge, N. J., is offering Ink-Away bal 
It is easily erased yet dental j j 
: pens, refills and eradicator in economy pack 
erasure is almost impossible , : , 
. ages for large volume users, for use in indus 
STENOCORD OF AMERICA, INé : : 
. a : trial plants, offices, schools, institutions, hospt- 
20 Broadway, New York, N. ¥ eal 
csaic 


and to dealers for volume 
Inquiry Card No. 14 


, . : tals 
Inquiry Card No. 13 
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QUICK SERVICE 


New Products 


To obtain more information about any of the 
new products in this issue which carry the 
key numbers 16 to 90, simply circle the cor- 
responding key numbers on the card at the 
right and mail at once. Your inquiry will be 
férwarded without delay. 


Sales Stimulators 


To obtain more information about any of the 
manufacturers’ sales aids described in this 
issue, circle the key numbers on the card at 
right which correspond to the numbers as- 
signed to the Sales Stimulators. Mail the card 


promptly. 


New Catalogs 


To obtain copies of recent catalogs or price 
lists described in this issue, circle the key 
numbers on the card at right which corre- 
spond to the numbers assigned to the New 
Catalogs. These requests will be promptly 
forwarded to the manufacturers. 


‘This service is restricted to dealers and whole- 


olers in the office equipment and supply field. 


The handy subscription card at 
the right is enclosed here for 


your convenience. Use it to 
enter or renew your own sub- 
scription, or tear it out and 


give to a friend, salesman or 
the 
machine, or 


employe active in retail 


office stationery, 
furniture business. 
Either way you will be helping 
OA to be of greater service to 


the industry. 





INQUIRY CARDS* 


Seowice Bureau... 


OFFICE APPLIANCES 


Please ask the manufacturers, indicated by the key 
numbers | have circled, to send further information 


without delay. 








This service is restricted to dealers and whole- | 
salers in the office equipment and supply field. 





NEW PRODUCTS 
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Smart office equipment dealers are making big money 












“This new free book shows you 





how to increase total volume 
by $21,600 the first year” 


Discover how to make big money fast 
by selling bigger Productivity, Efficiency, 
Profits to your office equipment customers 





The partitions that put profits 
in pockets... like magic! 


fldbcmstt 


YAY 


% \ . 
WALL/ETTES 


Now, flexible privacy creates new business 
economies, upsefficiency and morale33%. 
Here’s a new, big, profitable item for you to sell — 
and it’s so easy to do. Alert dealers are making 
easy WALL/ETTES sales merely by demonstrat- 
ing how efficiency ups output, output ups profits. 
It’s done—like magic—by bringing total effi- 
ciency and order to chaotic offices that need help 
and don’t realize how simple is the solution. 
Show them how to bring the “Space Age’’ to 





Magic-Sales Kit 
puts an easy dem - 
onstration in your 
clients’ offices for 
fast proof. 
















Mail coupon to- 
day for NEW 
FREE BOOK 


~ 


eee eee ee 
WaLL/etrtes, Dept. OA-760 
Milwaukee Stamping Company 
800 South 72nd Street, Milwaukee 14, Wisconsin 
Gentlemen: Please show me the magic way to faster 
sales and bigger profits. Send me the new free book. 











their businesses—and pep-up volume. You'll Name i 
make more money in one sale than from selling Title a 
1 desks! Get the details now. Firm 

Milwaukee Stamping Company - Ferrometal Division Address j 





800 South 72nd Street - Milwaukee, 14, Wisconsin City Zone State 








OA-7 /60 49 








New Products 


OLD TOWN Corp., 750 


Pacific St., Brooklyn 
38, N. Y., has an 
nounced “Golden 
Dawn", the ‘‘Plasti 
Kleen’, all-purpose, 
solvent-coated carbon 


paper. It is a blend of 
dyes in plastic. These 
dyes penetrate the fi 
bers of the paper in 


mediately, 
the possibility of 


removing 


smeared or spotty 
copies and insuring 
sharply defined, clean 
duplicates. “Golden 
Dawn” 1s manufac 
tured in only one 
weight and finish and Of 
is boxed in reams of 
814” x 11” or 814” x 


14”, 
Inquiry Card No. 15 





Designed for top efficiency, tl Il-st 


O-Sealer stamps and seals 

onds and stores a 

convenient place. Manufact 

Mrc. Corp., Glen Cove Ave., G 
Inquiry Card No. 1 


drawing 
desk was 
by the 
CALCI 
2003 I 
Oakland 


as 


The 
chiet”’ 
designed 
DENSMORE 
LATOR Co., 
14th St., 
Calif., to 
a standard 
tive desk 
drawing table 
drawing board 
concealed under the 
top and elevated to 
chair height when 
the desk 
opened. Closing the 
to Pp 
lowers 
into a 
sufficient 
for permanent 
mounting of a 
drafting machine 


serve 
execu 
and a 
The 


is 


top 


is 


automatically 
the board 
well with 


clearance 
21 


Inquiry Card No 


50 


Mri 














>... 
EAGLE PENCIL Co — 
Danbury, Conn 


introduced its nev ill 














pen, the Eagl Stl > 
pen. The seven basic 
components of pen 4 
are engineer anda as e 
sembled  witl | 
precision before reach ° 
ing the fina iality 
. 
control wri £ 
Each pen is . 
high grade ink 
Stainless stee i i 
mensioned for nk 
color and point styic 
( 1 W. 54th St., Chicago, | S is set im a precision 
I es of folding tables g gz tne turned socket t assure 
ise instead of the previous 1 one even writing. The un 
nge of sizes, the Director OKS breakable barr s 
t folds and stores en not in olded to fit the hand 
Inguiry Card No. 16 tional accessories 
Inquiry Card No. 17 
] WILSON JONES ( 
S. Jefterson St., Ch 
] Ss redesigned s 4 
Snap-A-Wa I $ 
“ agnetic ink encoding 
“eel 
I a g 
lg th tt \ re 
1¢ ci c S 1 Dé 
ited by 1KS The [ s 
iilat in quant Ss 
> A iS They 
ish I inte< 
i check 1s 
1 enough pressuse SO tal Runs of over 2 pies can ompleted in 
— —= , less than an h the new, A-2G card-sized 
St gh to U Horst . duplicator offered by the Print-O-Matic Co., eee 
~~ Seay Sul Inc., 724 W. Washington Bl Chicago, Ill 
pered with the fir S$ na Features in ing prevent lint 
Dank and advertisin j . ge | 
te 5 = formation and atic Push and Roll 
N. ¥ ————- feeding to han h thin an k stock 
Inquiry Card No. 19 Inquiry Card No. 20 
A 
pying 
s been 
the a 
S O-P NT 
( . Ww 
I Ave 
( The WH. 
1¢$ 
rT Some 
and a indoor! 
Aut . 
little | 
\ 
gal and let do wi 
Dull Amon 
¢ ror a 2 
decisic 
C ven 
not To mi 
s the All th 
R ed ; major 
— the bu 
Inquiry Card No. 22 Nobu 
paper. 
For More Information Use Inquiry Card on Page 47 it thro 
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WHERE THERE’S BUSINESS ACTION THERE’S A BUSINESSPAPER 


Some blessings we take for granted. Like ice cubes. Or 
indoor plumbing. However, older men—wiser men—say a 
little prayer of thanks for things they know they couldn't 
do without. 


Among these wiser men are the men who make top-level 
decisions in business. 

To make decisions. they must have facts. All the facts. 
All the pertinent information they can get. And they get a 
major portion of that information from one unique source: 
the business publications they subscribe to. 


No businessman is fully informed until he reads his business- 


paper. He reads it for profit, not for pleasure. He searches 
it through for news of the trade or industry. For facts. For 


One of 2 seres of advertisements prepared by THE ASSOCIATED BUSINESS PUBLICATIONS 





XN 








fresh ideas. For new products he can put to work. And he 
reads the advertising with the same intense concentration 
he devotes to the editorial pages. 


He knows that his businesspaper is vital to his success— 
to his very livelihood. And he says a little prayer of thanks. 
Every man on the way up can profit from his example. 
Take a tip from the reading habits of key men at every 
level. Take out a subscription of your own. Read every 
issue...and read it searchingly. It’s your businesspaper, too. 


e Office 
Appliances 


hicago 6, Iiiinorn 





600 W 













New Products 


THE MILWAUKE! 
CHAIR Co., %3022 Bim 
W. Center St., Mil- 
waukee 45, Wis., 

has designed a new 
executive posture 
chair. It features 
foam rubber cush- 
iofing all around 
The chair can be 
upholstered in fab- 
ric or Naugahyde in 
a wide choice of 
colors to suit the 
customer's tastes 
The chair illustrated 
is covered in a new 
Scandinavian influ 
enced fabric of a 
ny lon and cotton 
mixture 

Inquiry Card No. 23 


IpeAs, INc., 214 Ivinson Ave 


mie, Wyo., has developed | 


duct, a complete over-the-floor 
ing system which can be fab 
to suit individual needs. This 
ly flat rubber encased wiring 


the floor inconspicuously thus 
nating the danger of tripping 


tangled extension cords and 


ment on casters will roll 
easily. Now the installation 
manent wiring will no longe: 


quire tearing up floors, the 
maintains. Also available are str 
standard lengths of this 
plug in’ extension cord in 
and 10 foot lengths 

Inquiry Card No. 25 


yO 





Se) ag Bee ti, 





New materials for open s! 
able from AMBERG FILE & 
Kankakee, IIl., include side 
and side-tabbed guides. T! 
manila folders have f t t 
round 
guides have a double-wind 


with corners and 


tab at an easy to read 4° 
Inquiry Card No. 28 
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fhe ae MBE « 


Ler 





boxes and room-dividers made of light-weight 








BUSINESS EFFICIEN- 
cy Alps, INc., 8114 
N. Lawndale, Sko- 
kie Ill has de- 
Magne-Tab 


tab cards with per- 


signed 


manent built-in 
magnetic action 
which causes the 
cards to repel each 
other at the touch 
of a hnger. Twenty 
or more tab cards 
fan out automati- 
cally in the file trays 
at any point of ref- 
erence, exposing the 
top edges instantly, 
with sufficient space 
between each for 
quick, easy removal 


Inquiry Card No. 24 


' , , 
carDon-interiecaved 


r 
detachable tabulat 
the face of part 
available in several 


adaptable in its sys 


ures applications t 


invoicing, cost contr 
forth. While 


perfect alignment 


and so 


| | } equipment it an 
available in pre-fabricated portable units Pie ; 


r ’ 
¥y ' ypewriters ) ne 
INDUSTRIES, 3537 Lee Rd., Cleveland power The ¢ 
: ‘ 4 punched or preprint 
€ is a choice of styles, with or without : aii 
' 1k 
uit is furnished with a leak- and rust 


Inquiry Card 


Inquiry Card No. 26 


A new tf pen ent 
price held i arget 
W. A. SH PEN (¢ 
lowa, 7 Target, wl 
iown f £ Ip 
ind th ff 
Silk screened tl 1S t¢ gold plat ilab 


Inquiry ( ard Nix 
Inquiry Card No. 29 
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A time-saving, “piggy-back’’ type of 
tabulating form has been introduced 
by CONSOLIDATED BusINess Sys 
TEMS, IN¢ {00 Jersey Ave., New 
Brunswick, N. J. Called th Redi 
Check it consists of a multi-part 


ntinuous tab 
aa ahi 
34” x 8 
card check on 


n This torn 


aifrerent sizes 1S 


s and proced 
ounts pay 
purchasing 

sales analysis 


, ' 1 
ne check 1S in 


for taDulating 
s be used on 
ks can be pre 

t 1gneti 
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N 1] calculator offers more than the . | 
ALL- NEW FACIT CM2-16 ® VISIT BOOTHS—37, 38) 
j eekae ; - NOMDA CONVENTION | 
@ j-rov indard”’ keyboard g 16 digit 
ws Back transfer lets you multiply HOTEL DEL CORONADG 
without resetting s You can CORONADO, CALIFORN| 
k all figures set @ Precision-made 
xclusive Facit calculating 
tandards g Feather-light touch g 
Silent eration @ Dustproof s 
Write for all the facts today 


+ Park Avenue So., N.Y.( 


vy St., San | isco 4 


90 
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| card filing systems — 
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Vezaes! 














‘ a 
, Here's a wonderful 
rolmeosi im ilal=) 
Kolm 'Zelelmmal-)auii-laa| 
fo} geloig-laa) 



































Chab 5 Vawer No. 125— 3 drawer 
Ofjee a Vlawer No. 240— 6 drawer 


lor Ven No. 480— 12 drawer 
TT om - 
j 7 
| ; 

} 


i a 


Zook C2 -ables Spin Cig -t Middl 


No.136 No.137 No.138 No. 130 No. 131 


FREE OFFER! 


You get this demonstrator book 
and easel free with combined 
order of SteDuattor Vaxables! 


items of only $100. — ORDER NOW! 











art steel co., inc. 
170 w. 233rd st., new york 63, n. y. 


. 
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New Products 





A convenient typew 
will transform any 


nto , tees J 


a 


LYON METAI 


{ Plant A Aurot 
ent 


Inquiry ( 


CSA iS 


BLAISDELI 
Beth 
has de 
541-1 


Litherase paper 


THI 
Py NCII Co 
ayres, Pa., 


veloped the 


wrapped eraser. Lith 
erase iS made 
cially for 


oftset 


espe 
correcting 
paper masters 
office 


machines 


used on 
plicating 
and comes packe 
in a convenient flir 
top dozen box, sir 
boxes to a_ half 
gross Dispensa 
Pak"’. Litherase w 
not smear, scratch 
or mar the mat sur 
face, the company 
claims 


Inquiry Card No.31 





riter attachment 
Lyon 60” or 42 
being manufa 
Propucts, IN 


ll. Made entirel 


is easily installed 


ard No. 34 








whicl 


desk 





A new stock and bond box featuring a 


rece ssed 


handle well and a distinctive 


chevron pattern design was announced 


by 


the HAMILTON-SKOTCH 


Corp., 11 


E. 36th St.. New York, N. Y. The box 


easures 11! x 5” x 3% 


LEATHERCRAFT, IN¢ 
Chicago 8, 


with metal hinges that automatically 


Ave., 


case 


Inquiry Card No. 32 





2320 § 
Ill., designed a catalog 


lock the flaps in a wide-opened position 





OuT Corp., 850 7th Ave., N York 
N. Y buting a new, chemically treated 
1g typewriting errors. The typist 
3 the point of error, slips the sheet 
: Out r it, retypes the error. The mis 
. eaving a Clear space ft rection 
fs Inquiry Card No. 37 
i. 
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Inquiry Card No. 35 


THE GIANT Tape Co., 11556 
Santa Monica Blvd., Los Angeles 


25, Calif., is marketing a new 


brand of pressure sensitive cel- 
lophane tape known as Giant 
Brand. It is available in 1296” 


rolls in %” to 4%" 


»59? ’ 


widths, and 
from %"” to 1” 
The tape is packaged in 
cannisters, the 

per can de- 
termined by the width. The com- 
pany states that the tape will be 


rolls 
Ww idths 
airtight metal 


number of rolls 


sold only through commercial 
stationers and other recognized 
paper distributors and is prepar- 
ing a special dealer sales aid 


program. Consumer and distribu- 
tor price lists and sample rolls 
are free upon request 

Inquiry Card No. 38 


Western 







ma OMe ast a iad ~~ oe 


A push button, rachet action automatic measur- 
ing tape is now being marketed by the FLASH 
Mrc. Co., 169 Murray St., Newark 5, N. J. A 
push of the thumb will slide the tape back into 


its case. Available in 6, 8, 10 and 12 foot sizes, 


the tapes are printed with numbers in 2 colors 
for easy measuring 
Inquiry Card No. 33 





This legal portfolio was introduced by 
RoGers Loose.eaF Co., 609 W. Lake St., 
Chicago 6, Ill, as a writing and note- 
taking convenience suitable for attorneys, 


accountants, college students and others 
who sits in on the conference type of 
meeting. The 8 x 14-inch genuine 


comes in tan or black 
and a replaceable legal pad of standard 


smooth vinyl cover 
size 


Inquiry Card No. 36 





Second Ave., De 


BURROUGHS Corp., 6071 

troit 32, Mich introduced the 

T-254 disbursment controller which dates. 

protects and signs checks in one operation. A 

sliding prefix eliminates the chance of fraud 
Inquiry Card No. 39 


has low-cost 


For More Information Use Inquiry Card on Page 47 
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New Products 


RECORDAI Col i1l5S 
Madison Ave New York 
L7,.a%- ¥ I lesigned Pe 


ts Reliant icrohlm 
er. While it tains many 
of the feat $ of previous 


ode in 1ding Kodo 
atl indexing, higi speed 
ler and ocument 


outstand 





[ I is the remov 
c and nterc angeable 
nit B changing 
[ nits ] tion ra 
in { i 1 in se 
nds i wing lifferent 
THe Harrison Steet Desk & Fite Co., 4718 W. Fiftl . prog lige > « 
Ave., Chicago 44, Ill., has at need at series of desks a ee 
called the “Trend Line Th whi ne straight wary p a — — 
line design with compactnes n th ‘ a ers ae 
with harmonizing linoleu: Cc toy rien: “* 
Inquiry Card No. 40 ee —- 

inut 
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[HE AMERICAN DictatinNG M ( 
51 W. 45th St... New Yi N. ¥ 





‘ THE CARTE! INK Co 9 First St., Car 
Printess photocopier with : 
, bridge, Mass., has announced a new 10-bottle 
he copying cylinder is 
- set of Tempra colors which contains a mixing 
grain plexiglass with f Che Fotorite 1 for , ; 
. ; tray, brush an loring le pre-priced and 
lamp; this simplified t is¢é on reprod g and offset 
: - packaged | se sales. Each color is non 
setting. It comes in ! t t processes was dev, ned | the ; 
. , . toxic and €a t 18 aking the set practi 
$199.00 and the 14” widt $ EBERHARD FABER P! Co 


tor children 
Inquiry Card No. 42 Crestwood, Wilkes-] 
qt , Inquiry Card No. 44 








pp I 
S f ‘ 
si ] sn has 
<r \f 
Y ( Av 
n St. ( 
; 
t] f 
' ‘4 
pape i lif ‘ 
ss Strain 1 | ig 
| +? 
R 
th ting s 
ted in 
An t t : . ; 
; . N >- Wire Flectrostr I r xibl muitipie Outiet assemD1i\ 
k = the I 
: 
: . : le of extruded polyv provides electrical outlets an 


re along its length. Manufactured espe 
s and office machines, it contains isions for equif 
grounding. Available from I-T-E Circurr BREAKEI 
( Box 177, Detroit, M 

Inquiry Card No. 4¢ 


ele he * aily for app 





Inquiry Card No. 45 





For More Information Use Inquiry Card on Page 47 
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| 7 eee and fop design 
* o 
| - is one of many dividends 
) when you buy 
~ Is — QUALITY PROTECTED 
/ _ = 
| a pe LYON STEEL 
3 bY 
poc*®. a we 
+ yt? gm Yin 
| LYON ing “ 0 ory! 
| v set . Lee eve® & For™ ind 
| gn YO tore, pre” pail “ourcl ew 
p wi e™ ot e actor gsind’ ows oo'* 
= ane ned week 3 pure nent ,or'® och 
wn . il av ot 
Busnes gine’ riot Spoto"! ence” S ° 
— pron’ inde ye?’ mot tt x3 
= Week ont yaind & THE ‘‘QP’’ ON EVERY LYON 
uv 8 — 
aes Wore ——— CARTON IS YOUR ASSURANCE 
amc OF QUALITY EQUIPMENT 
5 = See your Lyon Dealer for delivery from 
_ stock of the world’s most diversified line of 
. = steel equipment. 
es = s * 
YE LYON METAL PRODUCTS, INC. 
wae General Offices: 728 Monroe Ave., Avrora, Illinois 
. Factories in Aurora, Ill.— York, Pa.—Los Angeles 


a» 





STEEL EQUIPMENT 


THIS CATALOG ILLUSTRATES 
THE WORLD'S MOST 
DIVERSIFIED LINE 
OF STEEL EQUIPMENT 
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The “Color Coordinator esen 
tation kit produced by CoLUMBIA HALLOWELI 
Div., SPS Co., Jenkintown, Pa., whicl ntains 
38 color swatches of upholster lor samples 
of desk steel, desk top mat nd ¢ 


Inquiry Card No. 101 





A printing specimen folder featuring the complete 
line of Wausau Text printing paper is offered 

the Wausau Paper Mitts Co., Brokaw, Wis 
Also included is a “built-in tch of the n} 
colors, finishes and weights n this line 


Inquiry Card No. 103 


Lange? 


CTOSCES OF SELARS eee SCtESORS 





THe ACME SHEAR Co Hicks Ave 
Bridgeport, Conn., has int 1 a new 
sortment of all purpose she pre-mounted 

a colorful, self-selling merchar t which is 


easel backed for counter or 
Inquiry Card No. 10¢ 


[Two new selling tools that il- "Fr conn: 
lustrate the complete line of -- 

-- 
steel office chairs manufactured = 

oo 
by the HARTER Corp., Sturgis oa 

"hs <a 

Mich., have been prepared for — 
dealers. One is a wall chart, 24” 

: ; ; atm 
wide and 40 deep that pictures — 
more than 50 Harter chairs. The 

. oan 
other is a reproduction of the — 
chart that folds to fit into a 

— is ea: = 
Salesman s 84/>" x 11° notebook 
Seven major groupings are estab 
lished to facilitate selection and —- 
comparison of chair models. The 

' " EIA 
wall chart can be used to fll a 


‘ 


WAIR FOR EVERY 108 FUNCTION 








sales training role and the small 


er version easily serves as a 


portable presentation of the 
line of Harter 


the she Wrool! 


piete 


| 
Side 


Inquiry Card No 


102 





ast 


An attractive new easel-display for the Sten 
race stick eraser has been announced by the 
EBERHARD FABER PENCIL Co Crestwood 


Wilkes-Barre, Pa. It contains one dozen each of 
green and pink erasers 


Inquiry Card No. 104 


With an ofter of 1 
the ESTERBROOK PEN 
Delaware Ave. & Cooper 
St.. Camden 1, N. J is in 


troducing its new 101 


new point fountain pen 
signed and priced rot t! 
student consumer arket 


101 is available as either 


cartridge-fill or squeeze-f 


pen, both of which take an 
renew point and are oftere 
in four colors and black 


Esterbrook also has available 

three different counter 

handisers to display 
both of the 


Each merchandiser is offered 


101 pens 


lHE 
Chicago, Ill ,5 = 


with a dozen of the pens it 


ts dealer cust 


s designed to display 


Inquiry Card No. 107 : 
hxture o¢ 


Each 
} 


space and stands 


Inquiry Card No 


For More Information Use Inquiry Card on Page 47 
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Che bo ink cartridge of the 
PEN Co., 9601 W. Jef 
Blvd., Culver City, Calif 
ked in plastic tube that 
vs both the color and kind 
int in a nter display unit 
Inquiry Card No. 105 
WILSON Jones 4 
o _. BUSINESS FORMS 





W HILSON ION 


partmentalized sale 


=r 














ES Co 9 S. Jefferson St 

ffering these display fixtures t 
to hel ne develop de 

s of manif book forms 
only 3 x 19” of floor 
high 


108 
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QMS-500 is a totally new adhesive with qualities never before achieved. 
Minute particles of moisture-free gum are held inert in a resin film. 
When moisture is applied, it melts the resin film and activates the 





—_— gum with terrific adhesive quality. QMS$-500 is resistant to high 

humidity and because it is a moisture-free adhesive prior to the actual 

OmMS-500 sealing operation, the flaps remain absolutely flat ... A significant 

© Sandie dott tes advantage to users of printing and duplicating equipment in plant or 
machine use... 4 office—a positive benefit to the users of inserting and postage meter 


© decd Gar gelato ae machines. The finest. most positive sealing qualities combined with 
duplicating equipment plit-second feeding for printing, inserting or metering equipment. 
in office or plant. WAS-500, truly an adhesive of tomorrow available for you today. 


@ Tested and proven as 
apo se ag COSTS YOU NO MORE—BUT SAVES MORE 


d inserti ipment, 4 i ili 
and inserting equip in handling and mailing costs! 
@ Flaps remain FLAT 


@ No stuck flaps prior QMS-500 now available on Quality Park 
to use. commercial and official envelopes ...a 


9 Gosden te Seth distinctive achievement for greater service to you! 


humidity. 


r i li 
eee Quality Park’s new Catalog No. 81 is now avail- 


with positive sealing. 
Dealers. @® able... more than 800 items carried in stock 


@ Saves time— saves 
money but costs you ready for immediate delivery ...many new items. 


no more. 


onRK Sold through Dealers Only 
i 


QUALITY PARK ENVELOPE CoO. 


Main Office and Factory, 2520 Como Ave., St. Paul 8, Minnesota 
Atlanta Office and Factory, 650 Murphy Ave. S. W., Building E-12, Atlanta 10, Ga, 
Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Illinois 
West Coast Office and Warehouse, 837 Traction Ave., Los Angeles 13, Calif, 
Dallas Office and Warehouse, 2150 Irving Blvd., Dallas 7, Texas 
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Sales Stimulators 


How to utilize “space en 
gineering’ in office plan 
ning to provide higher re 
turn on administrative 
overhead is the subject of 
a new brochure-folde 
published by Royat Met 
aL Mpc. Co., 1 Park Av: 
New York 16, N. Y 
Titled “The Right Wa 
to Office Planning’, ¢! 
4-color, illustrated b 
chure details methods 
achieving work flow effi 
ciency and extra spac 


‘ 


within current floor area 
through use of modu 

office furniture comp 
nents ind free-standing 


s 


partitions. Illustrating t 
are typical office insta 
tions, from single w 
Stations to an entire office 

Inquiry Card No. 109 









) peacet wareer * 














A Survey Report 
of your present 
Filing Systems 
with Recommendatic 
for Improvement 


° fw Ciilomtr. 


1An. 
ane 


( 


Si mead 


mom Med b, 











Inquiry Card Ne 
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A Colorama _ counter 
lisplay with a variety 
rf colored wooden 
rulers and yardsticks in 
vivid red, blue, green 
ind = yellow is now 
being offered by the 
SENECA NOvELTy Co 
INC 52 Miller St 
Seneca Falls, N Y 


Dhe topple-proot card 








board cylindrical dis 
plays come fully asset 
bled and are available 


with either 4 dozen 


double _ beveled 


inter met rulers or 6 dozen single 
i [Taylor beveled 12” rulers 
poo — Inquiry Card No. 111 





ALL-RIT! PEN N¢ 
241 Hudson St., Hack- 
ensack, N. J., has de 
signe a display to 
noid dozen of its 
Utilit modeis The 
i Se in stan 


ne fr il Tt 
Utility pens a t 
iz with = the 
Da i the same 
is nk < I 
s nvenience 
c Ss i protectiv 
s i nd n 


StabDie metal ciip 


Inquiry Card No. 113 








7 
c, 
5 
THE CARTER’S INK Co 239 First St.. Cambridge 
fF . ; 
vi ass nas ann n a new rour-prong permanent 
re display for its Draws-A-Lot irkers. This rack 
ipies a mini i nt of space yet will show 
$18.72 reta alue I Siz at the top 1s 
11 tractively eye £ n 5 SSES r 


Inquiry Card No. 115 


Inquiry Card on Page 47 
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re", «Ta CCF 





6% Ibs., 3% ” high, 
about phone size. 


AC operation. Also 
car, boat, plane = 
with accessory. 


2 hr. endlessly 7# 
re-usable 
magnetic 


P. 


tape 













Sell The “Sellingest” | 3 F 
Dictating Machine | tt 
On The Market! JgaiSaXTay RLLLLL 
5-9 Bie kyo. 
STENOTAPE 
$47 DIF inciices Fed. To» 


WORLD’S ONLY TRUE-FIDELITY DICTATING TRANSCRIBING UNIT 


VISIT US 
AT THE NOMDA 
CONVENTION 


Protected profits 


Nationally and Locally . ~ : * yi ner Fe nc 
Advertised for your Big- profi ta 
gest Profit Promotion 






Highest fidelity Most features 


Lowest price 


Most accessorie 


Complete cooperation 






Made by Geloso of Milan, Italy 


atic full-page ads in 
tional magazines 





For the complete exciting sales story Clip coupon to letterhead 
Hard-hitting national newspaper ads or fill in and mail today! 


Effective tie-in local fry ——— ------ 
ie ppt AMERICAN GELOSO ELECTRONICS, Inc. Dept. 109 (Phone AL 4-282) . 
mplete direct mail promotions 251 Park Ave. South, ' 
eoccesss ovcccececensseoooscoceses: ne i 
— | 
= 


ales literature, Point-of-Sale New York 10,N. Y. ‘Firm Name... 


vomplete Dealer-Supporting programs Rush the complete ae 


Geloso StenOtape TOME nen “State . 


RE 






Guide O feller 
FOR 


BIGGER 
MID-YEAR SALES 














GUIDE-O-FOLDER 

with adjustable metal tal 
ways maintains a vertica 
Cannot sag because THE’ 


Al: 
Ay 


> Guide ri 


The increased filing and 
speed achieved with Gui 
is easily demonstrated f 


sales 
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DISPLAY Guide-O-folder in your store window 
and just watch how traffic perks up during the 
mid-year period. Be sure you have the entire 
GUSSCO’ line featured at the filing supply sec- 


tion inside the store 


DEMONSTRATE (‘© your prospects the savings 


in time and space effected in changing over to 





Guide-O-folder, plus the advantages gained in 
GUIDE-O-TRAY fits into the large 
drawer of a desk. Keeps important 
and Guide-O-tray for maximum desk efficiency. data instantly available and always 

in an upright position. Consists of a 


using Guide-O-file for instantly available data, 


Now DELIGHT your customers (and your cash : - 
' / d metal tray and 25 Guide-O-folders, 


register) with the one stop shopping line that complete with 1/5th cut adjustable 
metal tabs and an assortment of blank 


includes a complete assortment of ‘“GUSSCO’ file and printed inserts. 


folders, guides and index cards. 


NEW! 1960 CATALOG 


D days are dollar days with "GUSSCO’ in the win- 42 fully illustrated pages. Features 
; our full line of filing supplies and 
dow, in the store, and in your customers’ offices. & supP 
’ equipment including a number of 
new products. Send for your free 


copy today 


FILING SUPPLIES 

















Also manufacturers of “Transfile’ files, the steel front fibre board transfer file. 


Available in the popular GRAY finish, as well as traditional green 


> System & Supply Co. 


335 CANAL STREET NEW YORK 13, N. Y. 
WEST COAST REPRESENTATIVE ~ GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CALIF, 
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New Catalogs 


A new catalog of Cesco 
ring binders has just been 
issued by C. S. SHEPPARD 
Div., YAWMAN & ERBI 
Mrc. Co., INc., Long 
Island City, N. Y. The 
atalog describes, illus 
trates and prices vinyl 
ring binders, No. 1 grade 


1 


ring pinaers and memo 





1 books, visible ring binders 


books, economy binders 

and indexes. Informative charts are also a part of the 

catalog. When writing, specify Section F, Ring Binders. 
Inquiry Card No. 116 


“A Mill and Its Men takes the reader through the 
inufacturing and graphically 
seasoned and experienced 


many stages of paper 
illustrates the story of 
team working together in the manufacture of Wausau 
Papers . . . “made with extra car Copies of this 
illustrated booklet may be had by writing the WaAusat 
PAPER MILLs Co., Brokaw, Wis 

Inquiry Card No. 117 


| 


A new catalog and price ist Of Prestong loose leaf 
accessories is available from CHARLES LEONARD, IN¢ 
79-11 Cooper Ave GI N. Y. Specifications 
include the various us ach item, dimensions and 
shipping weights 

Inquiry Card No. 118 


i115 Madison Ave.., 


was published its 1960 catalog 


CoLe STEEL EQUIPMENT Co., IN¢ 
New York 17, N. Y 
“A’’ which can be personalized with the dealer's name 
The 80 page book illustrates, in color, the company’s 
complete line of off furniture, including desks, 
cabinets and 


nies, storag 


chairs, credenzas, bookcases 
shelving as well as duplicators and duplicating equip 
ment, adding machines tators and the Cole portable 
typewriter. Colors, dimensions and construction details 
are given with each item. A price list for use with the 
catalog is also included 

Inquiry Card No. 119 


High volume, promoti lly priced suspension files, 
asbestos-lined combinatio <k vaults and utility tables 
are among the recent iditions to th line of steel 
equipment pictured and ribed in the all-new catalog 
just issued by K&C Meta Propucts Co., 1005 Greene 
Ave., Brooklyn 21, N. Y. All of ompany’s prod 
ucts, including desks, desk-files, non-suspension files 
and storage and combination cabinets, are shown in an 
easy-to-use 4 page release. Construction details, colors, 
dimensions and other descriptive information are given 


for each item 
Inquiry Card No. 120 


MICROPOINT, INC., 620 E. Taylor St., Sunnyvale, 
Calif., has published its 1960 Back-To-School catalog 
and price list. The booklet lists 
for the company’s back-to-school promotion. 
Inquiry Card No. 121 


profit-making deals 


THE GARDNER RUBBER STAMP Co., 166 S. Washington 
St., Wilkes-Barre, Pa., now has available a new catalog 
showing the full line of rubber stamps and related 
products. Among the items featured are daters, pocket 
stamps, stamp pads and inks, rubber bands and office 
outfits. Catalog 159 is fully illustrated and includes 
a dealer discount price list 


Inquiry Card No. 122 


The Penco line of phosphatized steel storage equipment 
is presented in Bulletin DC-60 offered by the PENCOo 
Div., ALAN Woop STEEL Co., 200 Brower Ave.. 
Oaks, Pa. This 8 page, 2-color catalog describes and 
illustrates Penco angle shelving, T-line shelving, steel 
lockers, book case shelving, steel cabinets, wire basket 
storage units and service truck shelving. Design and 
construction specifications are included as well as tables 
of dimensions. Where applicable, information includes 
such details as number of drawers, shelves or com- 
partments. 
Inquiry Card No. 123 


A new catalog entitled ‘Tips for the Maintenance Man’ 
has been released by the Equipro Div., AURORA 
EQUIPMENT Co., Aurora, Ill. Shelving, bins, benches, 
lockers and drawer units are among the products fea- 
tured in the 16 page, completely illustrated booklet. Di- 
mensions and construction details are also included as 
well as ideas on the various ways the items can be used 
Inquiry Card No. 124 


SOUTHERN METALS PRODUCTS 
5851 S. Broadway. Los Angeles 
3, Calif., has announced that its 


all-purpose steel shelving for ver 





tical filing and storage is now 
ow ost Se aves a ; 
being manufactured and war 


in Los Angeles for im 


‘ 


house« 
mediate drop shipment to western 
markets. In conjunction with this 


move, the company has released 





a new illustrated catalog which is le on request 


The low cost shelving units for storage of less than 


18” and 


714 


100 pounds per shelf is manufactured in 12 
4” widths, and in 72” and 84” heights. The shelf 
nits May be bolted together either side to side or back 


to back to obtain maximum utilization of allowable 


For More Information Use Inquiry Card on Page 47 


storage space. The units are sturdy, stand alone and 
need no additional supports 
Inquiry Card No. 125 
OA-—7 /60 
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ROLLS FREE AND EASY ON THREE INCH CASTERS 


yval SHIPPED SET UP! 
atalog f) has it | BUDGET PRICED 
<7 e FOR QUICK SALES 





CHECK THESE 


MANY GREAT FEATURES 


@ Sturdy all welded construction-Heavy 1” 
tubular steel-finished in enamel or chrome 


@ Large 3” casters —Free rolling (2 locking 


casters 


@ Formica, rubber or tempered masonite tops, 
(Specially stain-treated to assure scratch- 
proof surface.) 


® Big stand value at budget prices. 


@ Shipped set up, ready for immediate dis- 
play and sale. (2 per carton weight approx 
40 Ibs 


® Modern, safe design—styling fits any office. 


@ Special sizes, special designs available on 
request 


@ Nationally advertised. 


® Manufactured and guaranteed exclusively 
by h. a. STEGER CO. 
























AN OFFICE MACHINE STAND FOR 
EVERY OFFICE MACHINE NEED 


Write today for folder showing entire line 
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No. 200 
SQUARE 


TUBING 


(RUBBER TOP) 
TOP SIZE 16” x 18” 
LEAF SIZE 8” x 16” 








~ 






RETAILS AT 





Colors 
Gray-Brown 
Mist Green 


FINEST IN ITS FIELD! 


This sturdy attractive unit has created good 
talk everywhere it has been sold. Wise buyers 
like HASCO’s Square tube design. It's a lot 
for the money! 





ALSO AVAILABLE Retail 
Masonite Top $15.95 
Formica Top 19.95 
Chrome Plated Add 3.50 
With Drawer Add 2.00 











h. a. STEGER CO. 


822-824 SPRUCE STREET 
Phone CHestnut 1-2398 « St. Lovis 2, Mo. 


Warehouse Facilities at 
Los Angeles Cal. and Tacoma, Wash. 











Dates to Remember 


July 10-13—National Office Machine Dealers Asso- 


ciation convention and exhibit, Coronado Hotel, 


Coronado, Calif. 


September 14-18—National Business Forms Associ- 
ates 15th annual conference, Chase-Park Plaza Hotel, 
St. Louis, Mo 


September 24-28—National Stationery & Office 
Equipment Association convention and exhibit, Con 
rad Hilton, Chicago 


October 15-16—East Coast Regional Office Machine 
Dealers Association convention, Galen Hall, Werners- 
ville, Pa. 


October 15-18—Eastern Commercial Stationery Show, 
New York Trade Show Building, New York City. 


November 4-G6—NOFA Western Area Conference and 
Exhibit, Jack Tar Hotel, San Francisco, Calif 


NSOEA District Meetings 


District Location Dates 


1 Equinox House July 1-2 


Manchester, Vt 


A. Pomerantz & Co., Makes 
Appointments 


RicHARD D. POMERANTZ, president of A, Pom- 
erantz & Co., Philadelphia, announces the following 
appointments growing out of his firm’s expansion pro- 
vrTram 

Jim ANDERMAN, formerly of Departmental Supply, 
ALBERT 
Supply, the 


joins the stationery division; 


De partme ntal 


Philadelphia, 
ANDERMAN, 
printing and engraving division; ED GriFFING, form 
Marx Philadelphia, the 
order department and BOONE, 
Taylor-Colquitt, Richmond, th 


formerly of 


erly of Brothers, stationery 


ROBERT formerly of 
telephone sales depart 


rY ent 


In other moves. THELMA Rooney, formerly of 


KLEINE, 
Chicago, the 


Arrow Stationers, Philadelphia, and GARRY 
formerly of Utility Stationers Supply Co 
retail department; JOHN PHENEGER, formerly of Dieck 
haus Stationers, Philadelphia the retail sales division, 
and PAuL DAILY, 
the outside sales division. 


formerly of Departmental Supply, 


Dubois Now Associated with Emco 


Emco Sales & Service, stationers and printers of 43 
W. 16th St., New York City, announce that the H. W 
Dubois Co., in similar line of business since 1903, is 
now associated with Emco as a division of that firm un- 


the personal supervision of PAUI T. Dusots 


a 


a” 


Ly 
Bheg GZ 


+ 


ae 


A new group of contemporary seating 


cS) 2S oho Ss Seen ey Se 


COMPANY, 


Geleclasltla-Mel Zell (e]e)(-3) 


BY 
GUNLUGKE 


WAYLAND, NEW YORK 











THI 


NC 


tmembe 
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aTAR 
PERFORMER 





Globe-Wernicke’s Fiberlite® reinforced fiber glass wastebasket won the 








ve ribbon at the recent Society of Plastic Industries Conference.“ But then, Fiberlite 
sts awards every day for the way it performs on the job. In business offices and 
stitutions across the nation, Fiberlite’s beauty, spacious capacity, and rugged 


iability have won the ‘Secretary Approved” seal. This is consumer satisfaction, the 


ward” that means the most to you and your sales. Get that extra sale from every customer— 


ll the Fiberlite wastebasket that is a blue ribbon winner every time because of its attractive appearance, 


ise of cleaning, and life-time durability. *15th Annual Conference, Reinforced Plastics Division, Society of Plastic Industries 


ECRETARY APPROVED Streamliner SECRETARY APPROVED Every Day” File SECRETARY APPROVED Fanfold Gummed 
Desk Tray . . . largest . . organizes desk work; systematizes Folder Labels . . . populor 


selling work flow follow-up 
dispatcher. 


WI, 
THE GLOBE-WERNICKE Co. 


‘an. 


7 were success depends on the strength of your line 





for file folders and every 
labeling need. 





CLIP & MAIL TODAY for free catalog with full information on 


the complete line of Globe-Wernicke office accessories, Dept. DO-7 
name 
company 


address 











ROYAL WELCOME Gene Aris of Vineyard, Aris & Associ 
president NSOEA; Homer Lay, manager NSOEA; Henry Behrmar 


s, Spokane, Wash., welcome committee; W. Neill Stewart, Jr 


Business Equipment & Supply ¢ Spokane, convention chair 


man; Bruce Adams, vice-president Manufacturers Division NSOEA; Wm. W. Goss, Shaw & Borden Co., Spokane, governor 11th 


District; Bill Gagnon, Chas, R. Barry Co 


his troupe were met at the airport D the governor and several 


portation to the hotel 


president Oregon Tr: 


rs Club, participate. The president and two members of 


his associates who provided the old western stagecoach as trans 


NSOEA Regionals Roll On 


Completing a heavy schedule of district conventions 
in May the NSOEA troupe went into the home stretch 
with the eastern area meetings on schedule 

Reported on this and 
are the seven meetin 
8, 11, 12, 14, 10, 6 and 9. They ranged 
from Spokane, Wash. to Delavan, Wis. and 
Houston, Tex 


acct mMpany ing pages 


rs embracing Districts 


— 





Elected as new governors, and chosen as 
sites for 1961 conventions are 

District 8—R. R. BricHer, Bricher Office Supply, 
Norfolk, Neb., Excelsior Springs, Mo., in 1961 

District 11—LArryY Moore, Commercial Book Store 
Salem, Ore. Gearhart. Ore., in 1961 

District 12—-KENNETH N. Brown. Corrick’s. Santa 
Rosa, Calif. Join with District 14 at NSOEA westert 
show in 1961 

District 14—GEORGE CORNELI 
Vista, Calif. Join with District 12 


Cornell's, Chula 
NSOEA western 
show in 1961 and meet at Scottsville, Ariz. in »2 

District 10—-VERNE S. PeEcK,Allsteel Office Supply 
Co., Salt Lake City, Utah, site of 1961 meeting 


68 


gain. Two full days w 


District 6—QUINTUS CURLY 

Fredrickson’s, Aurora, Ill. Springfield, Ill. in 1961. 
District 9—L. W. Tass, Lake Charles Office Sup- 

ply Co., Lake Charles, La. San Antonio, Tex. in 1961 


Following are the more detailed reports of these dis- 


ict meetings, listed in the order in which they were 


8th District Meets in Oklahoma 


The 8th District regional held May 5 
ind 6 at the Western Hills Lodge in Wagonner, Okla 
history of the 


cOonvVvento!l 


y9roved one of the most successful 


Many dealers and travelers went back to their 


businesses at the conclusion with nsiderably more 


know] dge of the industry than they had expected to 


devoted to dealer problems 
nethods of solution. Total registration was 202 
Spearheading the convention were HOMER Lay, man- 
iger of NSOEA; Homer SmitrH, NSOEA merchandis- 
manager; BRUCE AI : 
wufacturers’ division: CLARENCE W. CLEMEN, vice- 


AMS. vice-president of the 


FREDRICKSON, 


cha 


Of 
| 
wo 
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14TH DISTRICT officers: Leighton Cress, Clark Office Supply 
Co., Phoenix, Ariz., lieutenant governor-elect; Burt Henderson, 
County Stationers, Inc., Ventura, Calif., retiring governor, and 
his successor, George Cornell, Cornell's, Chula Vista 





THE INDIAN STATUE at Lake Lawn, District 6 
tior is backdrop for group including Bill 





Wingert, Keith Clark Co.; Don F. Pike, W. J 

s & Cx Chicago; Gordon Kickels, Smead 

Mtg. ¢ Herb Walsh, H. J. Walsh & Associates 
H es, W. J. Saunders & ¢ 


KARL TOLLEFSEN (right) retiring governor, 
grects R. R. Bricker, elected to succeed him as 
head of the 8th District NSOEA 


the field division: Governor KARL TOLI 
























N | President MAX KEATING of Midwest Travel 
é rs ( 
R. R. BricHer of Bricher Othce Supply, Norfolk, 
Nel ted governor to succeed Tollefsen. General 
the 1961 convention to be held at Elms 
Hot or Springs, Mo.. May 4, 5. 1961, will b 
X © C. BuCKNER of Springfield Office Supply, 
S f , Me 
U e, s elected are 
S Sect BiLL SHOCKLEY, Samuel Dodsworth Co 
Kansas M GOVERNOR William Morris BILL GUELZOW (right), retir- 
Ir lok WIULLNER, Stanley Saergent Co Morris Bros., Stockton, Calif ing governor of District 6, con- 
K Mo greets his 12th District successor gratulates his successor, Quintus 
ennet oO orrn Santi Cu ‘re c 
— mee. Sences-~Fooaner Mees. Beal — Pe wn, Corrick’s, Santa urly’ Fredrickson 
Of S Co., Wichita 
ma rnor, Missouri—Harry Woon, Lee 
St. Louis 
vovernor, Oklahoma—-WILLIAM MASON 
Yh Mike Br Office Supply Co., Oklahoma City 
vernor, Nebraska BILL SULLIVAN 
Supply Co.. Omaha 
M st Travelers Club elected JimMy O'BRIEN 
Pease Tulsa presid t to succeed Max 
K Other officers 


HERB JOHN N W ilsor Jones 





C president—-FLoYD COTTON ) MAI 1TH DISTRICT officers: Al Bachman, Bachman’'s, Inc 
Greeley, Colo., retiring governor; Verne S. Peck, Allsteel Office 
Supply Co., Salt Lake City, new governor; Eldon Cloud, Albu 


ad on page 70 juerque Staty Co., lieutenant governor 
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MIDWEST TRAVELERS CLUB officers. Standing: Jack A 
Lang, re-elected auditor; Earl Collins, re-elected to board of 
lirectors; Glen Evans, re-elected secretary-treasurer; Seated 
Izzy Voda, re-elected publicity secretary; Jimmy J. O'Brien, 
succeeded to presidency; Herb Johnson, succeeded to vice-presi- 
den Floyd E. Marshall, Jr., elected second vice-president 
(Dave Neuhaus Photo) 
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' | No.8 
GABE GEIHART of Gabe’s Office Supply Co., Sapulpa, Okla., popul 





hairman of publicity for the 8th District convention, J top pi 
uiling asking the question “Who is Lucy?” and G 
lescribing her as sweet and petite. Identity was to be guessed , 
winner would g savings bond. At the banquet Deser 
introduced as the beautiful Ora Lee Attaway of Metall 
Okla., whose family operates the Tulsa Stationery Co as 85, 

g of Carter's Ink (¢ who guessed her, appears here 

nvention “Lucy”. (D Neuhaus Photo) 
. 
Off Supply Co., Wichita, a past governor. The par- 
ints were given 10 minutes to dress mannequins 





with three complete outfits of clothing. JACK COLEMAN 
won the contest amid preat ippiaus 

One of the most interesting and educational programs 

1 at the convention was a talk and demonstra- 

ide by Midwest Travelers. The subject was ‘Use 

Your Imagination” and it was written and moderated 

CLINTON J. COOPER, manufacturers’ r presentative, 

Kansas City, Mo. It dealt with Mr. Stationer using his 

on in building window displays effectively to 





g ales story over to the customer 
Ths different displays were constructed, from the 
ip, right in front of the audiet as the pro- ; 


progressed. The staff conducting the program ‘ 
led GLEN EvANs, Columbia Ribbon & Carbon 3m 
Mfg. Co.; Tom J. Sewarp, Swingline Inc.; CLINT ] 
COoP! moderator; DALE MARSHALL, Bates Manu- ier 
turing Co.; M. E. Zook, Ace Fastener Corp.; FRED 9 eae 


D. Pirr. manufacturers’ rep: ntative and artist extra 
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BEAUTIFULLY 
DESIGNED BASES 


IN modern colors 


Four office-accenting colors help sell Success 
Desk Calendars. Match desk accessories— 
pen sets, phones—with Desert Sand, Modern 
Green, Metallic Gray or Walnut plastic bases. 












Separate 
pages for 
Saturdays 
and Sundays 


A feature of all Success book style calendars. 
No. 17 is deluxe, book style, with pivoting 

lock arches. Half-hourly appointment schedule. 
Walnut, Desert Sand, Modern Green and 
Metallic Gray plastic bases. 










No. 85 — Premium quality, 
popular. Has magnifying 
top plate, daily date in red. 
Each page shows present, 
past, future months. Pads fit 
all standard bases. Walnut, 
Desert Sand, Modern Green, 
Metallic Gray. No. 64 same 
as 85, slightly smaller. 






. ' 





cal 


COLUMBIAN 42" WORKS, INC. 


2300 WEST CORNELL STREET © MILWAUKEE 9, 












and only SUCCESS gives you these Sf&i\iNG EXTRAS 


First in the industry: A beautiful, 
4-color booklet why Success 
calendars are made, have 
more selling features, are easi 
more profitable to sell. 








When you 
think of 
CALENDARS... 
think of 
SUCCESS 


r /60P 4-7 /60 71 





ordinary; and A. F. (HEINIE) SENGBUSCH, manufac- 
turers’ representative, and JOHN LATHROP, F. S. Web- 
ster Co. 


11th Convenes in Spokane 


Dealers from the four states of the Pacific Northwest 
plus western Canada, which constitute the 11th District 
NSOEA, gathered in good number at Spokane for their 
regional convention held May 8 to 10. As the Pacific 
Northwest Stationers Association, that district had its 
annual meetings long before the advent of the regionals 
of the national association. 

All of the major cities were well represented 

The keynote address of President NEILL STEWART, 
Jr., and General Manager CHUCK MORTENSEN’S out- 
line of services were given to a large and attentive audi- 
ence. The interest in the question and answer feature 
moderated by BrRucE ADAMS, vice-president of the 
Manufacturers’ Division, was enhanced by the char 
acter of the panel composed of CLARENCE CLEMEN, 
vice-chairman Field Division; CHUCK LOFGREN, presi 
dent Sanford Ink Co.; BoB MATTHEWs, sales manager 
Sturgis Posture Chair Co.; Bop STRAWN, Boise, Ida., 
dealer: and DEAN Despir, E. P. Wilmer Co. The work 
shop sessions conducted by Manager HOMER Lay and 
MIKE SANyouR of Harbridge House produced liberal 
audience participation and greater than usual attend 
ance. They brought out some ideas not previously ex 
pressed. 

The address of welcome was given by MAUREEN 


i _ THIS MONTH, FEATURE 


Mok UrOun & 


CELLULOID INDEX TABS 


STILL THE MOST ASKED-FOR CELLULOID INDEX TABS 
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Convenient six-inch strips — cut to the size that’s needed. 
Three extensions — for one, two, or three lines of typing. Then 
Seven colors — green, orange, yellow, blue, pink, red and clear. 

Feature and sell the original MAK-UR-OWN Index Tabs whose proven high quality has 
never varied through the years. Your customers who have tried MAK-UR-OWN know that 
it's practical, dependable, easy-to-use, and inexpensive, and once they try, they'll buy again. 


YOURS FREE when you buy 250 feet —a colorful counter display that 
conveniently stores and effectively sells Mak-Ur-Own Index Tabs. &» 


For free samples and complete information, see your Victor Salesman or write to 


[icon ares coviranes 
Divis UN OF SP 


















WELCOME to District 11 convention in Spokane is expressé 
by Maureen Ann Brown, Miss Spokane XIII, and Govern 
William W. Goss, Shaw & Borden Co., Spokan 


ANN Brown, official hostess for the city of Spokang 
who appeared in Indian costume as Miss Spokane XII 

Upon arrival at the airport Mr. Stewart, Mr. Lay an 
Mr. Adams were met by a committee consisting 
Governor WILLIAM Goss, Shaw & Borden Co., Ine 
and several of his aides, which provided an unusu 
means of transportation It was an old stage coac 
which showed its age but had four good wheels i 
working order. The trip was interrupted by a policd 
man on a charge of obstructing traffic 

An interesting luncheon diversion was a skit pre 
moted by CHET WILLIAMS, Yawman, & Erbe Manufag 
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315 PARK AVENUE SOUTH, NEW YORK 10. Wy, fh Canac 
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of 


Swingline, Inc. - 
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AWARDS YOU BACK-TO-SCHOOL SALES HONORS! 


d of back-to-school business that puts 
profits it ass by themselves? Want store traffic 
that’s so active it makes you feel like a kid again? 
Easy !—become part of SWINGLINE’s exciting, 
gales-gathering, FREE Back-To-School Promotion! 


Want the 


; simple as A, B, C,: just be sure you’re 
with SWINGLINE “Tot” and “Cub” 
vou’re ready to “cash-in” on the in- 
this national promotion will bring! 


'_write to SWINGLINE and 
iy back-to-school selling season sales- 
il] these promotional] tools—all yours, 

LY FREE! 


easy 


pO [ e€ \ 
ABSOLI 


JUST LOOK AT WHAT YOU GET: 


“Handsome, eye-appealing window streamers that sell books, 
crayons, pencils, pens, Tot 50’s and Cubs! 


"Sales-promoting pressure sensitive store stickers: use them 
on windows, on your register, on counters, etc., to sell more 
books, brief cases, ink, erasers, Tot 50’s and Cubs, etc.! 

"Provocative newspaper mat ads...high-exposure national 
advertising! SWINGLINE really backs-up your back-to- 
school efforts with ads in SEVENTEEN, SCHOLASTIC, 
JUNIOR SCHOLASTIC, AMERICAN GIRL, BOY’S LIFE, 
265 College Newspapers, and a host of other popular publica- 
tions 


But don’t delay. Write SWINGLINE today for 
complete details. See how easy it is for you to win 
back-to-school sales honors! 


INC. LONG ISLAND CITY 1, N. Y. 


nue, Toronto 14, Ontario 


A—7 /OA—7 /60 


Tot 50 Cub 


SWINGLINE HOLDS THE MOST IMPORTANT JOBS IN AMERICA! 
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eceeeFULTON 
PUTS 
you 
INTO THE 
PROFIT 
PICTURE! 


FULTON 
DRI-KWIK 
STAMP PAD 


A complete “Fulton Quality Line of 
Marking Devices and Equipment” 
means New Profits for you, Mr. 
Dealer. Don't trust to luck, get the 
Fulton Guarantee for every pur- 
chase regardless of quantity. Get 
more Reliability, more 
Economy, and Better Ser- 
vice at no added cost. 
Both dealer and customer 
confidence is always as- 
sured when you do busi- 
ness with 
Fulton, 









*0ence 
tree 


Cerner 





| Won 








eo 
stamp Par 


FULTON FULTON RUBBER 
DRI-KWIK INK TYPE OUTFIT 
We also manufacture ... Stamps, 
Stamp Pads, Numberers, Daters, Busi- 
ness Outfits, Rubber Type Holders, Rub- 
ber Logotypes, Sign and Price Markers, 
and all types of Marking Inks. Write for 
Free Catalog and price list. Order your 
requirements now! Prompt deliveries. 


FULTON MARKING EQUIPMENT CO. 
82 Fulton St., Elizabeth 1, New Jersey 
Manufacturers of Marking Devices 

for over 50 years.” 
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Willian 

retiring governor; Larry 

newly-elected governor; Wil- 

liam A. Sutton, Rosser & Sutton, Yakima, Wash., lieutenant 
mot Peter Elsenbach, Peter's Office Supply, Portland, 

Ore., lieutenant governor, and Harper Jamison, Harper Jami- 
In McMinnville, Ore., treasurer 


OFFICERS of District 11. From left 
Spokane 
cial Book Store, Salem, Ore« 


Goss, Shaw & 


Borden Co Moore, Com- 


and carried out by members of the Oregon 


Trail Travelers. It consisted of slogans for other mer- 


turing Co., 
chandise applied to stationery products plus others 
invented for the occasion 

For a successor to BILL Goss as governor the group 
chose LARRY Moore, Commercial Book Store, Salem, 
Ore. W. R. SuTTON, Rosser & Sutton, Yakima, Wash., 
and PrETER ELSENBACH, Peter's Office Supply, Port- 
land, were elected lieutenant governors. HARPER JAMI- 
SON, Harper Jamison, Inc., was continued as treasurer. 

The Oregon Trail Travelers conducted their election 
by mail, the new officers taking over at the convention. 
JOHN W. Burns, R. L. Smith Co., succeeded BILL 
GAGNON, Charles R. Barry Co., as president. Other 
ofticers are VIRGIL MESKEL, Swingline, Inc., 
president; A. R. ‘Bubp’ DocksTApDER, Joseph Dixon 
Crucible Co., secretary, and R. G. Linpstept, Dennison 


ViCce- 


Manufacturing Co., treasurer 


Reno Hosts 12th District 


The story of the 12th district meeting at Reno is 
largely that of the 11th in Spokane. The attendance 
was greater than usual; the program was similar. The 
panel for the discussion period led by BRUCE ADAMS 
was the same except that ROBERT BODLE, division sales 
manager of Minnesota Mining and Manufacturing Co., 





GOVERNOR and three vernors of District 12 photo- 


aphed at Reno. From left: Howard Patrick, Patrick & Co., 
San Francisco, now vice-president Distributors’ Division; Tom 
McW hort McWhorter-Young, In San Jose; Governor 
William Morris, Morris Bros., Stockton; Henry Sleeper, Sleeper 
St > & Staty. Co., Sacrament 


took the place of C. W sident of Sanford 


Ink Co., who suddenly became ill 


LOFGREN, pr 


Among the dealers attending were a substantial 


number for whom this meeting was their first. Atten- 
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dance at the discussion sessions led by HoMER Lay and 
MIKE SANYOUR seemed to surpass previous experience. 
Participation in the stationery show to be held in Los 
Angeles next February was discussed at both dealer 
and traveler meetings. The attitude was one of full 
co-operation 


Governor Britt Morris of 
honored some months ago as 


Morris Bros.., 
OFFICI 


Stockton, 
APPLIANCES’ 





{9ERS TRAVELERS CLUB officers photographed at Reno 
Andy Grant, executive secretary-treasuret Robert Heath 
Boort & Pease Co.. executive committee: Harry Shook, San- 
ford Ink ¢ secretary; E. L. Dickinson, Minnesota Mining & 
Mfc. ¢ xecutive committee; Augie Erickson, Joseph Dixon 
( ible ¢ resident; Ray Langley, Old Town Corp., vice 
Office Equipment Dealer of the Year. conducted a 
smooth running convention and had the satisfaction 


of increased numbers with all areas of his district well 
represent d He was succeeded as governor by KEN- 
I 


NETH N. Brown, Corrick’s, Santa Rosa. PAuL E 
ForGEY, Bowman-Forgey Stationery Co., Santa Cruz, 
was elected lieutenant governor and H. G. “Bun” 


KONNERSMAN, 
At th 

AUGII 

elected pr 


] 


*. ; r 
VICE pres aent; 


secretary-treasurer. 

lose of the 49’ers Travelers Club meeting 
ERICKSON, Joseph Dixon Crucible Co., was 
esident; Ray LANGLEY, Old Town Corp., 
HARRY SHOOK, The Globe-Wernicke 
and ANDy GRANT, executive secretary 
treasurer. EVERETT DICKINSON, Minnesota Mining and 
Manufacturing Co., and ROBERT HEATH, Boorum & 
elected to the executive committee 


Co., secretary 


Pease Ci wert 


14th Visits Santa Barbara 


A cheerful group of stationers and travelers of the 
l4th district NSOEA gathered at the Miramar Hotel, 
Santa Barbara, 
May 15 to 17 
Stationers, Inx 


Calif., for the annual convention held 
Governor BURT HENDERSON of County 
Ventura, presided All sessions were 


well attended. Dealers and manufacturers’ men partict 


pated freely in the panel discussion led by Bruct 
ADAMS 1 in the seminar type of programs led by 


HOMER | ind MIKE SANYOUR 

Two presidents of NSOEA attended, GRAN’ 
Howat PBSW Supply Co., Phoenix, and Bos 
LATS« H | h Bros.. Lincoln, Neb whose daughter 
s a Santa Barbara resident. A welcome visitor was 
Witt OrTeL, who retired as proprietor of Shaw & 
Borden (¢ Spokane, seven years ago alter 54 years in 
the off pply and equipment industry. His age is 


91. Santa Barbara is his home, likewise that of his son 


Ralph, now in the printing business 


Th onvention committee provided two excellent 
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RUEGER SERIES 100 
— for extra comfort and durability 







Finest quality seating valve per dollar 
expenditure! Strong, rigid, durable, extra 
roomy and comfortoble, it feotures elec 
trically seam-welded tubulor steel frame; 
built up vertical frame spacers for added 
strength and seat support, non-tipping 
Y-type design; and a choice of steel, 
contour-moulded wood veneer, or 

foom rubber cushioned and upholstered 
seat models 


RUEGER TABLET ARM 


CHAIR — wherever a 
writing surface is required 








Multipurpose chair with many uses. Tablet 
arm is rigidly secured to tubular steel 
support which automatically raises or 
lowers when chair is opened or closed 
7-Ply tablet arm comes with a natural 
birch or maple lacquer finished face 
No. 101-TA) or with a tan birch plastic- 
laminate face (No. 101-TAP). Chair 

is ovr populer non-tippable No. 101. 
Folding mechanism is sofety 

designed thru-out 


RUEGER SERIES 9OO-E 


— quality tubular steel 
seating at low cost... 





Few chairs offer so much for so little! 
Construction features heavy-gauge tubulor 
steel frame with tubulor cross-broces; 
extra large seat and o deep, curved, 
correct postured backrest; and, non 
marring Super Dylan feet over steel dome 
gliders. This low cost choir features 
one-motion opening and closing and folds 
flat to frame thickness for compact 
storage. All steel, wood veneer, or 
upholstered seat models 





No. 901-E 








NEW—added cross-brace 
increases 


STRUCTURAL RIGIDITY 


Krueger choirs have always been 
noted for their exceptional strength 
and rigidity. Now, for additional 
structural durability and longer 
life we have added another frome 
cross-brace to the reor legs of 
all these choirs of no extra cost! 











Write for New Catalog—Showing complete line of Port- 





able Seating, Fiberglass Chairs, Stools, Tables, Trucks 
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*PATENTED 


HluYon 


(appl 


L OUT Sly 


AMERICA'S MOST ADVERTISED 
MOST ASKED FOR" MANIFOLD 
ARBON PAPER SETS 


SCuarantee you more 
repeat sales... 


bigger profits 
> 


* 


WE GIVE YOU 


FREE Sample Folders 
FREE Direct Mail Pieces 
FREE Easel Displays 
FREE Ad Mats 


HURON COPYSETTE is the. recognized 
brand name leader — the fastest mov- 
ing line in the field. Our broad con- 
sumer advertising program ‘“pre- 
selils’’ the line for our dealers. 


Immediate shipment from stock of 
white and six colors in all standard 
sizes. Special grades made to order. 


NDER KERR PATENT NO 2,557.87: 
WRITE FOR COMPLETE DEALER INFORMATION TODAY 


3. 


YOUR CUSTOMERS WILL ASK FOR HURON COPYSETTE BY NAME 


DESKS & SEATING 


catalog inquiries invited 


SHOWROOMS: 
Western Merchandise Mart, San Francisco 


Los Angeles Furniture Mart, Los Angeles 
Jack Phillips, inc., Chicago 10 





Designs by Stewart MacDougal/ and Kipp Stewart 


-COS TA MES A 


an affiliate of VISTA Furniture Company 
1040 NORTH OLIVE AVENUE, ANAHEIM 6, CALIFORNIA 
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PERSON TO PERSON PANEL at District 14, Santa Barbara, 
Calif. From left: Dean Despie, E. P. Wilmer Co.; Bruce 
Adams, vice-president of Field Division, moderator; Larry Mil- 
ler, The General Fireproofing Co.; Clarence Clemen, vice- 
chairman Field Division; John Christianson, Quality Park En- 


velope Co 





GOLDEN STATE TRAVELERS CLUB officers. From left 
Floyd E. Chamberlin, Reliance Pen & Pencil, secretary; George 
Frey, Charles R. Barry Co., president; Stewart B. Anderson 


Joseph Dixon Crucible Co., second vice-president; Robert 
Lauterjung, Quality Park Envelope Co., first vice-president; Bud 
Spangler, Universal Paper Goods Co., third vice-president. Paul 


West, acting treasurer, was absent. (Pacific Stationer Photo) 


JOE DAVIS and 
Mrs Davis with 


Clarence Clemen 
(right) at surprise 
party during Dis- 


i convention 
honoring Mr. Clem- 


en's ith anniver 
sary with G J 
Aiener Cx 





luncheon speakers One was JOSEPH E. BURGER, direc- 
tor of public relations for H. V. Nootbaar & Co., Pasa- 
dena, whose topic was “Our Employ es Assets or 


Liabilities.” The other was WILLIAM J. LLOoyD, vice- 


president and director of public relations, U. S. National 
Bank of San Diego, using the topic ‘Progress In 
Dupl cate 

Mr. & Mrs. Joe E. Davis hosted a surprise party 
to honor CLARENCE CLEMEN who, on May 14, cele 
brated his 25th year of employment by the G. J]. Aigner 
Co. Mr. Clemen is vice-chairman of NSOEA and a 
member of the 1960 trouy Mr. Davis is Aigner rep- 

sentative in the west 

GEORGE CORNELL, Chula Vista, Calif., was chosen 
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vovernor for the ensuing year; LEIGHTON Cress, Clark 


Office Supply Co., Phoenix, lieutenant governor. Scotts- 


ville. At was selected for 1962, the meeting next 
year to be held in connection with the stationery show 
in Los Angeles 

The hard-working president of the Stationers Asso- 


iation of Southern California is L. E. ‘'SHorty’’ BANK, 
of Bank's Sta 

The president of the Golden State Travelers Club 
Chas. R. Barry Co. Other officers 
AUTER JUNG, first vice-president; STEWART 


B. ANDEI N. 


tioners, Maywood, Calif 


s GEORGE FREY, 





are ROBERT | 
second vice-president; BUD SPANGLER, 
FLOYD CHAMBERLIN, 
and PAUL WEST, treasurer 


third vi sident: secretary; 


10th District Meets in Denver 


Dealers of the 10th District and the Rocky Mountain 
Travelers met in mid-May for their annual regional con- 
Denver. Aside from the Travelers Sales 
rogram followed that established by NSOEA 


gionals 


vention 
Rally, the 
t earlier re; 
One other distinction was the quarters and facilities 
members at the Denver Hilton Hotel, grand, 


plush and newest of the world-wide Hilton chain. 


njoyed by 





ittendance (209) was on hand to elect 





ROCKY MOUNTAIN TRAVELERS CLUB officers: George 





White, G ze E. White & Co., secretary; Lloyd Johnson. Car 

Pay ( retiring president; Jim Ellertson, mfrs. rep 

Jim Wooley, Park Pen Co., president 

Glenn B Carpenter Paper Co., treasurer; Absent were 

Russ Okerst W. A. Sheaffer Pen Ci nd vice-president 
D \ r, Boorum & Pease ¢ rgeant-at-arms 








j 


SEEN IN DENVER: Chuck Kendrick, Kendrick-Bellamy Co 


D lohnson, Carpenter Paper ( lim Woolley 


lack Kendrick, Kendrick-Bellamy Co 

VERNE S. Peck governor for the coming year. Peck. of 
Al | Office in Salt Lake City, had 
nant governor under AL BACHMAN, the 


Supply Co 


governor and host to the meeting. The 

wly ted lieutenant governor is ELDON CLOUD of 
All rque (N. Mex.) Stationery Ci 

| ; ; . 1Ov 


convention has been scheduled for 


Turn to Page 162, Please 


Model X-100 


for sheets up to 9” by any 
length. 


Retails 499° 
profitably at 


SELL 
Photo: Master 


Can You Zuali_y Fon 


A PROFITABLE PHOTO-MASTER TERRITORY ? 






a a a me re 
FORMFOTO Manvfacturing Company I 
3713 Milwaukee Ave., Chicago 41, Illinois » 


RUSH ME DETAILS ON EXCITING INTRODUCTORY OFFER 
NAME 





ADDRESS _ 





CITY ee. ae og 





"I READ IT IN 
OFFICE 
APPLIANCES’ « 


When a dealer says: "I 

it in OFFICE APPLIANCES", we 
recognize that an important 
part of our sales team has 
been put to work. We know 
that the advertised product 
has been exposed to hi 
thereby greatly simplifying 
our sales task Due to 

this interest created by 
OFFICE APPLIANCES, our sales 
Organization is in a better 
position to sell the product. 


As the greater portion of our 
sales have been from the in- 
formed OFFICE APPLIANCES 
reader, we regard 

OFFICE APPLIANCES as an 
effective member of our sales 
team. 





Office 
Appliances 








Irwin Kimmel 


Manutacturers' Representatives 


* Haskell, inc. 

* Meilink Steel Safe Co. 

* Browne-Morse Co. 

* Supreme Steel Equipment Corp. 
leit: teeisMe od i aslli tice Ole ME lal om 
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Golden Streale 


SPIRIT DUPLICATOR 


ork 


Clean, sharp copies without ink, gelatin, type or ribbons... the speed and efficiency of an 


a//-electric operation, plus the most advanced features found in any spirit duplicator! 


Finest hammerloid finish keeps clean longer, keeps beauty longer. 





eae 
£3) \— 
\— ys 
; Fy 
| =) | 


Engaging one lever locks master— 
starts cylinder—feeds paper—counts 
impressions automatically 


— = 
Sa/ lf = 
+ ae 
- —_ 


Lost sheet fed shuts off 
mochine and master cyl- 
inder halts. 





All working parts com- 
pletely enclosed for 
safety. 





Margin-Adjustor in- 
sures even, perfectly 
aligned reproductions. 








AND SUPPLY 





WOLBER DUPLICATOR 








For full details on our complete line of Spirit and Stencil 


Duplicators and Supplies, Write Dept. OA-23 
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1201 West Cortland Street * Chicago 14, Illinois 
Redwood City, Calif. * Brooklyn, New York 






























Orlando (Fia.) Dealer Rents Fleet of 
Station Wagons for Store Use 


Jack H. Kline (left), partner in Orlando Office Supply of 
Orlando, Fla., Paul Sanborn, operations manager of Avis Rent 
A-Car System and Dick Simpson admire new fleet of Valiant 
station wagons leased to provide both delivery service and trans 
portation for outside salesmen. Jack Kline states, “When we 
decided on Valiant, we knew it would reflect both the quality 
and practical side of our business. Fleet leasing, we have found 


also reflects good business procedure. We heartily endorse the 
Avis Rent-A-Car Service and the new Valiant 


Hasco Is Five Years Old 


The H. A. 


celebrated its 


Steger Co. of St. Louis, Mo., recently 


fifth year in business. The company’s 


history goes back these few years to the day when 
H.A. STEGER bought the Knight Manufacturing Co 
of Wichita Falls, Tex., and began manufacturing the 


Hasco line of typewriter stands 


Steger’s experience led him to believe that the indus- 


try wanted sturdy, set up models, so he began deliver- 


ing them welded. Though he started in a barn, he now 


owns a plant occupying three floors, approximately 


10,000 square feet. 


The company also has a wholesale operation with 


display area at 822 Spruce St 








(= Chicago Desk Pad Co. 





THE 


(281 series) 


tom colors. 
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DISPLAY PORTFOLIO (pP-135) 


Designed for effec- 
tive and dramatic 
presentation where 
sequence, compari- 
son, ‘‘before & 
after’’ technique, or 
display of many 
items is important 
The DP-135 contains 
ten 11" x 87/2" sec- 
tions with a clear 
acetate protector 
over each section 
Easy to handle... 
folds to 11’ x 8Y2 












NEW —— ‘“‘POLY-ZIP’’ HOLDERS 
The fast-selling new holders for record storage 
INDOORS or OUTDOORS! Get complete details 
on “POLY-ZIP" Holders along with other new 
C-line products by writing for our FREE 1960 
Catalog Supplements. 





10" 
> > 
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DIRECTOR LINE 


This beautiful new desk pad 
and accessories add the per 
fect custom touch to any of- 
fice. Luxurious top grain cow 
hide, color accented by rich 
contrasting overlay bands 
Available in standard or cus- 








CUSTOM 
DIRECTORY COVER 
Series 9850 
Custom padded beauty to keep 
your telephone books and di 
rectories attractive and neat 
Classic gold tooling on durable 
Fab-Lea overing. Self-lock- 
ing snap out metal binding. 
Two ruled liner sheets for often 
used numbers. Available in 8 
beautiful colors 











IMPROVED 
“CLEER-ADHEER”’ 


This wonder work- 
ing do-it-yourself 
Mylar laminate 
product was intro- 
duced with out- 
standing success. 
NOW it is improved 
and better than 
ever. The new back- 
ing leaves no lines 
or score marks. 
New sizes, New 
pockages, New rolls 
. all add up to 
new and bigger 
sales for YOU! 








THE “DAILY DOODLER” PAD (#1741) 


Designed for the busy 
executive, the ‘‘Daily 
Doodler’’ has a com- 
plete 1960 and 1961 
calendar on each 
sheet, as well as a 
Daily Schedule and 
plenty of ‘doodle’ 
spoce. The pad has 
Fab-lea pane! and 
two corners with a 
stiff board center. 















CHICAGO DESK PAD COMPANY 
4640 N. Oketo + Chicago 31, Illinois 
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A new Line of 
office furniture 
as flexible as 


your imagination 


ALL-STEEL EQUIPMENT INC. 


Aurora, Illinois ( 











No nonsense here! This 
sparkling scene shows one of 
the hundreds of possible 
4000 Line Executive L-Unit 


arrangements. Under-units 
accommodate correspond- 
ence drawer and two tray 
drawers, as well as storage 
unit with curtain door. Richly 
upholstered executive arm 
and side chairs have contour 


foam cushion seats. 


No. 4036 Desk with 4230 L-Unit top, 
4362 File and 4486 Shelf Pedestal 
1600 Line Chairs 














Here’s one way to make a 
client or customer happy. 
Contemporary design of the 
ASE 4000 Line desk, cre- 
denza and chairs reflect his 
own good taste. The two cre. 
denza bookcase units are 
equipped with curtain doors, 
give his office a neat, unclut- 
tered appearance atall times. 


No. 4048 Desk, 4161 Credenza 
1800 Line Chairs 
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The variety of the ASE 4000 Line is 
almost infinite. The line includes a 
full complement of furniture for the 
normal requirements of every kind 
of office. But even more important 
to you is the flexibility which permits 
you to literally custom design the 
furniture to fit the specific needs of 
every client or customer. 








Desk above has white self- 
edged top at 26” height... 
just right for typing. The 
ASE secretarial posture 
chair gives typist firm, rest 
ful back support, stays 
comfortable longer. 


At right is a new 24” deep 
single pedestal desk. It's 
ideal for use by salesmen or 
others who are frequently 
out of the office. Also avail 
able in double pedestal ver- 
sions, it is well suited for 
general use where floor 
space is scarce. 


COF-4 
Printed in U.S.A, 























industry News 


Progress Announced on 


West Coast Trade Show 


LOS ANGELES 


Spurred by growing evidence of enthusiasm shown by 
western dealers and manufacturers, W. NEILL STEWART, 
Ir., of Dallas, president of the National Stationery & 
Office Equipment Association, came to Los Angeles to 
advance plans for the Western Stationery and Office 
Equipment Exhibit, to be held in the Hotel Biltmore 
here February 24-26, 1961. 

Accompanied by CHARLES MORTENSEN, NSOEA gen- 
eral manager, he conferred with the convention chair 
man, Dean DespIe, president of E. P. Wilmer, Inc., of 


Already there is assurance of a major group of ex 
hibitors, who will show the newest products for indus- 
ul, off school and home use which are sold through 


dealers,” said Mr. Stewart. Exposition space to accom- 
) individual exhibits will be available. 

He came here directly from Santa Barbara, where he 
id made the keynote address earlier in the week at 
innual nvention of NSOEA District 14. Other West- 
ern district conventions he had previously addressed 
were those of District 11 in Spokane and District 12 in 


Show Committee Chosen 


Mr. Stewart announced here that the general conven 
ttee would consist of Mr. Despie; co-chair- 

en, GEORGE CORNELL, president of Cornell's Inc., 
Chula V and KENNETH M. Brown, owner of Cor 
s, Santa Rosa; L. E. BANK of Bank Stationers, May- 
wood; VERN VALLET, vice-president and general man 
ager of Southern California Stationers, Los Angeles, and 
GEORGE HATTEN of the Eaton Paper Co., Los Angeles. 
All western states will be included in the conven- 
said Mr. Stewart. “At the NSOEA dis 
t tings in Santa Barbara, Reno and Spokane, | 


tion a i show. 


found dealers and manufacturers intensely interested 
The w t is shaping up as a major event for the office 
supply and equipment industry is deeply gratifying 

The rapid growth of industry in the West, particu 
larly the past two decades, has created a real and 


or this kind of trade 


ircent ‘ 


exposure, and it is 
ilready evident that we are assured of being able to pro 

vide a nt which will be of value to our dealers and 

rs and the consumers they serve 

A great many of the exhibits will be geared to the 

ts of this specific regional market in sup- 
ply, equipment, furniture, systems, methods and forms 

Mr. Despic expressed his appreciation of the high de- 

gree of operation extended by dealers, manufacturers 

ind other segments of the industry on the West Coast in 


behalt rtn show 
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Stanley Akers Heads SMNA 


STANLEY R. AKERs, president of 
Meilink Steel Safe Co., has been 
elected president of the Safe Manu- 
facturers National Association. He 
has been president and major 
stockholder since 1942 of the 
Todelo manufacturer of office and 
home safes, insulated files and 
business machine stands. 

He also heads Giantview-Gen- 
eral Television Network, Detroit, producer of national 
and regional closed circuit television programs; and 
Hercules Tube Co., Flat Rock, Mich.; manufacturers of 
business machine stands. 

Akers previously served as president of the SMNA 
in 1955. 





A 
Stanley Akers 


Bentson Encourages November Vote 


The Bentson Manufacturing Co., Aurora, IIL, hopped 
onto both political bandwagons recently when it in- 
cluded copies of the American Voter with the regular 
issue of its house publication, the Diamond. 

Dealers were advised that this special, star-spangled 
supplement was to be considered as a bonus (and as 
a gentle nudge to turn up at the polls in November). 
The 32-page booklet contains score sheets for the two 
major conventions, qualifications and duties of various 
governmental offices, and sidelights on historic elec- 
tions of the past. 

Except for a photo of Bentson steel office furniture 
on the back cover, the American Voter carried no ad- 
vertising whatsoever. Response from dealers receiving 
the booklet has been very good, reports a company 
official. 


Saxon Paper Elects Berman President 


Stockholders of Saxon Paper 
Corp. have approved the consolida- 
tion of Saxon Paper and Berman 
Paper Corp. and have elected My- 
RON P. BERMAN as president and 
chairman of the board of the new- 
ly-merged companies. Mr. Berman 
had been president of Berman 
Paper Corp. 





M. P. Berman 


Former officers of Berman Paper 
Corp. who are now serving as officers of Saxon Paper 
are BURTON B. BRAGER, vice-president and treasurer; 
THEODORE BERMAN, ABRAHAM BODELL, JEROME LE- 
VIN and SAUL SMITH as vice-presidents 

Saxon officers elected to the consolidated corporation 
were PHILIP K. Koss, executive vice-president, and 
SIDNEY GREENE, HYMAN SPINNER and FRANK PRUN- 
HUBER as vice-presidents. SIDNEY W. Saks, former 
president of Saxon Paper, will continue to serve the 
corporation as a consultant for a period of five years. 
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Salt Lake City Firm 
Wins Pencil Week Prize 


A young couple who opened a stationery and office 
supply business 18 months ago in Salt Lake City, Utah, 
walked off with the coveted first prize in the 1960 
Pencil Week contest. 

LAWRENCE AND MAriLYN BROWN, both just past 
30 years of age, won a 10-day paid vacation in Spain 
for their comprehensive promotion and display of 
penci!s in the annual competition sponsored during 
Pencil Week by the Lead Pencil Manufacturers Associa 
tion. They will get luxury flight from New York to 
Madrid and return via Iberia Air Lines of Spain. Addi 
tional side trips in Spain, together with hotel accommo 
dations and meals, are included in their prize 

Mr. and Mrs. Brown operate the Skyline Office 
Supply at 21 W. Broadway in Salt Lake City. Mr. Brown 
got his first job in a stationery store while he was 
still in his teens. After 15 years, he launched his own 
business and, in a year and a half, has achieved re 
markable success. 

Four second prizes, awarded by a jury of four judges 
after arduous hours of studying entries from all sec 
tions of the United States, went to 

J. L. Crossman, B. & C. Office Supply Co., Still- 
water, Okla.; Linpsey G. DuRHAM, College Bookstore, 
Lafayette, La.; HAROLD W. CLopp, H. W. Clopp Office 
Equipment & Supply, Trenton, N.J., and Mrs. RuBy! 
Davis, W. J. Noonan Co., Lima, Ohio. Each received 
a Polaroid camera. 

Awards of Merit for outstanding excellence in Pencil 
Week promotion were won by a number of other variety 
chain stores and stationers throughout the country. 

In a report to CtyDE T. NISSEN, executive vice-presi- 

Turn Page 96, Please 





W. J. NOONAN CO. used mannequins before desks to J. L 


dramatize use of pencils by children, school teachers and promotion with a con 
cipal street window 


office workers 
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OWNER Lawrence M. Brown of Skyline Office Supply had 
a three-section window designed to exalt and glamorize the 
pencil. Color wheels of pencils, giant pencils fashioned of 
cardboard tubing, sketches and a series of containers hold 
ing clusters of pencils were integrated into the dist 





A WINDOW DISPLAY and several in-store promotions, supple- 
mented by advertising, brought second prize in the Pencil Week 
to Harold W. Clopp 





CROSSMAN of the B. & C. Office Supply Co. developed a city-wide 


bination display and traffic-st pping show in his prin- 
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ELECTED! 


The Esterbrook New “101” Renew Point Fountain Pen 

. developed and designed for the student consumer 
market. Just what students wanted. A different type of 
cartridge pen. This pen carries 2 cartridges in the barrel— 
one to write with ... the other as a spare . . . so there’s 
no need to run out of ink. Price? A mere $1.95. 

This Esterbrook Spare-Cartridge Pen is completely 
new! In this new low-priced pen, you'll find the famous 


Esterbrook styling... that Esterbrook “extra-special” 
writing ability . . . plus choice of 32 different pen points. 


The new Esterbrook “101° comes in five popular pen 
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32 POINT 








ONLY 
$1,954.) | CHOICE! | 
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colors...red, green, blue, grey and black. Available in 
squeeze-fill fountain pen, too! 

This year, the new Esterbrook “101” is bound to be 
elected #1 fountain pen in popularity and profits! Join 
the Bandwagon . . . stock up and roll on to greater profits. 

Esterbrook — makers of a complete line of pens for 
students from $1.95 to $3.95. 


6sterbrook Poms 
CAMOEN 1, NEW JERSEY 
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Columbia All-Girl Dealer School 


Draws Students from Seven States 


Women sales representatives from ten office furniture 
dealerships in seven states extending as far west as 
California — attended an All-Girl Training School held 
May 16 and 17 by the Columbia-Hallowell Division, 
SPS Co., manufacturers of Columbia office furniture. 

Packed into two busy days at the Columbia Fort Wash- 
ington, Pa., plant were a running series of product dem- 
onstrations, classroom discussions, plant tours and several 
motion pictures covering the design, manufacture, sale 
and advertising of the full lines of Columbia equipment. 

Arriving at various hours Sunday afternoon and eve- 
ning, the distaff students gathered at a Howard Johnson’s 
motel close by the Columbia plant their “home away 
from home’’ for the ensuing several days. There an in- 
formal “get aquainted’’ reception was arranged that eve- 
ning by sales manager FRANK PUCKETT and attended by 
a number of Columbia personnel who later took part 
in various phases of the training school 

Travelling the greatest distance to this latest and most 
unique of Columbia schools was DONNA ORPIN (Oak- 
land, Calif.) of Pacific Allied Furniture Co. She was 
joined by Mrs. SELMA REvZEN, Revzen Office Equip- 
ment Co., Chicago, and SrELLA JOHNSON, Ball-Stalker 
Co., Atlanta, Ga. (next “‘longest’’ commuters), and the 
following eight ladies from points closer the Columbia 
headquarters plant: Mrs. GERTRUDE NELSON ECKMAN, 
L. E. Muran Co., Boston, Mass.: Mrs. MAvis Foce, Con- 
tract Sales, Inc., Boston, Mass.; Mrs. HELEN CLINE, 
Turner Office Equipment Co., Latrobe, Pa.; Mrs. Ros! 
BRAUSE, Brause Desk Co., New York City, N.Y.; Miss 
Mary Hurwsurt, The Geo. H. Hurlburt’s Co. Lake- 
wood, N.J.; Mrs. FLoRENCE KRETCHMAR, Office 
Equippers Co., Philadelphia, Pa.; Mrs. LILtian 
HOWELL, Robert David Carr & Co., Trenton, N.J. and 

Turn to Page 99, Please 





vt . 
EXPLANATION of desk pedestal construction by Columbia 
Production Supervisor Frank Callray holds attention of stu 
dents, clad in shop coats, on one of production facilities’ tours 
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TWO of the girls 
arrive at Columbia's 
Fort Washington, 
Pa. plant for the 
first school day 








DINNER at River's Edge, Lambertville, N.J., for the group 
found Miss Johnson and Miss Orpin sharing a table with 


Columbia-Hallowell Sales Managers Frank Puckett and Donal 
Buecker 





{ i ae x <i ah 
FURNITURE PRICING problem in classroom session proved 
no problem for the girls. 





GRADUATING with honors at close of intensive two-day 
course are (left to right): Standing—Helen Cline, Kae Wat- 
son, Donna Orpin, Gertrude Eckman, Mary Hurlburt and Mavis 
Fogg; Seated—Stella Johnson, Rose Brause, Lillian Howell, 
Florence Kretchmar and Selma Revzen 
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In Canada 


OUTSIDE CONTINENTAL U. 8.: 
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PLETE REGNA LINE 


egisters - adding machines - safes 


Don’t miss this opportunity of your lifetime! This complete Dealer 
Line (more than 50 models) of low-priced REGNA cash registers 
and adding machines spells PROFITS, PROFITS and more 
P-R-O-F-I-T-S! 


Stream-lined, jet-age models surpass all expectations of business 
builders with an eye on tomorrow. Your choice of electric, hand, 10 
keys or full keyboard machines. 


Write today for informative literature. 






Move fast 


it’s profitable! bos alias 
It’s low-priced! It’s profitable! 
Mail the coupon—Mail it today— 


Mail it NOW! 
JOELI fire-proof f @eeeeeeeeeeoeeeeeee"o 
safes of unusually REGNA CASH REGISTERS. INC. 


unique design, are 175 Fifth Avenue, New York 10, N. Y. 
covering the globe Gent! 

with tremendous — 
sales success. Several 
sizes and models 
available. 








Please rush more information on the 

complete Line of REGNA Cash Registers, 
REGNA Adding Machines, JOELI Fire-proof 
Safes, and outline advantages of becoming an 
independent REGNA-JOELI Dealer. 


) | EEE eS eee 

Commodore Portable Typewriter Co. Ltd., DEIIBB areerenvvvnnrecovrnnncornrnareoroennsseansnseeetne oni 
680 King Street West, Toronto 26, Ont. i ceensseccoccovee cree cnsemeeniniineeseienntenseasvinmniniaamaae 
Zone............ MORI sense nnscacsrscseseresverssespessecaeantanshenaniaseest 
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Jorgen S. Lien, Box 522, Bergen, Norway 
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New in England... 


Additions to the Vickers-Armstrongs 
(Engineers) Ltd. range of “Interline” 
steel office furniture were shown as 
pictured recently at the St. Ermins 
Hotel, London, England. The new 
typist, secretarial and managerial 
desks were prominently featured 


Bud Bentson Charts New Business 
Course with Store in Aurora, Ill. 


ROBERT R. 


with the manufacturing end of the 


BENTSON, identified 


industry for 15 years, is now de- 
voting all of his talents and en- 
ergies to a complete retail office 
equipment industry in Aurora, III 
The company is known as the High- 
land Office Interiors & Supplies. 
The store is located in a good 
transient site at 24 So. Island. Gen- 


R. R. Bentson 


eral offices and warehouse (7,000 square feet) are lo- 
cated at Lake and Galena Sts. in Aurora 

Bud, as Bentson’s friends call him, 
Western Manufacturing Co. in October, 1945. His po- 
sition with this company was that of president and gen- 
eral manager. 

In August of 1957, Bud fulfilled a long, dormant 
desire to enter the retail office furniture field as a side 
venture. This business has prospered since its inception 
and has successfully served as a testing ground for a 
number of creative ideas. 

Feeling that only the surface has been scratched in 
commercial stationery retailing, Bentson has for some 
time pointed towards broadening the base of his Aurora 
retail sales activities. The result is Highland Office In- 
teriors & Supplies Co. which has an office supply de- 
partment in its fullest sense as well as an office furni- 
ture department with stepped-up emphasis on the pack- 
aged sale. Office machines will be added in the near 
future. 

Bentson, as a result of his background, fully recog- 
nizes the importance of outside selling to a retailer 
Thus, the company now employs four outside salesmen 
STAN SCHUMACHER, formerly with another Aurora 
firm, has been added to the staff. Already in the plan- 
ning state, too, is a second retail outlet. 


founded the 


James Preston Retires 


JAMES PRESTON recently 
Preston-Noelting, Ltd., Stratford, Ontario, a position 
he held since 1929. The presidency was transferred to 
Preston’s son, JEFFREY PRESTON 


retired as president of 





Two Manufacturers Win 
Awards from Decorators 


Two manufacturers of office furniture received cita- 
tion of merit awards at the 29th annual national con- 
ference of the American Institute of Decorators held 
recently in Beverly Hills, Calif. 

The Corry Jamestown Corp. was honored for out- 
standing achievement in the design field as exemplified 
by the “Doric Group” and the General Fireproofing 
Co. for similar achievement through its ‘1000 Series.” 

Speakers at the ceremony were LEO A. HOEGH, direc- 
tor of U.S. government national office of Civil and 
Defense Mobilization, and JOHN ENTENZA, editor of 


“Arts & Architecture.” 


Wilson Joins Toledo Firm 


Wooprow (Woopy) WILson, formerly with a 
large Detroit department store where he served as 
buyer and sales manager of office furniture for 12 years, 
has been named manager of the office furniture and 
furnishings department of the Franklin Printing & 
Engraving Co., Toledo, Ohio, announced Lucius J 
SEARS, SR., president. Mr. Wilson has had more than 
20 years’ experience in the office furniture field 


Excuse Us, Please 


In the May issue a cut caption on page 40 referred 
to a shelf unit in the picture as the “Omni wall unit.” 
In fact, this unit is the Omnibus shelving system 
which is distributed by Richards Morgenthau Co 


One of the prices for the Printess rotary photocopier 
in the American Dictating Machine Co. advertisement 
in the 1960 edition of the OA Buyers Index was con- 
siderably in error. The 14-inch model was listed at 
$200. The correct price is $299. The error is sincerely 


regretted 
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| A4aother PROFIT PRODUCER 
| for Shaw-Walker Dealers 









The 1960 OFFICE GUIDE is a 
profit-producing part of the 
most complete office equip- 
ment franchise in the world — 
5,000 items. 











The Shaw-Walker Dealer is distributing to office equipment 
buyers this colorful, 248-page order-getting catalog—with his own im- 
print on the front cover. Distribution of this impressive catalog spotlights 
him as the “Number One” dealer in his community. 

The OFFICE GUIDE simplifies selling and increases dealer business by 
giving each salesman and his customers a single, compact source for 
complete information about any of our 5,000 items. Pictures, prices, de- 
scriptions and dimensions are all on the same page. 


Right now we are adding dealers. In some cities we are willing to make 
a change or broaden our outlets. If you want to increase your profits 
this proven way, write today. 


GHAW-WALKER wistzoss. ween 


LARGEST EXCLUSIVE MAKERS OF OFFICE FURNITURE AND FILING EQUIPMENT IN THE WORLD 
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Yarns have been treated 





and Fabric constrytted to assure 


maximum wearing ualities 





Upholstered 
Fabrics 
“Resistant to 
Wearing 
and 
Fuzzing 









Dupont 
Nylon 
Pile 
Cotton & Rayon 
Back 





Best Selling 
Colors 
and 


Wide Range 
of 


Patterns 





bee aioe FURNITURE © PUBLIC SEATING 
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S Btieverooms and Sales Offices: 


“470 4TH AVE., NEW YORK CITY 
240 AMERICAN FURNITURE MART, CHICAGO 
: : FURNITURE EXPOSITION BUILDING, HIGH POINT 
sts ia = #19 SANTEE ST., Los ANGELES 
Bate ba Ke Sie A i 


PHILLIPS-DAVIS, INC. 


Selling Agents 
HIGH POINT, NORTH CAROLINA 
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Pencil Week 


Continued from Page 90 


the pencil manufacturers association, after 


dent ot 
Brown disclosed 


judges had determined who won, Mr. 
that, besides the trip to Spain, his store had achieved 
substantial new business during Pencil Week 

‘We were happy,” he said, a check for 
$3,500 to the Blaisdell Pencil Co. to pay for the addi- 
tional pencils we sold during our Pencil Week promo- 
he reported, although his 


‘to send 


tion.’ The job was not easy, 


wife, Marilyn, 
“stimulating, exciting and just plain fun.” 


410 man hours went into the promotion, 


event was 
A total of 
they said. 

Pencil Week proved to be 
of ee we have employed since starting our 
business,” Larry and Marilyn Brown concluded. 

As a traffic builder, Pencil Week proved an un- 
paralleled success for the Salt Lake City store. Nine out 
of 10 people who came into the store to get a free 
pencil offered in the promotion “had never been in 
Mrs. Brown said. 


the most effective means 


our place before,”’ 


Promotion Proves Varied 

Pencil Week at Skyline was keyed to a three-section 
display in the principal street windows. Utilizing ideas 
suggested in the 1960 Pencil Week kit, and adding 
ideas of their own, the Browns and their store manager 
and staff developed a promotion that included: 

An in-store display of colored pencils and colored 
telephones, adapted to the theme that “pencils and 
telephones belong together.’ 

Counter displays built around Pencil Weel 
photographs and pennants, showing pencils in various 


x p osters, 


containers and imaginative caddies. 
Framed cards to which were 
every variety of pencil in the Skyline inventory. 
A special display of a penciled diary, written 100 


attached one each of 


years ago by Pony Express rider, obtained for Pencil 
Week from the archives of a Salt Lake City historical 
society 


Merchandise prizes to winners of a special contest 


involving distribution of free pencils to entrants. 


Art Competition Included 


An art competition, with invitations to enter going to 
600 accounts, plus schools and organizations, and with 


week-end trip to a resort ranch 


winners receiving a 
in Elko, Nevada. 

Radio and television spots, newspaper advertising and 
stories about pencils in the press throughout the state. 

Donations of colored pencil sets to a local children’s 
hospital 

Free pencils to 250 waitresses in three Salt Lake City 
restaurants serving 120,000 people during Pencil Week. 
Waitresses wore lapel cards saluting Pencil Week and 
indirectly promoting Skyline’s participation in it. 

Free pencils to service station attendants who thus 
became good will ambassadors for the store and the 
Pencil Week promotion. 

Pencil Week poster displays around the city arranged 
by Mr. and Mrs. Brown in personal negatiations with 


merchants. 
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Now, thanks to the all new 
9% simpler, magazine-loading 
iLCO dictating/transcribing 


influential publications! 
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Norelco Dictating Machines 


service Call 


electron tube! 


In the outstand- 
ing new NORELCO, 
design-simplicity 
means less complicated circuitry — 
less opportunity for breakdowns; 
almost no service calls. No wonder 
NORELCO owners are your best cus- 
tomers...and your best salesmen! 





orelco’ 





Now, check these other features: 


Exclusive jam-proof magazine-loading 
Only five simple controls for all functions 
Compact portability (Just 8 Ibs.) 


Instantly re-usable permanent magnetic tape 


% 

a 
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= Clearer voice reproduction 
ca 
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Smart, decorator styling 









Columbia School 


Continued from Page 92 





Miss ETHEL KAE WATSON, SPS Columbia-Hallowell 
Division, New York City, N.Y. 


Monday morning the girls were driven to the new 











Columbia showroom for the first of numerous sessions 
bearing the overall theme “Profit Through Product 
Knowledge.’ Tours of the plant to watch first hand the 
forming, assembling and finishing of the furniture, view- 
ing the Columbia film "A Whole New World”, and par- 
ticipation in three lengthy and thorough classroom dis- 
cussions on files and desks filled the first busy and in- 
formative day 

Off to an early start the second day, the girls took part 


in more discussions on Columbia desks with special N E WwW 


emphasis on the design-conscious Meridian and Nine-To- 4 
Five lines. Then off to tour the chair manufacturing area. security copy holder 
Further discussion sessions on sales and advertising poli- 

} : oe Made of 20 gauge cold 
cies rounded out a full second day — topped by a “‘grad- salted tena 06 Grae etteediies 


uation” ceremony complete with diploma bearing a colors. 9%" high, 7%” wide, 
| 5" deep. Shipped knocked 


’ : : . down but can be set up in 
With the days given completely to intensive work = ton a 


group picture of the comely class. 





sessions, the evening social activities provided a relaxing 
: ta {ae . ‘ Write for Full Information 

hange of pace. Sunday night's informal reception was 

followed Monday night by a social hour at Sales Man- The Weis Manufacturing Co., Dept. A 

iger Puckett’s home and dinner in storied Bucks County | Monroe, Michigan 

at The River's Edge. Dinner Tuesday night for those | 

staying Over to make travel connections was at the 


funtingdon Valley Country Club. 


Office Filing Equipment - Filing Supplies 








Helicopter Flights Included 


Other highlights of the two days were a five-mile 
helicopter flight from the Columbia plant to the SPS 
Jenkintown plant where the chairs are made (a flight 
taken by every gal, incidentally), and the Tuesday lunch- 
on at a local restaurant which featured a fashion show. 

Columbia personnel who took an active part in the 
training school included General Manager JACK Em- 
HARDT and Sales Manager FRANK PUCKETT, in addition 
o other managerial personnel in production, engineer- 
ing, sales and advertising. Their only regret was that four 
girls originally scheduled to attend were forced to cancel 
due to last minute illness or press of business on the 


#6000 Executive Desk 
home scene 


Puckett’s explanation as to why Columbia conducts © Walnut Finish Only 


training schools for girls (one previously was held sev- ® Genuine Walnut Panels 


ral years ago) is that increasing emphasis on design and ® Suspension file drawer 


broad use of bright color in today’s office equipment * High Pressure Laminated 
and office decoration is drawing women to the field Plastic Top 


Columbia which offers the widest selection of colors 


© Adjustable, tapered legs. 
hed women entering this work. LIST PRICE $159.90 


In Puckett’s words, ““Women, design and color go to Manufacturing one line to include: 
ether naturally. Most of > wome it j é 
gether y- fost of the women with Columbia Oveshanaing Quamstive Betts 
dealerships are doing very good work, and we want to Conventional Executive desk (see above) 
encourage them as much as possible from our end of the Compartment typewriter desk, 
business by providing them a good basic background in Single Pedestal sales and small office desk, 


Columbia products.” Write today 


n the industry has long been a proponent of quali- 


Judging the results of this latest All-Girl Training 


School especially the interest and enthusiasm of this McLEOD FURNITURE CO. 


group of 11 the future of women in the office furni- 
1417 WN. Austin Bivd. * Chicago 51, Il. 








industry looks bright indeed. 
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Your company is judged by the office you keep... 





This Cole office is designed for a busy executive 
. +. one who insists on the prestige of fine furni- 
ture combined with efficiency. Notice the marked 
individuality of the colorful, two-tone executive 
desk, the chairs contoured to fit your body. Note 
how the credenza and table blend with the decor 
of the office. Here, indeed, is an atmosphere of 
personal comfort and good taste that immediately 


COLE STEEL 


NEW YORK CITY * CHICAGO «+ PHILADELPHIA e LOS ANGELES 





puts clients at ease while providing an inspiring 
setting in which to work. This is but one example 
of how Cole will enrich your office with furniture 
of distinctive styling and lasting beauty. See for 
yourself why Cole is so far ahead in the office 
equipment field. Send for our FREE color catalog 
... today! Cole Steel Equipment Company, Inc., 
Dept. 42, 415 Madison Ave., New York 17, N. Y. 


SAN FRANCISCO « HOUSTON ¢ ATLANTA ¢ TORONTO, CANADA 
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Orlando Firm Sponsors Noblot Contest 


George Stuart, president of George Stuart, Inc., Orlando, Fia., 
presents an Underwood portable typewriter to Mrs. Helen 
Mackey of Winter Park, Fla., winner of first prize in the Stuart 
firm's recent Eberhard Faber Noblot “count-the-pens” contest. 
Contestants were invited to guess the number of pens in a dis- 
play, either mailing in the blanks or depositing them in the 
store. Second prize, a $25.00 savings bond, was won by Mrs. 
Paul Harrison of Winter Park, Fla., third prize of $7.50 to J. 
Carlton of Orlando and fourth prize of $5.00 by Major E. A. 











Sway, also of Orlando 
General Index Holds Open House Cormac Elevates Corporate Officers 
More than 200 attended the open house on May 7 In a major realignment of executive responsibilities, 
the new modern building of the General Index the boards of directors of Cormac Photocopy Corp. and 
Manufacturing Co. at 1515 Cherry Hill Road in Balti- Cormac Chemical Corp. voted to promote executive of- 
A Md. Representatives from leading stationery ficers. This created a new post for the two organizations, 
A pply hor listributors in the Middle Atlantic States chairman of the board. 
witnessed the plant in full operation on that date ac- BoTHO LILIENTHAL, founder of both organizations 
ording to GORDON A. MERRITT, president of the firm and president from their inception, was moved up to 


board chairman for the two firms and is also known as 
the chief executive officer. 

MARTIN WORTMANN, JR., formerly executive vice- 
president for both companies, moves into the presidency 
for the two firms. GrorGe D. WECHLSER assumes the 
post of executive vice-president, is elected as a director 
and remains treasurer of both firms. 

JoHN W. HERz becomes secretary of both firms. 


Organize New Firm in Toledo 


Active Business Machines, 3366 Monroe St., Toledo, 
Ohio, has just been organized by two veterans in the 
industry, JACK Orr and JOHN Hayes. They have 











8 opened a sales and service business, handling type- 
le 
‘e 
yY" Visirors viewing plant operation during recent open house at 
e General Index Manufacturing Co., Baltimore 
0 The General Index Manufacturing Co. hailed a new 
y nditioned building with 10,000 square 
= feet of floor space housing offices, plant area, railroad 
Y. ling and truck loading facilities. All operations at y. 
location enables the manufacturer to efficiently * ! 
tomers Jack Ott John Hayes 
— writers, adding machines, calculating machines, and 
| Bigelow Promoted by Chair Firm cash registers i the outlying inhurnide tial com- 
) ROBERT L. BIGELOW, formerly manager of the Globe- mercial district of Toledo. 
. Verni Chair Co. since 1957, has been promoted to Mr. Ott has been in the office machine business for 
1 manager of the firm. HOMER J 16 years, and for 10 years was a partner in Toledo 
' McGara, formerly vice-president of Sheridan Manu- Business Machines. Mr. Hayes was with Monroe 
4 facturing Co., has been elected president of that firm Calculating Machine Co. in Philadelphia and Cleveland 
Both companies are subsidiaries of Globe-Wernicke for 17 years, and for the last eight years operated his 
\DA Industries own business in Toledo. 
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Springfield Plant of Royal McBee Named One of Top 10 


The Springfield, Mo., plant of 
Royal McBee Corp. has been named 
one of the Top Ten Plants built in 
1959. The plant was picked from 
over 500 nationwide entries by Fac- 
tory, a. McGraw-Hill publication, in 
its 26th annual “Top Plants” com- 
petition. 

The award-winning Royal McBee 
plant is a 300,000 square foot facil- 
ity, which was occupied in August, 
1959. It is the largest plant in the 
world devoted entirely to the produc- 
tion of portable typewriters. 

The citation for Royal McBee by 
Factory reads: “The look of Royal 
McBee's new portable typewriter 
plant mirrors its colorful, sophisti- 
cated consumer product. Outside, the 
plant is low-slung, clean and simple. 
Inside, it’s smooth working, intricate, 
yet easy to maintain. Miles of clever 
conveyors seek out the proper destina- 
tion for the parts they transport.” 

In making the announcement the 
magazine forecast that, on the basis 
of 1959 experience, industrial plants 
built during the 1960's will be erected 











faster and safer, be more mechanized, 
and they will be less likely to be lo- 
cated in the suburbs. It was also re- 
ported that the move toward automa- 
tion has not slowed down, and that 
new plants include more specially de- 
signed equipment for mass produc- 
tion than ever before. 

Selection of the plants was based 
on adaptability to changes in produc- 
tion methods and processes; provi- 
sions for growth and expansion; plant 
electrical services; services other than 
electrical; employee 
services; maintenance, and appearance 
of buildings and grounds. 

In addition to Royal McBee, awards 
were also made to the plants of 


facilities and 


RUSBER MAID in 





Brunswick-Balke-Collender Co., Mus- 
kegon, Mich.; Chrysler Corp., Fenton, 
Mo.; Flock-Reedy Corp., Bensenville, 


Ill.; G. V. Controls, Inc., Livingston, 


N.J.; Ideal Cement Company, Tijeras, 
N.M.; Kennecott Refining Corp., 
Anne Arundel County, Md.; Screw 
and Bolt Corp. of America, Mt. 
Pleasant, Pa.; Springday Co., a divi- 
sion of Dayco Corp., Springfield, 
Mo., and Western Electric Co., Inc., 
Columbus, Ohio 

Neither size of the plant nor num- 
ber of employees was a factor. Fac- 
tories considered in the competition 
must have been all new, and must 
have been completed between Jan. 1, 
1959 and Dec. 31, 1959. 


new streamlined 
Rubbermaid 
Desk Trays 


now available in two sizes—Legal and Letter 





e Units stack to save desk space 

¢ Open front keeps papers accessible 

e Grooved base—makes it easy to grasp papers 
e Back-sloping design holds papers in place 

e Rubber feet on base protect desk tops 

e Unbreakable, snag-proof, wipe clean 





Single Tray with 4 Risers. Available in 
Grey, Beige, Mist Green. Letter Size: 
$2.00 list. Legal Size: $2.60 list. 


Kidbermuids 


means better made 


OMMERCIAL DIVISION + Wo TER HIO « aSViL NTARIO 
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NEV -Ce DEALERS 
BURROUGHS CHECKWRITERS 
































Series T-200 (9 models) Series 70 (8 models) 
COMPLETE SELECTION, COMPLETE PROTECTION IN 17 MONEY-MAKING MODELS! 
F Burroughs’ Todd Company Division, 60-year check-protection leader, comes another big 
idition to the Burroughs dealer line. Now, whatever your customer demands in the way of a 
kwriter, you can supply it—from the solid efficiency of the series 7O available for voucher 
type or regular checks, to the maximum control, protection, and economy of the series T-200. 
FOR EXAMPLE, THE T-254 MODEL WILL DATE, AMOUNT AND SIGN IN ONE OPERATION. 
And every one is Burroughs quality throughout, warranted to cover customer operation losses. 
he details on these new additions to the Burroughs dealer line today. Learn how they'll equal 
orformance of their sales-spurring contemporaries, Burroughs adding machines and cash 
1 & V carbons and ribbons. Your Burroughs Dealer Representative can give you all the 
Or write Dealer Sales Department, Burroughs Corporation, Detroit 32, Michigan. _— Burrougns—tm 


The Sign of 
an Outstanding 
Dealer 


Burroughs Corporation 





See us at the NOMDA Convention, Coronado, California, July 10-13, Booths 17 and 18 
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Sales Engineering Seminar Held for Dealers 


The second in a series of photo- 
copying workshop-seminars for Amp- 
to, Inc. dealers was held May 5 and 6 
at the company’s offices and plant in 
Newton, N.J. Nineteen dealers and 
manufacturers, representing eleven 
states and Canada, attended. 

Included in the two-day course was 
a complete demonstration of the 
Ampto line of photocopy materials 
The dealers were also given refresh- 
er courses in demonstrating, using and 
repairing Ampto photocopiers and 
processors. Other subjects included 
selling techniques, uses for the Ampto 
transfer papers and films, copying 


proc esses 


Ampto, Inc. is a wholly-owned sub 
sidiary of Anken Chemical & Filn 
( orp 

Ampto dealers attending were 






automation 
comes to office 
dictation! 


New, talk-triggered 


UHER 


Universal 


Dictation — Transcribing 
Tape Recorder 


A must for the busy executive. With optional AKUSTOMAT . . . it’s talk-triggered! 
Starts and stops at the sound of your voice—there’s no waste of tape. Just 
place the microphone on your desk and the Uher Universal will do the rest. It 
takes dictation, picks up conferences, brain-storming sessions, anywhere within 
fifty feet, even picks up telephone conversations . . . and the quality of sound 
reproduction is outstanding. It’s economical too—at 15/16 ips, it provides 8 hours 
of recording on a single 5” reel—eliminates constant, time-consuming changes. 


Now, hand operate the microphone. All the controls are at your fingertips: Flick 
it stops, click it starts, rewinds, pauses . . . and the eraser is right in the microphone. 
With optional slide projector synchronization, the Uher Universal is an invaluable 
tool for sales meetings, demonstrations, etc. This versatile performer doubles in 
brass as a high fidelity tape recorder—provides magnificent reproduction at all 
3 speeds—15/16, 1%, 3% ips. 

The Universal has REMOTE TRANSCRIPTION CONTROL. It tailors your dictation to 
your secretary's typing speed .. . stops. . . starts . . . repeats, all or any part 
. .. at the flick of a switch. You have your choice of Dynamic and Crystal 
Earphones, Stethoclips. It’s portable—weighs only 17 Ibs. Works on any power 
supply. With optional invertor, it works in autos, yachts, planes etc. Complete 


with Remote Control Microphone, Carrying Case, Reel, Dust Cover. 
$299.95 plus Fed. Exc. Tax 


For more information and a colorful brochure, write: 
WARREN WEISS ASSOCIATES, 346 West 44th Street, New York, New York 


problems and corrections, and a dis- 
cussion of competitive machines and 











(Front row, I-r) — Paul Scuderi 
(Copy-More, Bronx, N. Y.), C. H. 
Spencer (Microsurance, Philadelphia, 
Pa.), T. F. Morro (Matas, Paterson, 
N. J.), Richard Clayton (Young's, 
Spring Lake, N.J.), Ernie Lowthorp 
(Lowthorp Office Specialties, Stone 
Mountain, Ga.), A. J. Grossman 
(Newell B. Newton Co., Toledo, 
Ohio), Allen Smith (Aims, Ltd., 
Brooklyn, N.Y.) F. J. Marlowe (Tri- 
angle Business Machines, Montreal), 
Spencer Hayes and W. I. McKendree 
(W. I. McKendree Co., Norfolk, 
Va.), Stanley Nemo (Aims, Ltd, 
Brooklyn, N. Y.), and Chris Corry 
(Industrial Photo Products, New 
York City. 

(Second row, I-r) Jack Thomas 
(A. B. Dick, Chicago), Walter Beal 
(Beal’s Photocopy, Nashville, Tenn.), 
C. K. Coddington (Ozalid, Johnson 
City, N. Y.), Jim Simmons (Arco 
Products, Columbus, Ohio), A. F. 
Works (Al-An’s, Barre, Vt.), R. 
Wade (Norman Wade Co., Toronto), 
and Johan Chr. Boelig (F. G. Lud- 
wig, Inc., Old Saybrook, Conn.) 


New NOMA Chapter 
President Named 


PAuL J. Speck, Pittsburgh branch 
manager for Codo Mfg. Co., was 
elected president of the National Of- 
fice Management 
Association of 
Pittsburgh 

Speck joined 
Codo in 1943 
and moved to the 
Pittsburgh sales 





department in 
his appointment pau jf. Speck 
as that department's branch manager. 
Besides his membership in NOMA, 
Speck is equally active in the other as- 
sociations pertinent to his profession. 
Among other things, he is a director 
and program chairman for the Na- 
tional Machine Accountants Associa- 
tion and a board member of the Of- 
fice Equipment Sales Managers Asso- 
ciation, 
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Underarm Envelope Attaché Case NAME OF DEALER 


co? 


are you using these two high-powered 


aD «>» | PP salesmen? 


eetsens te aaree 44 
LEATHER -- casi wT OpPrem 
. 





boost your 


business 
case sales 


50% 


cataoe wo be 


DISPLAY RACK shows complete Dopp DOPP LEATHER GOODS CATALOG — at 
line in smallest possible floor space! your service — on counter or sales calls! 


Measuring only 41144” wide x 63” high x 12” Be sure and take advantage of this powerful 
deep, this fast liquidating Dopp display has selling medium that pictures and describes 


made sales history among our dealers, in- Dopp’s quality line of briefcases and other 


creasing leather goods business as much as leather goods to meet every selling need. Place 

50 in many stores! It can do the same for it conveniently on your counter—use it as a 

you! Investigate this potent selling aid through supplementary stock to help your customers 

your Dopp representative—display it prom- find exactly what they want. Carry it on sales 

inently for higher profits—faster turnover calls—for extra orders every time—try it and see! 
Salesman’s Case 


Zippered Portfolio cat. no. 366 Ring Binder 
cat. no. 371 cat. no. 696 


en 


Shown here, only a cross-section of Dopp’s 
outstanding collection of nationally advertised 
business cases for executives, salesmen, professional 


men and students. 
MAIL COUPON TODAY FOR DOPP’S CATALOG #30 


Charles Doppelt & Company 
2024 South Wabash Ave., Chicago 16, Ill. 


Gentlemen: Please send me a free copy of 
Dopp Leather Goods Catalog No. 30. 





71L cot. no. 236D 





ADDRESS. 


Charlies Doppelt & Co., Inc., 2024 $. Wabash Ave., Chicago 16, Ill. 
Showrooms: New York — 389 Fifth Ave « Los Angeles —712 Olive St. CITY ZONE___STATE______ 
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Don’t break your back 
digging up buried information! 


LOCATE YOUR RECORDS EASILY—No more fussing 
and fuming. With Pronto files your records are 
as active as your regular files. 


BEAUTIFUL APPEARANCE—Finish in attractive | 























olive green to match your regular office files. Ps 
STURDY CONSTRUCTION—Built of 275 |b. tested = | 
corrugated fibre board...reinforced with steel | 
on the shell and the four corners of the drawers 
as well. < 
SAVE FLOOR SPACE—Prontos are constructed to | 
interlock into solid units and stack as high as © 
the ceiling. 
STORAGE FILES Ry 





Legal Size $4.70 


' 


Letter Size $3.90 


Prices slightly higher 
in Texas, Colorado, 
West of the Rockies and 
outside the U.S.A. 


PRONTO FILE CORPORATION 
415 MADISON AVENUE,,NEW YORK 17, N. Y. 


Check Size $2.65 
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Men on the Move 


New sales representative for 
Quality Park’s southeastern division 
is RoBertT L. AULD, 1763 Way- 
land Circle, Atlanta 19, Ga. The 
appointment was announced by 
JOHN N. CHRISTIANSON,  vice- 
president and sales manager of 
Quality Park Envelope Co. The 
southeastern territory served by 
Quality Park's Atlanta factory and 
warehouse includes Tennessee, North and South Caro 
lina, Florida, Georgia, Alabama and Mississippi 

With complete manufacturing and printing facilities 
in the Atlanta Plant, Mr. Auld will work closely with 
dealers in the territory on inventory maintenance and 





R. L. Auld 


sales promotions. He will headquarter at Quality Park's 
Atlanta office and factory at 650 Murphy Ave. S.W., 
Building E-12, Atlanta. He comes to Quality Park with 
more than 14 years experience in the stationery industry 
and will reside in Atlanta. 


Oxford Filing Supply Co., Inc. 
announces the appointment of 
WiLtiAM A. Ross as field repre- 
sentative in the New England area 
effective May 1. He replaces Ros- 
ERT JACOB who has resigned from 





Oxford to form his own business. 

For the past seven years, Bill 
Ross has been the Oxford repre- 
sentative in New York State where 
he was responsible for several hundred important filing 





<a, 


W. A. Ross 


systems installations and earned a reputation for out- 
standing dealer service. He also spent two years at Ox- 
ford’s Garden City plant doing product research and 
consumer work 


Byrp T. MILLER has been appointed to the newly- 
created post of national field sales manager of Charles 
Doppelt & Co., Inc., Chicago leather goods manufac- 
turer. He was formerly northeast district sales manager 
of Schick, Inc 

According to an announcement by M. J. BRENNER, 
Doppelt President, Mr. Miller will be responsible for 
supervising the company’s entire national sales force. 
The post was created due to increasing sales and com- 
pany expansion, the announcement continued 


NATE & GEORGIE STRAUSS of 16727 Van Aken 
Blvd., Shaker Heights 20, Ohio, have been appointed 
sales representatives for Stebco products of Stein Broth- 
ers Mfg. Co. The representation is for the states of 
Ohio, Michigan and West Virginia. Other lines repre- 
sented are the Artistic desk pads, Luxco and Modern 
Steelcraft. 


Regna Cash Registers, Inc., announces the appoint- 
ment of JOHN L. JACKSON as district manager for 
Regna cash registers and adding machines and Joeli safes 
for the states of Alabama, Florida and Georgia 

Mr. Jackson has been associated with the office ma- 
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Royal announces a brand new sales policy specifically designed to bring 
solid-profit stability to the portable typewriter industry: 


Royal ups the profit and protects the 
profit on the Royal Futura Portable! 





This new policy: 
1. Establishes a new lower cost-price for the Royal Futura Portable. 
This new cost-price will mean more profit to you. 


2. Establishes a new saving on Futuras ordered and shipped from the factory. 


[hese points mean more profit—stabilized, pro- advertising campaign—a whopping-big 2-page, 
tected profit—on each Futura you sell. And this 4-color spread in LIFE.) 

whole new policy makes even more sense when rhis new sales policy is a lasting, dependable, 
you consider these facts: the Futura is the finest profit opportunity for you. Your Royal Portable 
portable ever made by Royal... it is the most District Representative will be able to answer 
wanted—and the best selling—portable in the any questions you may have on it. It will be 
business ...it is the best promoted portable in worth your while to get in touch with him in the 
the business. (You'll soon see the start of its new “good old summertime.” 











The Royal Futura® Portable—fast-selling foundation of the Portable Typewriter Industry. A product of Royal McBee Corp. 
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NOW Pocket BIG Profits on this 
29 Ball PenThat=; 
rote Steadily 





Tv 








‘ 

(32,222 FEET) [ ry 

.-without smudging! without smearing! ; 3 | 
without blotting or clogging! . 
? 


Fast-selling Sensation of the Industry! f 
General’s New SEMI-HEX BALL PEN — the @ 
money-saving 29¢ Pen that outwrites, out- 2 
performs most $2 ball pens on the market! @ 
Tests conducted by The New York Testing | @% 
Laboratories prove that GENERAL’s New | ® 
SEMI-HEX BALL PEN writes smoother, | * 
longer, brighter than pens costing 10 times | @ 
the price! > 
© Backed by Giant Saturation Advertising > & 
Aimed at Selling The Big Quantity Buyer! -@ 
@ Self-Selling Counter Displays! y 
© Biggest quantity discounts immediately g 
upon receipt of your FIRST order! a 
x 
& 
2 


HOTTEST RE-ORDER ITEM IN YEARS! 


SEMI-HEX feels light, slim, comfortable 2 
—like a pencil—yet writes with the steady, z 


OES I MTNA RANI 2 


brilliant, fine, even line of the most expen- 
sive pens. The secret is a precision-engi- 
neered ball that lets ink flow smoothly, 4 
evenly—without blotting, smearing, clog- | # 
ging, leaking! And — it’s available with < 
an eraser—at no extra cost! < 
2 
@ 
8 
« 
a 
a 



















Comes complete with replaceable, long- 
lasting cartridges of quick-drying, bank- 
ers approved ink in your choice of 4 
vivid, non-smear, non-transferable col- 
ors: Red, Green, Blue, Reproducing 
Black. 

Superthin points available for Secre- 
taries, Bookkeepers, Accountants! Ink 
approved for legal writing! 









SPECIAL LIMITED TIME OFFER 
If you will send us a list of your customers, we will be happy 
to send them FREE General seMiI-HEX BALL PENS in your 
name! Once they use the SEMI-HEX PENS and see how they 
rform—ORDERS AND RE-ORDERS WILL SNOW YOU 
NDER! Act now—send your list—this offer is limited! 
STOCK UP NOW—and send today for General’s new Catalog 
Sas _ full line of fine quality products for office, school 
and st 


PENCIL COMPANY 


69 FLEET STREET JERSEY CITY 6G, N. J. 
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Men on the Move 


chine industry for more than 30 years and is particularly 
familiar with the retail marketing of cash registers and 


adding machines 


RUSSELL E. Bates has been ap- 
Midwest regional sales 
Milo Harding Co 
Tempo dealers and 


pointed 
manager by the 
He will 


train their salesmen in demonstrat 


assist 


ing and selling Tempo stencils, 
inks, and Tempo Geha stencil du- 


Minnesota, 





plicators throughout 
Iowa, Illinois, Wisconsin, Kansas, 
Nebraska, Missouri and North and m. &. 
South Dakoata 

‘Eight years in selling stencil duplicators and 
Midwest office equipment dealer, gives 
and knowledge to help 
asserts JAMES M. HArb- 


Bates 


7. 
SU} 


plies for a large 
Mr. Bates valuable experience 
Tempo dealer organizations 
ING, president of the firm. 


Mr. Bates resides in Madison, Wis 


Minne 
apolis, has Manu- 
facturing Co. as sales manager, it 


by Froyp W 


GORDON ( WALKER, 
joined Currier 


was announced 
JOHNSON, president 
Mr. Walker has 


sales and sales manage- 


of Currier. 


spent many 


years in 
ment work at Canada Dry, Johnson 
& Johnson and The Gold Band 
Most of this time was 
chandising and promotion 





Stamp Co C. Walker 
sales at the 


spent in mer 


retail level 


At Currier, Mr. Walker will direct the 
Curmanco line of steel office specialties anc 
research and development of new products, for the Cur 
is well as for other Currier lines 


sales or the 


1 will head up 
manco line ; 


The Paper Mate Co., has an 
nounced _ the appointment of 
GEORGE MOORE as eastern region 
sales manager, effective June | 

Moore joined the ballpen com 
March of 1956 and has 


pany in 
manager of the 


served as sales 
food and advertising spe- 


Prior to this time, 





military, 
cialty divisions 
Moore held sales and sales man- 
agement positions with the Gillette Safety Razor Co. 
He will be headquartered in Paper Mate’s eastern 
at 7515 Empire State Building, New 
HARTMAN who 


George Moore 


regional office 
York City. Moore replaces ROBERT 


will assume duties as executive assistant to the general 


sales manager 
sales representative for Ennis Business 
has recently been 


Texas area, 


Jack Curt 
Forms, Inc., for 
appointed to serve customers in the south 


the past five years, 
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“STEP-UP 


TURNOVER 
with this 


1495 


os ELECTRIC 
= THOMAS COLLATOR!” 


Appealing price only one of its strong selling points for you! 


There’s at least $54.00 profit every time one of your 
customers says “Yes!” to a new Thomas Gatherette 
Collator. And, with the portable electric Gatherette, 
the selling comes easy. 





SELL THE SAVINGS! 


Aside from its attractive price, there are sales fea- 
tures galore. First: time savings. With the Gather- 
ette one girl assembles duplicated sheets into sets 
where before it took three. No time waste, no 
drudge! 


SELL THE VERSATILITY! 


Effortlessly, the Gatherette handles standard 8%” 
x 11” sheets of bond and mimeo paper, as well as 
certain types of tissue, onionskin and carbon. 


SELL THE CONVENIENCE! 


Now, all collating can be done at the flip of a switch 
while any secretary or clerk is seated comfortably 
at her desk. And when she’s finished, the light- 
weight and compact Gatlierette is no trouble to put 
away. 


So, why not consider handling the brand known as 
the leader in the field . . . the brand backed by con- 
tinuous national advertising and publicity in over 
100 magazines reaching your customers. Clip out 
and mail the coupon right now — it’s the first step 
to new profit for you! 


THOMAS COLLATORS Ince. 


® (Prices F.0.B. Springfield, N. J. — Slightly higher Denver and West) 


| pemicnee ae MAIL TODAY FOR QUICK SERVICE! --~-----"-~ 
| THOMAS COLLATORS INC. © Dept. C . © 100 Church Street, New York 7, N.Y. 
Yes, I'm interested . . . 
__— Send me more information. 
__—Send me a demonstrator and invoice me for $95.50. 
Send me three units and invoice me at $90.00 each. 














Se 


Name 
(PLEASE PRINT) 
Company 
Address 
City Zone. State 





( 
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LOOKING 
a FOR THE 
BEST? eee 


+e \ You'll find... 

¢ °) “THE 

/ CROWN LINE” 
OF DATERS 
CLINCHES THE 
EXTRA SALES! 
guaranteed to 
outlast any 
competitively 

priced stamps 

on the market. 


xe 
















7}, 
Send for 


information 
on our 

complete line 
today! 










R. A. STEWART AND COMPANY, INC. 
New York 7, New York 


80 Duane Street 





Variety of Sizes and Styles. 


Noesting considers QUALITY 


is of tirst importance. 


TING PIN TICKET CO. INC. 
36th Street, New York, N. Y. 
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Men on the Move 


ned 


HuBERT MarclA, vice-president and general sales man- 
ager for Ennis, announced. 

Curl, who previously served the north and west Texas 
areas for Ennis Business Forms, will make his new head- 
quarters in Victoria, Tex. “He will take a growing in- 
terest in his new territory and will serve his customers 
from a wealth of experience in the printing and busi 
ness forms field,’’ Marcia stated 


ErRNest F. KELLER has been 
named southeastern dealer sales 
supervisor of Ditto, Inc. He will 
direct the sales of Ditto products 
by authorized dealers in Alabama, 
Georgia, Florida, Mississippi and 
South Carolina from his headquart- 
ers at 270 Pryor St., S.W., Atlanta. 


Mr. Keller joined Ditto as a 
and E. F. Keller 





sales representative in 1956 
compiled an outstanding sales record with the branch 


office in Houston, Texas. 


RALPH A. QUAGLIA has been 
appointed merchandising and prod- 
uct development manager of White 
& Wyckoff Manufacturing Co., it 
was announced by RALPH T. 
SOUBLY, general sales manager. 

The 43-year-old executive has 
an extensive background in mer 





chandising, packaging and prod 


R. A. Quaglia 


uct planning in the stationery and 
office supply field including 20 years with the Joseph 
Dixon Crucible ¢ orp. 


Promotion of Roy R. BRUCHMAN to sales manager 
for microfilm products for the duplicating products divi 
sion of Minnesota Mining and Manufacturing Co. has 
been announced 

Appointments in microfilm products sales announced 
by Bruchman include: 

Harry T. Cooper, formerly product manager for 
Filmsort Co., to be sales promotion supervisor, re- 
sponsible for sales re presentatiy e training 

HENRY E. PETERSEN, formerly of Filmsort Co., to 
be sales manager for special accounts 

GERALD G. HEITEL, formerly copying products sales 
supervisor in the New York downtown office of 
Thermo-Fax Sales, Inc., to be area sales representative 
for microfilm reader-printer products with headquarters 
in New York 

DANIEL P. O'NEILL, formerly a 3M Tape division 
salesman, to be western area sales supervisor for micro- 
film reader-printer products with his headquarters con- 
tinuing in Dallas 


Micropoint, Inc., has appointed TED HELMER to the 
post of regional sales manager for the three-state region 
of Illinois, Indiana and Wisconsin. Helmer joined the 
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Are you the type 
of dealer who can 
fit into the new 


Stenorette program? 


IF YOU ARE... there is, for you, in the DeJUR Stenorette Franchise, a territory with guaranteed 


profits. You will join an organization that has made Stenorette and its dealers the envy of the 
business equipment industry. 

You are qualified if you are a business equipment dealer, well financed, well staffed and well 
organized. Do you have the combination that fits DeJUR’s new-look marketing program? 


Look us up at the 

NOMDA Show, Booth 55-56, 
Coronado, July 10-13, 

or mail the coupon below. 


DeJUR-AMSCO Corporation 
Business Equipment Division 
293 Madison Avenue, 

New York 17, N. Y. 


Yes! I'd like to know more about how ! can start selling 
America’s most popular magnetic-tape dictating machine. 


Name 
Company 
Address 
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© FANFOLD LABELS © ADDRESSING LABELS ¢ INDEX STRIPS 6° AND 12° © LOOSE LEAF REINFORCEMENTS 


SAMPLES ON REQUEST 


THE WARSHAW MANUFACTURING CO., INC. 


ONE OF AMERICA'S LARGEST MANUFACTURERS OF 
FILE FOLDERS AND ALLIED PRODUCTS 


1 MAIN STREET : BROOKLYN 1, N.Y. 





Men on the Move 
ntinued 


firm in March of 1958 as sales representative in Illinois 
His assistant is CLAUDE PRICE, who joined the firm this 


year 


Westey L. WARNOCK, former 
ly Boston district sales manager 
has been appointed field sales man 
ager, according to L. T. Carr, 
general sales manager of the Busi 
ness Machines Division, Comp 
tometer Corp 

With nearly 25 years’ experience 
in selling Comptometer’s rapidly ex 
panding line of business machines, 
Warnock is well qualified to assume the important posi- 
tion of Field Sales Manager. In his new capacity, he 
will direct the efforts of its nationwide sales force from 





W. L. Warnock 


Comptometer’s new general offices and plant at 5600 
Jarvis Ave., Chicago. 

Replacing Warnock at the Boston sales office is HaR- 
RIS TUCKER, former district sales manager of the Prov 
idence, R. I., sales office. 


Sot SHULMAN has been ap- 
pointed executive vice-president of 
the Autopoint Company. This Chi 
cago manufacturer of desk and sta 
tionary equipment, mechanical pen- 





cils, business gifts, merchandising 
aids, ball-point pens, advertising 





Mh, 


Sol Shulman 


specialties and premiums is a divi- 
sion of Cory Corporation. 

As executive vice-president, Shul- 
man will work directly with Autopoint President JULEs 
W. LEDERER. In his new capacity, he will handle admin- 
istrative planning, new product development, marketing, 
promotion and advertising. 

Previously, Shulman was general sales manager for 
the retail department of the Autopoint Company. Prior 
to joining Autopoint, he was general sales manager for 
Jules Montenier, Inc., manufacturer of Stopette deodor 


ants, and Helene Curtis. 


Mosler Leases New NYC Headquarters 


The Mosler Safe Co. has signed a 21-year lease tor 
the entire 18th floor and part of two other floors in 
cluding a main floor showroom in the new Interna 
tional Telephone and Telegraph Bldg., 320 Park Ave., 
New York City, to serve as its international head- 
quarters. 

JOHN MOSLER, executive vice president, says the 
company plans to make the move from its present head 
quarters at 320 Fifth Ave. in January, 1961. Product 
diversification and sales growth has necessitated the 
move to’this modern 33-story building 

In addition to the 18th floor, and the main floor 
showroom, the company will occupy additional space to 
serve as its New York commercial branch office. In all, 
the company will have more than 23,000 square feet 
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r when you stock all four 


everyone is your custome 
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See them all at the NOMDA Convention, Booths 30, 31, 32, Coronado, California, July 10th to 13th 
For full information about the profits in a Remington Rand Adding Machine Dealership 
—Write E. L. Bakewell, Sales Manager, 315 Park Avenue South, New York 10, N. Y. 


Remington. Pland 
SUBTRACTING 
ADDING/iuinewine MACHINES 
DIVISION OF SPERRY RAND CORPORATION 
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Connecticut Valley Stationers Told Detroit Business Show Attracts 10,000 
About Needs of Selling Today > bs 
“People don’t buy things, they buy ideas. They don’t - 
buy products, they buy benefits,” the Connecticut Valley 
Stationers Association was told by RALPH T. SouLBy, 
general sales manager of the White & Wyckoff Manufac- 
turing Co., of Holyoke, Mass. a 
Mr. Soulby was the principal speaker at the associa- : 
tion's monthly meeting in Waterbury, Conn. 
Management gives too much thought to sales theories 
and not enough to practical selling, he declared. 
“What's needed in selling today is more thinking 
and planning and more work,” he said. ‘Your thinking 
department must create action and a plan. It is one thing 
to say we need more sales and so everybody must sell 
more, but there must be a plan to back up that resolve.” 
The simplest and least costly way of achieving this is 
through more planning and closer liaison with its sales- More than 10,000 Detroit area business and professional people 
men on the part of management. Offe ring a five-point paraded through the Sheraton-Cadillac Hotel viewing the 109 
program designed to do a better selling job, Mr. Soulby rc machine exhibits featured at the 1960 Detroit Business 
é Show held recently — the first of its kind to be featured in 
said management should: Detroit in more than 25 years. The Detroit Business Show ex- 
1. Provide its representatives with the benefits of its ecutive committee has already signed contracts with more than 
experience. 20 exhibitors for next year’s show at Cobo Hall 
2. Feed them more knowledge of the company’s prod- Strong follow-through both by management and its 
ucts, and especially their consumer uses. salesmen is of utmost importance, he added. 
3. Furnish them with the tools for more effective sell- It is essential that the salesman be backed up by every 
| ing presentations. member in the organization, Mr. Soulby stated. Each per- 
4. Assist them in developing basic selling principles. son coming in contact with a customer also is part of the 
5. Stimulate their desire to accomplish goals and ob- selling team, from the chairman of the board to the 
jectives. telephone operator. 
o & 
| office accessories No. 1500 When you sell the VALCO line you can 
. Nobility be sure there won't be complaints and 
of beautiful ees returns . . . or calls from irritated cus- 
- No. 408 tomers to “please come fix the darn 
spun aluminum F weeoneaes thing!” VALCO accessories are lifetime! 
They're built to last forever. 
_f 
<r 
No. 1900 4 a —y : 
WGR ahs } 
Bel Air Wall _— | | | | No 25 ; 
Garment Rack | | Torchier 2 
— —4 fr 
O/t igi : 
1___4 as 
i 4 | =| 
z 
AVAILABLE j 
AT NO COST 
No. $6-S Write today for the com- ; 
Regal Sand Urn plete folder that contains 
all specifications and price 
| data of the complete VALCO 
Line. It's designed to fit a 
| standard file and includes 
| seperate reproductions of 
| LIFETIME “™ 
! OFFICE ACCESSORIES 
VALCO COMPANY e 1311 ANN AVE. e ST. LOUIS 4, MO. 
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for the 


time 
in any economy model 
office pencil sharpener 


...at no increase 
in price 


3 years of field testing 

have proven it best by actual 
use in commercial and 

school installations 

Stream" styled in modern 
motif, Apsco’s ALL-NEW base 
offers greater unequalled 
overall strength 

A new economy model design 
featuring the new internal gear 
cast as an integral part of the base itself 





A new steel receptacle locking ring, staked in six 
spots to firmly lock the all-stee!l receptacle in place 


A new %” higher profile eliminates pinched fingers 


when the sharpener is desk-mounted 


A new, longer and wider foct with 4 mounting holes 
A heavy-duty, upright standard with center 


Zamak #5 casting 





Full gear surface of cutterhead pinion is envel 


by the integral gear teeth, allowing 
area and subsequently less gear wear. 





THE “PREMIER 
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THE “CHICAGO” 





APSCO PRODUCTS, INC. 


Mailing Address P.O. Box 840, Beverly Hills, California (20-7) 


NAME 


ADDRESS 


ciTy ZONE 





STATE 





















116 





Para-tipe — the type 
efolasleleliliolim iow 4] omebi kell 
acetate sheets. The 
most complete line of 
type faces and numbers 
on the market today. 
Available in caps, lower 
okt Mmolile Mal ilel-te sng 
versals also. 


Kol-Yo] MR ce] ail ele Samael ob 
tions, and other cost- 
saving hand set type 
needs. A new brochure 
displays styles and sizes 
available. Write for 
yours today. 





PARA-TONE INCORPORATED 


518 Burlington Ave., La Grange, I!!! 








Kevin F. O'Gara, correspondent 
Philadelphia Bourse, Philadelphia 6, Pa. 


For the following issues I will be sending in news 
about the third region. I am associated with Acco 
Products, Inc., traveling the mid-Atlantic states ex- 
clusively. May I strongly urge anyone with any business 
information in relation to our industry or to stationers 
operating within our region, to send this information 
to me and I will be most delighted to incorporate this 
information in succeeding articles. 


The Philadelphia Stationers Association has elected 
a complete new group of officers. They are 


President JACK H. PINKERTON, Hoskins Co., 
Philadelphia 

lst vice-president WILLIAM Binic, H. T. White 
Co., Philadelphia 

2nd_ vice-president AL SATMARY, Commercial 
Office Supply Co., Philadelphia 

3rd vice-president BRUCE CAMPBELL, Ace Fas 
tener Corp., Philadelphia 

Treasurer WILLIAM DIECKHAUS, Dieckhaus Sta 
tioners, Philadelphia 

Secretary JosEPH MACcK, Hoskins Co., Philadel 
phia 


Congratulations to you gentlemen ! 


Other news in the Philadelphia area 

CLAUDE KERSHNER, JR. has acquired control of 
Whitney's, 38 Garrett Road, Upper Darby, Pa. The 
company’s name has been changed from Whitney's 
to Kershner’s. Claude, well known in the industry, 
has previously been associated with Dieckhaus Station 
ers of Philadelphia for more than 11 years 


WILLIAM LEIFORD is now sales manager of Harry 
B. Levis, Inc., Philadelphia. Mr. Leiford was formerly 
associated with Paramount Stationers of Philadelphia 


National Stationers’ new location is now 731 Arch 
St., Philadelphia, Pa. It was 1028 Arch St. A tentative 
date for the grand opening was June 1. The display 
area at the new location has almost been tripled with 
total available square feet increasing from 11,000 to 
30,000 square feet. A revolutionary system of steel 
shelving from the floor to the ceiling has been in 
stalled. Catwalks make all shelves accessible without 
the use of ladders. Total weight of the steel installation 
is 1214 tons. Pegboards will cover most of the steel 


framework for display purposes. 


Located slightly south of Philadelphia, Spencer Sta 
tionery of Chester held a sales meeting for its con 
sumers at the Colonial Club. The meeting included 
dinner, a movie, and a talk by WiLtt1AM G. Drouin of 
the Southworth Company, Springfield, Mass. A movie 
was presented by the Bell Telephone Co. of Pennsy] 
vania and dealt with the subjects of selling by tele- 


phone and the etiquette therein involved 


[. BALIs has announced the complet n of the first 
phase of a two-phase expansion program of The Book 
Mart, Corner Sixth and Court Sts., Reading, Pa. The 
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INTRODUCING! 





H-O-N 


OFFICE EQUIPMENT 





A new series of conventional-type desks offering sup- 
erior design, construction and functional features 
normally associated with only higher-priced models. 








onvaire 


CONVENTIONAL DESK LINE 


Single pedestal in 3 top sizes 
60 x 30, 48 x 30, 42 x 30 ; ; ; ; ; ' : 
Again, with introduction of its Convaire conventional 


Ce desk line, H-O-N continues its policy of incorporating extra quality 
advantages that ensure you a strong sales presentation and lasting 
consumer satisfaction — and for only slightly more than other makes 


with primarily “price” appeal. 


Here is the big value you asked for in a conventional 


desk by H-O-N ... the same value which you will recognize as being 
apparent in H-O-N files, bookcases, card cabinets and other compan- 
ion products . . . value which you have sold so well. Write for liter- 





ature and prices. The H-O-N Co., Muscatine, lowa. 
Double pedestal, 60 x 30, with 
one typing, one letter pedesta 








CONVAIRE QUALITY FEATURES 


ee ae we Sound-deadened pedestals. 
extolite plastic or linoleum Memiaam tap vdging, with vayl insert. 


Aluminum legs, with adjustable glides. SPE Saiee ciation sites, 
Table with center drawer Full depth pedestal drawers, on quiet . ” an . _ " 
60 x 30, 48x30 nylon rollers. Complete locking with center drawer. 











Se 








first phase includes a new furniture store directly across 
the street with 7,500 square feet of display space for 
all types of office furniture. This display opened March 
15, 1960 

The second phase of this expansion program will 
be completed July 15. This includes a complete remod- 
ling of the entire store with an estimated increase of 
100% more display area. New lighting and new fix- 
tures are to be installed. 


SIGFRIDO PRroIA has announced that in the future he 
will be operating under the trade name of Wheaton 
Office Supply Company, with store and office at 2405 
Price Avenue, Wheaton, Pa. 


Again, I will welcome information from all of you 
for publication. Please drop me a card at the address 
given at top of this column. 


4th District Notes 


R. E. HILBURN, correspondent 
P.O. Box 2935, Greensboro, N.C. 


Hinkle’s Book Store, Winston 
Salem, N.C., is now well into its 
ar far ranging plans tor expansion 
with the recent purchase of a new 
warehouse at 534 N. Chestnut 
Street. Comprising 20,000 feet, the 
new job has its own rail siding, 
loading ramps and a parking lot 
that will handle 25 cars 





As merchandise formerly stored at the downtown 
location is moved into the new warehouse the firm 
is converting the space to sales area. Most recent addi- 
tion along this line is a beautiful, and very functional, 
new machines department downstairs. A new freight 
ind passenger elevator has just been installed which will 
ome in mighty handy when the new furniture display 
area on the third floor is completed. This one will in- 


clude new lighting, model offices and air conditioning. 


Still another big move coming up soon is the addi- 
tion of a new store in the Parkway Shopping Center 
construction. PETE HINKLE is vice-president 
and treasurer; TALMADGE HINKLE is vice-president and 
secretary and S. O. HINKLE, SR. is president. Mighty 
nice going boys—there’s nothing like spending money 


now under 


to make money 

Next time any of you go into The Book Store over 
in Waynesville, N.C 
prise. Mr. and Mrs. Opam, the owners, have just 


} 


, you are going to get a nice sur- 


nstalled a new tile floor, painted everything in sight 
ind brightened up the place considerably. Now they 
ire spic and span for the new season just coming 
up 

|. W. HAMMOND, owner of Capitol Office Supply 
Co. in Atlanta is now in the process of a complete 
remodeling and expansion of his store. FREN HI! 
lidn’t go into any of the details so we will just have to 
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THIS BOOKCASE 
1S BETTER IN 3 
IMPORTANT 
WAYS: 


1. APPEARANCE: 
Rounded top edge; off- 
set toe space; smooth 
one-piece top and back; 
excellent paint. 

2. FUNCTION: 

More usable space; 
easily adjustable shelves; 
doors move smoothly 
on nylon rollers. 


3. CONSTRUCTION: 
Strong spot welds; 
smooth ground & peened 
edges; nylon rollers in 
extrusion track. Sturdy 
all around. 


Two sizes — 30" and 
48" high. 

THE H-O-N CO. 
MUSCATINE, IOWA 








H-O-N 


OFFICE EQUIPMENT 


YOU CAN SELL H-O-N WITH CONFIDENCE 


Card and strip frames Book $13.95 


on wall bracket $29.15 Card cabinet $129.50 


onstration Cards $5.00 
. All you need for simple, ef- 
List value: $177.60 ective visible record demonstra- 
Your cost: $ 98.00 with pockets, frame with strips. 
List value: $177.60. Also, cata- 
this package to complete your filing services. Generous dis- 
count structure gives good margin; supplies are competitively 


. 
Get this new Shannovue offer! 
tion. Cabinet with cards, book 
log with price list; point-of-sale and advertising material. Get 
priced. Send coupon today. 





--haman) -4-O-N ("Gate -> 
| U.S.A. DISTRIBUTOR , 
I 
| H-O-N CO. SHANNOVUE DIVISION MUSCATINE, IOWA | 
1 CO) Yes, send me your $98 Shannovue starting package ! 
, CO Send me the complete Shannovue catalog 
; Your Name l 
| Address | 
| I 
UY oo Stele el 
119 








Roneo 750——the world’s most advanced duplicator. 
Built for long runs at speeds to 180 copies per min- 
ute. Will produce printing press quality text and 
halftones. Sell the duplicator that is easy to dem- 
onstrate—it’s fully automatic and absolutely clean. 


Write: “addo-x inc”, 300 Park Ave, New York 22, NY 


R°NE® 


Be Roneo 750 = 





let the boys come in and see for themselves, Jimmy 
Sounds very much like you are keeping pace with the 
town and believe me that is going some. Never saw a 


place grow so fast 


Understand Hartsville, $.C., has a new office supply 
firm skippered by CuiFF JONEs, formerly with Colum 
bia Office Supply but have none of the details. Get 
on some of them travelers calling on you, Cliff and 


make 'em send me the dope 


That beautiful new store that Landen Office Supply 
Sheffield, Ala., moved into last July took an awful 
beating last May 5 from a whoppin’ rain. The root 
sprung a leak and the stationery stock suffered sever« 
damage. Hope it was all covered with insurance, Floyd 


Talk about your impatient customers! W. L. Su! 
LIVAN, owner of Sullivan's, Brunswick, Ga., will give 
any of you dealers a race for the most impatient one on 
record. Fact is she was so impatient and in such a hurry 
to get in and buy something that she didn’t bother with 
getting out of the car—just drove it smack through the 
store front and parked in the aisle. Did she buy enough 
to cover that 5,000 buck damage, Sully ? 


Just learned that JACK MILLER, manager of S. P 
Richard's Charlotte, N.C., branch has left there and 
taken over the Wilson-Jones Florida territory, working 
out of Ft. Lauderdale where he will make his home 
Just couldn't get that Florida sand out of your shoes eh, 
Jack? We will miss you up here in Nawth Ca'lina, but 
doggoned if it aint nice not have you as a competitor 


Tep Myers, a former Wilson-Jones exec, is now 
making his home in Coral Gables, Fla., and is estab 
lishing himself as a manufacturer's representative 
Haven't heard as yet what lines Ted will handle but 
presume they will be announced from time to time 
Best wishes, Ted 


JOHN BULLARD, machines salesman for Hinkle’s 
Book Store, Winston Salem, N.C., had himself a very 
narrow escape back in January. Seems John was deliver- 
ing a heavy Gestetner machine in his station wagon 
when a driver (now I didn’t say nothin’ about it being 
a woman) butted out in front of him and he stomped 
on the brakes. Said heavy Gestetner machine took off 
like a rocket and landed on John’s back resulting in a 
week's stay in the hospital and 14 weeks more at home 
before he was able to get back on the job. Moral of 
all this is tie down any such weapon before taking 
off. Nice to see you back, John. 


While At CRAMER is away on an illness leave of 
absence from his job as buyer at Smith-Wilson Co 
Orlando, Fla., CHARLIE WELLMAN is ably filling 
for him 


Another Orlando change of buyer is at Bishop Off 
Equipment Co. with CHARLIE HEINBOCKEL doing the 
honors with supplies. KEN LELAND is no longer with 


the firm 


Sure was nice to see where our Greenville, S.¢ 
Maverick is h likes to call himself CALDWELI 
HARPER, of Harper, Bros., was named to the post 
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eal bh”) stick to 
| these rules! 


If you want to keep customers... 





WHITE / Gill, %” ruled 3901, %” ruled 5011-13C, %” ruled 2865QR, %" quad-ruled 161, %” ruled two 
PADS > one side in grey, two sides in blue, one side in blue & one side in bive, sides in blue, 
BY x 11” \ 100 sheets 50 sheets red, 50 sheets 50 sheets 50 sheets 





CANARY / 1135S, legal ruled, two 501 1MR, Court Room Pad, 1641, %” ruled two 3941, %" ruled 
PADS , sides in blue & red, ruled two sides in blue sides in blue, two sides in blve, 

B8Y%x 111” \ 50 sheets & red, 50 sheets 50 sheets 50 sheets 

a i Follow these nine easy rules to success . . . for these ruled pads 
them @ 
Get eB are the kind that most customers request. Keep those customers 
at R-P -** : re 
lways coming back by keeping these ruled pads in stock. 
keep them 2 


in stock! 
; hs tetebd a a 
Ctl ce on Rockwell-Barnes Company | 


samples available to qualified 
Ll _ 


35 EAST WACKER DRIVE © CHICAGO 1 


oe, Pie ey A a ae ’ 


dealers upon request 


R-B means 


REPEAT BUSINESS 





, 
ee 


Siu a ia Lt i 
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“eiee Of QUALITY and ECONOMY 


It to last 
pice {0 se 


Four Drawer, Two 
Drawer and One 
Drawer Files with 
Nylon Rollers and 
Compressor Blocks. 


FILING EQUIPMENT 





Seven Styles 
and Sizes in 
Durable Grey, 
Mist Green and 
Desert Sage 
Beautiful 
DURA-STYLED”’ 
Plastic Molding 
n matching 
colors 





—— 





BLUEPRINT CABINETS 


Write for our attractive color 
Catalog Illustrating the com- 
plete line of Tables...Desks... 
Filing Equipment... Sectional 
Desks Bookcases and Sec- 
tional Bookcase...Telephone 





and Utility Equipment and Engi- | -°w" mse 








neering Blue Print cabinets. 


PROMPT SHIPMENTS FROM OUR WAREHOUSE STOCK 


DURABLE DESKS ARE CAREFULLY PACKED IN 
STURDILY CONSTRUCTED WOODEN CRATES 


DURABLE FILES ARE PACKED IN INDIVIDUAL CARTONS 


DURABLE 


DEPT. 0-11 


38-42 REVIEW AVE., LONG ISLAND CITY, NEW YORK 
900 N. Sepulveda, 


Calif. Warehouse—Damien M. O'Brien Co 
El Segundo, Calif 
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vice-chairman of NSOEA’s Distributors Division. It 
was a foregone conclusion Caldwell would land in some 
national spot after that wonderful job he did as gov- 
ernor of the 4th District for 1958-59. He just couldn't 
muss. 

CHARLIE HARRELL, B & P’s new man about North 
Carolina and Virginia has now moved from Morris 
town, Tenn. to Greensboro, N.C., 1200 W. Wendover: 
Ave. You boys, and dealers, make a note. Phone is 
BR-4-0372 


HERBERT KIN‘ former book store buyer at the 
College at Johnson City, Tenn., is now manager at d 
buver for Evans Book Store, Morristown, Tenn 


FRED HUTTON, JR., 1s finishing up at Carolina this 


year and will join Hutton Office Supply Company, 
Greensboro, N.C., as outside salesman. FRED, SR., was 
mighty pleased when I talked to him about it and well 
he might be. Fred, Jr. graduated in business administra 


tion, joined the firm on May 1. 


Still another son joining his father is Jim SOUTHERN, 
who is finishing at Carolina, too, in business administra- 
tion this summer. He will pause for a slight vacation 
and then join Scott Book Store (GLEN SOUTHERN 


owner) as outside salesman on June 6 


VIRGINIA WOLTZ, vice-president, general manager 
and keeper of the keys at Piedmont Office Suppliers, 
Greensboro, N.C., has taken off for all points European 
and it will be a month before the firm will be graced 
by her presence again. She is going to Germany to wit 
ness the wedding of son, Van. After the festivities 
Virginia will tour England, Ireland, Switzerland, Austria 


and Belgium 


THURMOND and HENRIETTA WILLIAMS, Williams 
Office Equipment Co., Fayetteville, N.C., are now the 
proud foster-parents of a brand new li'l de-icer name 
of Julia Russ 

Jim YOUNG, manufacturers’ representative, was run- 
ning all over Atlanta on May 2 passing out cigars and 
making a general nuisance of himself. Seems as how 
FLORENCE presented him with their first boy after 
three girls. I suppose after a shock like that we will have 
to excuse him. The name? What else? Jim, Jr 

Wood & Co., stationers in Covington, Ga., lost one 
of the firm’s partners on February 22 in the death of 
JOHN H. Woon, father of W. EpGAr Woop, the sur 


Viving partne r 


Mrs. VELMA SUMNER, vice president and co-man 
ager of Scott Book Store, Asheboro, N.C., died May l 
after a very short illness. GLEN SOUTHERN will con 
tinue on as co-owner and manager. 


The Southern Traveler’s Sales Rally, to be held in 
conjunction with the Florida Dealer's Association’s 
meeting in Orlando August 20, is beginning to shape 
up now with all committees appointed and program 
being formed. Bop CAMERON is in charge of housing 
Bos HOWARTH, everything to do with money. Davi 
OGDEN will be giving out the door prizes and ELMER 
SLACK is the ticket man. Chairman is our new president, 
JimMy WILSON, and co-chairman the new vice-presi 
dent, JACK LypIARD. He also is in charge of publicity 
Make your plans now for August 20. 
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STANLEY MANUFACTURING CO 


2310 N. MAIN « 
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FORT WORTH, TEXAS 


NOW! AN 
EXECUTIVE 
POSTURE CHAIR 
STYLED TO 
MODERN TASTES! 


INTRODUCING 


THE 


STANLEY #59 


= 










Here at last. . . an executive posture chair 
incorporating Stanley’s craftsmanship and 
quality in design that’s specifically tailored 
to sit in offices where the lighter, modular- 


type side chairs are used, 


DIMENSIONS: 
Height of back from seat . ...19"-21" 
Sitting Depth sessantiapiiailieecnimnet 
Width of seat at front. hstias 20” 
Width between arms __. a 
Height of seat from floor . Ss 
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SELL! 


(Ao 


The No. 1460 Series combines high styling, 
generous size, luxurious upholstering, the 
soft comfort of foam, solid Walnut with 
graceful trim plus pains-taking construc- 
tion. All of this at Gregson’s moderate 
prices surely gives you the SELLING EDGE 
over all competition. Be sure your sales- 
men carry Gregson’s catalog. 














rey J met-ie), me Moderately Priced 
MANUFACTURING CO. 
LIBERTY, NORTH CAROLINA 






Fine Chairs For More 
Than a Third Century 
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ELLING 


Sth District Notes 


PAT PATTERSON, correspondent 
3710 Grosvenor Road, Cleveland 18, Ohio 


The 1961 Fifth District Regional 
Convention will be held on April 
29th & 30th at The Brown Hotel, 
Louisville, Ky. The 1960 conven- 
tion is now history, and a new rec- 
ord was set in attendance. 

The annual golf picnics at Cin- 
cinnati and Cleveland will be over 
by the time you read this. The Mo- 
tor City travelers and dealers will 
hold their picnic at Glen Oaks Country Club in De- 
troit on July 20 





Franklin Printing & Engraving Co., Toledo, Ohio 
office supply firm operated by HENRY and JACK SEARS, 
has been completely remodeled and transformed to self- 
service, with a checkout counter, et al. Gifts and artists 
supplies have been added. The office furniture depart- 
ment, under the supervision of former traveler Woopy 
WI£LSON, has also been refurbished. The firm is located 
at 226 Huron St., in Toledo. 


The Indianapolis Chapter of the Fifth District 
Travelers Club elected the following officers: chairman 
PETE CARRELS, Rockwell-Barnes Co.; secretary 
RAY FORAN, Dixon Pencil Co.; treasurer Don 

PLEHN, Boorum & Pease Co. 


New owner of Denzer’s, Inc., 305 E. Water St., 
Sandusky, Ohio, is RALPH S. SILveR, JR., former radio 
executive of that city. Quam S. MisHEy, former treas- 
urer and general manager, retains ownership of the gift 
and art shop at Wayne & Market Sts., which is called 
Quaid’s, Inc. The business was established by the late 
CARL F. DENZER in 1919. 


HURRY UP AND GET WELL DEPARTMENT 
WILLIAM B. Brass, W. B. Brass & Associates, In 
dianapolis, is recuperating after a session in Methodist 
Hospital of that city. Mrs. JAMES PARKER, wife of the 
president of Columbus Blank Book Co., Columbus, 
Ohio, is coming along nicely after major surgery. 


We now have a man and wife team among the 
travelers in GEORGIE and NATE STRAUSS, manufacturers 
representatives. They will be representing Stebco Prod- 
ucts in Ohio, Michigan and West Virginia; Mrs. Strauss 
will handle college bookstores and department stores, 
while Nate will call on the office equipment trade. 


WEDDING BELLS: Eppic Citron, Commercial 
Stationers Supply Co., Detroit, was married to lovely 
SHIRLEY LEVIN of that city on May 12. Congratulations! 


Mrs. BONNIE ABICHT is now office supplies buyer 
for Marietta Office Supply Co., Marietta, Ohio. Wiz- 
LIAM PARKS is the buyer in office furniture... . .. a 
D. McMILLAN, formerly with the firm, is now buyer 
for Central Office Supply Co. of that city 


SIR STORK FLIES ON: MaArLeNE and Harry 
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BACK-TO-SCHC 


j Pe, TY pou § 
PROMOTION 
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7 Big FREE GOODS Deals! 


Here’s an example of the big4profits you can 
make from. this.once-a-year;opportunity ... 


















































OVER Plus,all this merchandise{FREE!! ... $28.93 total value 








50% /DEAL \\ 
24 doz striped INK-STIKS 
= 30 Micropoint “Fits- Three Ink-Stik ‘N’ Hold- Two Ink-Stik ‘N’ Hold- 
All” ball pen refills. Holders with 28” gold- ers with dialer balls, 
Retail 49¢ each. finished chains. Retail Retail $1.19 each. 
$1.59 each. 


Retail Value ..... $150.85 
VOR rs 6 ohare 6 8 74.88 


Your “Back-to-School” 
profit . e's eo eos $75.97 





One dozen giant-ball 
Laundry Markers. Re- 


in new SUPER 6 DISPLAY | tail 59¢ each. 






















The other big-profit deals include Micropoint Car- 
rousels, Ink-Stik ‘N' Holder displays, and “Fits All" 
Refill displays. 


eee __ ASk your wholesaler for all the infor- 
{ect iT F908) ation on this Ap promotion. It 
[wmccesatee®) will make your cash registers sing when 


your 
a school bells ring! 


Or 
o® oO, 


. ' WIRE, WRITE, PHONE US YOUR ORDER TODAY! 


MICROPOIN T, IN Cc. Sunnyvale, California 


Creator of Advanced Writing Instruments 


OA-—7 /60 125 





ee 





COUNT ON 


OFFICE AIDS 
for quality in quantity! 


“BUILD UP’ HORIZONTAL DESK TRAY. Use 
singly, as a pair, or multi-level. Eliminates 
parts, posts and clamps. Interlocks exactingly 





FLEXIBLE STEEL KLERADESK—MOD- 
EL D. Occupies minimum desk space, 
improves appearance, efficiency. 


FLEXIBLE STEEL KLERADESK—MOD- 
EL 6V. Provides protective place for 
papers. Saves time, space 





ADAPTO-RACK CATA-RACK . FOR 
SECTIONAL ORGANIZER CATALOGS AND BOOKS 


FILE-A-SIST 
SPEEDS FILING 





IDEAL SANITARY 
MOISTENERS 


**CAPILLARY ACTION'' NO-OVER-FLO SPONGE 
HANDI-PEN DESK SETS cup 


Write today for full information and prices. 


3-7 Sengbusch Building 
Milwaukee, Wisconsin 








MARSHALL, Lynn B. Emery Co., Detroit, came up with 
their fourth daughter, MADELYN JOANN, on May 2. 
Congratulations ! 


Don Homan, who has been associated with the Ted 
Hale Co. manufacturers’ representatives, has been as- 
signed Michigan and Indiana for All-Rite Pen, Inc. 

ROGER STOUWIE is now representing United Sta- 
tioners Supply Co., for the state of Michigan... . . 
E. L. (ToMMy) THOMPSON has been transferred from 
Chicago to cover Michigan for Eagle Pencil Co. 


PASSED AWAY: Marion A. BuUFFO, 58, president 
of Office Equipment Co., Canton, Ohio, after a long 


ee oc J i HERB MURDOCH, 68, in the industry for 
40 years with Miles Fox Co. and Gregory Mayer & 
Thom Co. of Detroit ..... Lewis N. BuxBAuM, Office 


Interiors, Inc., Fort Wayne, Ind. Mrs. CHeEssit 
LAUGHLIN, Laughlin’s Bookstore, Barberton, Ohio. 
We wish to extend our deepest sympathy to the bereaved 
families. 


THE BIG ONE IS COMING UP September 24-29 
at The Conrad Hilton in Chicago. It’s later than you 
think! Tempus Fugit. 


Columbia-Hallowell School Graduates 
Thirteen Distributors and Salesmen 


Thirteen distributors and salesmen were graduated 
recently from a three-day Columbia-Hallowell training 
course conducted by Standard Pressed Steel Co. in the 
design, manufacture and use of office furniture and 
Erectomatic adjustable steel shelving. 

Graduates are: Don Dahlgren, partner and Arnold 
Johnson, salesman, Jamestown Business Equipment Co., 
Jamestown, N.Y.; Paul Matthews, salesman, James T. 
Vernay & Sons Co., Baltimore, Md.; Thomas Griley, 
vice-president in charge of sales, Gunderson Office Sup- 
ply, Louisville, Ky.; Herman Orloff, salesman, Marx 
Stationery & Printing Co., Philadelphia, Pa.; Stephen 
Thigpen, owner, Thigpen’s, Montgomery, Ala. 

Also: William Barden, vice president, The Coughlin 
Co., Watertown, N.Y.; Richard Higgins, store manager, 
Keystone Stationery Co., Camden, N.J.; Robert Grillo, 
manager-contract department, Desks, Inc., New York 
City.; John Schaefer, salesman, Marx Stationery & 
Printing Co., Philadelphia, Pa.; Rohe Winchell, sales- 
man, The White Supply Co., Waterbury, Conn.; Robert 
McNaughton, salesman, Desks Inc., New York City; 
and Joseph Rogers, salesman, Beaux Office Interiors 
Inc., Long Island City, N.Y. 


N. W. R. Mawle Heads Federation 


N. W. R. Maw te, D.F.C., J.P., of Sutton Coldfield, 
vice-chairman and joint managing director of Smith- 
Corona, Ltd., has succeeded K. BUTLER, of Derby as 
national president of the Typewriter & Allied Trades 
Federation in Great Britain. 

Mr. Mawle is already vice-president of the British 
Typewriter Manufacturers Association. He is a past 
president of the Office Appliance & Business Equip- 
ment Trades Association, past national chairman of the 
Incorporated Sales Managers Association and former 
president of the Birmingham branch of I.S.M.A. 
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The management team of Holscher-Wernig Office Equipment Co., St. Louis, 
Missouri. From the left: Joseph F. Duddy, Vice President; Dale J. Wernig, 
President; J. Charles Schmucker, Director, Planning Department. 


That’s President Dale Wernig talking for the oldest franchised Steelcase 
ee P ° dealer in the country. The secret of Holscher-Wernig’s 44-year success: a 
We ve been g oing combination of creative selling, imaginative interior planning service and 


. Steelcase office furniture. To quote Mr. Wernig again, “Steelcase has earned 
strong with Steelcase the nicest things we can say. It’s a complete line, competitively priced, 
beautifully styled, with the strength and flexibility today’s buyers demand. 
No dealer can do better than to go with Steelcase.” Steelcase Inc., Grand 
Rapids, Michigan; Canadian Steelcase Co., Ltd., Don Mills, Ontario. 


ever since 1916!” 


INTERESTED IN SUCCESS? 
Write for our full color complete 
line catalog and details 

of our valuable franchise plan. 
Address Dept. O. 


STEELCASE IN © 
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Hampden 
Chairs 


can 
take it! 


STURDY FOLDING CHAIRS 
.-.- LAST YEARS LONGER! 


NO. 622 TABLET ARM CHAIR Whatever the burden, wherever the 
need, Hampden adult and juvenile 
public seating chairs give the best 
service! In quality, style, construction 
and value, Hampden chairs top the 
field in every price range. Built for 
rugged use, they won't tip or tilt... 
flat-folding and con- 
venient to store. Hampden chairs give 
extra value for a thrifty price! WRITE 
Also eveilabie with upnoistered or plywood seat for catalogue: Dept C-6 HAMPDEN, 


Foiding Tables. 30 and 34 inch tops, available 
tor Contract use Easthampton, Mass. 


Hampden 


Manufacturers of: 


PUBLIC SEATING + OUTDOOR and JUVENILE FURNITURE + BRIDGE SETS 


ttre wide. con 
fowred steel seat 
and back 


Tudslar steel 
frame. wobble 


U-shaped cross 
tweet ov free constructhon 


ove con't rust-resistant 


|} and Mrs. Mitchell 





Gth District Notes 


FRANK J. RYBICKI, correspondent 
35 E. Wacker Drive, Chicage 1, Iii. 


The splash party and old-fashioned swim suit contest 
held on Sunday night at the successful 6th district con- 
vention attracted many outstanding entries. Outstanding 
were suits worn by MARGE and JACK McLENNON and 
MARY JOHNSON of McLennon Pen Co., 
LesTER FRANCHE of Tri-County Office Equipment 
Corp., West Bend, Wis. The swimming contest was 
won by Ep Murpny, Parker Pen Co., and Jerry, wife 
of Bop KRUMWIEDE, Chicago Desk Pad Co 


Chicago, and 





SILVER DOLLAR CASINO scene at Lake Lawn, 6th district 
entertainment feature. The principals are real, the money isn't 


‘DEALERS’ for a 
night, cards that is 
during Silver Dol 
lar Casino at Lake 
Lawn, were Rus 
Ragan of American 
Pad & Paper Co., 





Markovich, whose 
husband is with 
Tops Business 


wy 


““oamblers’’ hav- 


Forms 





The Silver Dollar Casino saw many 
ing an enjoyable evening. Those receiving awards for 
their achievements were SAM DIFIGLIO, Gomanco; 
MIKE SANYouR, Harbridge House; JOHN KARLQUIST, 
Quality Park Envelope Co.; Louis KNoBE, Knobe the 
Stationer, Chicago; LARRY STRUCKMEYER, McLennon 
Pen Co.; Mrs. Gus Oster, Business Equipment Co., 
MiLpreD, wife of Bit SILBERSTORF, G. J 
Aigner Co., and FLORENCE, wife of CLirr WHEELER, 
Oxford Filing Supply 

In all the Rt ae was a big success, business-wis 


Peoria: 


and socially. 


The Stationers Bowling league of Chicago had its 
annual banquet on May 10. Champions were the 
Packers, who won both halves of the split season, the 


first time this has ever happened in our league. On the 
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Chicago Locks...small, but 


It’s hard to believe that so much rugged se- 
curity and precision could be built into an 
office equipment lock. 

But Chicago Lock has done it. 

Each smartly-designed Chicago Lock is a 
smooth-working, close-tolerance mechanism 
that enhances any appliance and provides the 


sure protection your customers want. 


Plan now to install Chicago Locks or locking 
mechanisms in the wood or metal equipment 
you make. In Chicago Lock’s broad line, 
you'll find rugged, precision-built models for 
all types of desks, cabinets, lockers and strong 


boxes .. . and all at reasonable cost. 


Write today for your copy of our catalog which 
displays the entire Chicago Lock line. 





CHICAGO LOCK CO. 


2016 NORTH RACINE AVE. + CHICAGO 14, ILLINOIS 





OA-—7 /60 





129 





Now! Serves Your 
Every Labeling Need 


Inserts included You ll be pleased 
sl tebcling with their neat, 

orderly appear- 
Edges trimmed 2NC8- Sturdy- 
ret tay made for long 


“**+ Available in life. 
5 colors 







*Patented 








STANDARD YEARLY 
LENGTH 214’ 
specials available 
in any length to 








meet any requirement 











Available 3 STANDARD 
in 5 Colors SIZES 
Cat. No. Ring Size 
Ivory * Red ee 1” for proper size 
Green + Bive P when ordering, 
EV-1'4..... " for ring binders, 
Bleck DUB oc ccces as ems diameter 
of ring 
The Original Skp- On” 
<— LABEL HOLDERS 





for Ring Binders 
For Filing and Indexing 
Ring Books—Neat Appear- 
ance Plus Sturdy Construction 
Inserts included for labeling 






*Potented 


Smith’s CQPNWINDQ) Metal Tabs 
solve filing problems at LOW COST! 


Available in 1 and 2 inch 

C widths to revise your 
present filing system or 
convert to shelf filing. 
Complete with clear or 
colored plastic windows. 





144X34NP V-JAW 


|] CAN BE USED AS SOLID OR 
WITH HOLE— 


— Ss 5 PLAIN OR PRINTED 


Solid with Hole 


eZ abil NON-PROJECTING SIGNALS flonAls Seite 
1B ion, 


> fa Gil (A) [san) Projecting Signals a nals 
Projecting and Non-Projecting 
Signals are available in tweive 
colors: White @ Light Red © Yellow 
Dark Bive © Light Green © Dark Red © Dark Green © Pink 
Orange * Brown @ Black © Light Bive 


Complete line for labeling, filing and indexing 
Sold Through Stationers Only or Write 


Office Products Ine. 


P.O. Box 6677 © 26029 W. 8 Mile Road * Detroit 40, Michigan 


or 


CHARLES C. SMITH, INC. 


Exeter, Nebraska 
West Coast Distributor: Arch K. Ansty « 171 2nd St., San Francisco 5 
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winning team were JOHN STUERCKE, Rogers Loose Leaf 
Co.; JOHN OakIE, P. F. Pettibone Co.; DoN HosHaw, 
Commercial Stationery Co.; HARRY HOFFMAN, Joseph 
Dixon Crucible Co., and SAM RuiGGs, manufacturers 
representative 





1. THE WINNING TEAM was the Packers. Harry Hoffman, 
John Stuercke (captain). Sam Riggs, John Okoniewski, Don 
Hoshaw. 


2. NEW OFFICERS. Carl Jacobsen, president; Walter Len 


nartson, vice-president; Tom Gillice, treasurer; Ed Deacon, 


~ 


secretary 


3. BEST AND MOST IMPROVED. John Stuercke (center) 
carried the highest average for the season. Walter Lennart- 
son (left) and Bill Martin (right) were tied for the most 
improved bowler record. 


Other achievements for the second half of the season 


were: 
High series with handicap — H. NELSON, Just & 
son, 722 pins 
High game with handicap — Don Pike, W. J 
Saunders & Co., 276 pins. 


High average for the year, JOHN STUERCKE, Rogers 
Loose Leaf Co., 189 pins. 

Most improved bowlers over previous years, two tied, 
WALTER LENNARTSON, OFFICE APPLIANCES and BILL 
MARTIN, Codo Mfg Co. 

New officers elected for the 1960-61 season were 

President—CarL JACOBSON, Wilson-Jones Co 

Vice-Pres.—WALTER LENNARTSON, Office Appi 
ances 

Secretary—Ep DEACON, Chicago Desk Pad Co 

Treasurer—ToOM GILLICE, Rockwell-Barnes Co 

There seems to be a flood of new babies in this Dis- 
trict. ¢ ongratulations to the proud parents 

Bop & ARLENE HEDBERG, Moline, Iil., a_ girl, 
Linette Louise, in April 

Mr. & Mrs. Neit SHORT, Chicago, a boy, Daryl, on 
Friday the 13th of May. 

Mr. & Mrs. HERB MOLINE, Johnson Office Supply, 
Chicago, a girl in May. 

Remaining G.L.T.C. Golf Dates: 

July 14—Maynard Westring Invitational, Forest 
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IMPERIAL 
SERIES 


a superior contemporary design with exclusive 
distinction...calculated to win 
buyers and influence sales your way. 
Stock and display the 
“IMPERIAL” group. 
Full details on request. 


4 Side Armchair 
440 U 


Swivel Chair 
440% U 


makers of fine chairs fon over halt a century 


| MILWAUKEE CHAIR COMPANY « Milwaukee 45, Wisconsin 
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NO.660 
Wali-Saving Easy Chair 
Rubber cushions and platform 
Size scaled to small room use 


Wide assortment of chairs and tables. See your dealer 
or write us for our distributor’s name. 


AMERICAN CHAIR COMPANY 
Manufacturers 

i Sheboygan, Wisconsin ' 
% Permanent Displays: Chicago * New York * Miami * Boston * San Francisco 



















with the “CAT'S EYE” 


sales feature 





* Easy To Read 
*® Easy To Use 


STARK... 
A quality line of stands and pads featuring all popular 
styles and sizes. Calendar pads are lithographed on a high 
grade, white — I16# paper. Stands available in brown and 
grey. DAILY FIGURES ON SMALL MONTHLY PAD 
PRINTED IN REVERSE FOR QUICK REFERENCE. 


Slot punched for neater appearance after removal of page. 
No more perforation. 





write or phone for complete details 


TARK CALENDARS éxcorporated 


100-112 BISSELL ST. © poeta tuec © JOLIET, ILL. 
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Hills, Rockford, Ill. 
August 4—Cog Hill Country Club, near Lemont, III. 
September 9—Tuckaway Country Club, Milwaukee, 
Wis. 





Don't forget about the $100.00 award offered by 
| Elmer Krumwiede for a hole-in-one at any G.L.T.C. 
Tourney. 

We were sorry to hear of FriEDA MILLER’s mother 
passing away. Frieda is Bill (3M) Miller's wife. It was 
also a shock to hear of HERMAN W1xzZ, Sr., Wilz Sta- 
tioners, Chicago, having his leg amputated. We under- 


stand he is coming along nicely. 

Joe ScHMipt of Atlas Stationers, Chicago, was in 
the hospital recently, and DoN Hass, H. Niedecken 
Co., Milwaukee, had an operation on his gall bladder. 
Benny Powell's wife, Rose, also had an operation on 


her gall bladder A speedy recovery to one and all 


Sth District Notes 


IZZY VODA, correspondent 
2001 S. Hanley Rd., St. Lovis 17, Mo. 


Certainly was nice meeting GEORGE WHITE, 10th 
District secretary and correspondent, at the recent meet- 
ing at Denver, Colo. I found he has the same problem 
I have collecting news items. 


Also at the same meeting I saw Mr. & Mrs. ELDON 
CLoup of the Albuquerque Stationery Co. of Albu- 
querque, N.M. Eldon formerly worked for Joplin 
Printing Co. of Joplin, Mo. Other former 8th District 
members I saw in Denver were Mr. & Mrs. WAYNE 
THOMASON. Wayne is branch manager for Columbia 
Ribbon & Carbon Co. 


GLEN EvaANs, Columbia Ribbon; JoHN LATHROP, 
F. S. Webster Co.; and ArT PFIsTER of Smead were 
also in attendance. 


Recently seen working the trade in Wichita were 
the following: Clint Cooper, Carl Craemer, Bob EI- 
drige, Herb Johnson, Max Keating, Jack Lang, Jimmy 
O'Brien, Don Penkin, Tom Seward and Floyd “Cotton” 
Marshall. 


KENNY PENDERGAST, Geo. E. Baird & Son, Kansas 
City, Mo., suffered a heart attack recently. Reports 
say that Kenny is getting along fairly well. 


Burroughs To Conduct Market Studies 


Burroughs Corp. has announced 
that it will conduct a thorough ex- 
amination of marketing programs 
for the corporation’s 6,500 inde 
pendent dealers in the United 
States and Canada. The project is 
the first of several special market- 
ing studies. 

FRED E. RUDMAN, veteran ex- 





Fred Rudman ecutive of Burroughs’ Todd Co. 


Di at Rocheste r, N » & has accepted the position of 
special assistant to the marketing executive group of th 
corporation, and will direct the studies 
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Name UJA Campaign 
Heads in New York 


MORTIMER LIBIEN, of Libien Press. 


Ir ind IRVING O. LASNER, of Gold- 
smith Bros., have accepted the 1960 
hairmanship of the stationery indus- 


nnual effort in behalf of the 


United Jewish Appeal. Both men are 
veteran leaders in the humanitarian or 
panization’s Stationery Division, 
Libien having rved as campaign 
hairman for a number of years, and 





Irving O. Lasner Mortimer Libien 


Lasner as a member of the division's 
ex tive committ Lasner was hon- 


ored for his devoted efforts at the 


industry's annual dinner last year. 


In accepting this year’s campaign 
leade rship, Chairman Libien called at- 
tention to the goals of the caurrent 
drive, “one of the most vital efforts 


in the history of UJA. In the past few 
} 


..¢ ’ 
years we were faced with the critical 


problem of rescuing and transporting 
tens of thousands of helpless, home- 
less refugees from oppressed countries 
to Israel. As each individual exodus 
miraculously began, we rose to the 


| 


occasion and helped meet the chal- 


Mrs. V. T. Williams 
Heads Sorority Chapter 


Jessie-Lea, wife of Vaughn T. Wil- 


liams of Schooley’s, Inc., Kansas City, 
M was recentl ected president of 
the Greater Kansas City alumnae 
hapter of Theta Sigma Phi, honorary 
sorority. As a philanthropy 

th rority edits and publishes a na 
magazine, ‘Vet- 

\ : tor hospitalized vet 
lessie-] s been active in 


y years and is in 
t] rculation of the maga- 


She 1s al admissions coun 
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New Sales Co-ordinator for Art Metal Branch 








ELEANOR JOAN __ East 42nd St., be responsible for dem- 
GuaGE has been _ onstrations, presentations, planning 


named sales co- and research for the overall sales plan- 
ordinator for its ning of the branch. 
New York City Prior to joining Art Metal, Miss 
branch, according Guage was with The Ripnen Co., Inc., 
to an announce- architects and specialists in planning 
ment from Art business offices and industrial plants. 
ae uate Metal, Inc. Miss With the Ripnen organization since 
; Guage will, in 1941, Miss Guage had been the assist- 
addition to the basic management of ant treasurer and a member of the 
the new Art Metal showroom at 41 board since 1947. 





WESTERN MEG Co 


WESCD 


AURORA. iit 





FOR 
EASIER 
SALES, 
MAXIMUM 
PROFITS! 


nstruction 
engineering 
ghiy competitive pr 
Wesco files easier to sé 
satisfying to your customer 
and prospects. There is a Wesc« 


size and finish for every 


Exclusive WESCO interlock 

welded joint construction =, ee 
completely eliminates side 4 

sway 





: WESTERN MANUFACTURING COMPANY 


: Dept. 72 AURORA, ILLINOIS 
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‘K’ 
series 


Shown above 
Vodular unit 
K-99 attached 
to K-Series 
desk 


K-99 M 









unit for PLUS 






SALES F 
of the 19 K- 
SERIES 





Unmist ih thle by 


_ a META L inc. 
2412 South 7th St. 1 Mo 
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Sth District Notes 


CHARLES C. MCDANIEL, correspondent 
4909 Overton Ave., Fort Worth 15, Tex. 


Every once in a while things come to pass that forc« 
a person to have to do something that he doesn’t care to 
do. Your correspondent is at that cross road right now 
For the past 18 months or so, I have tried to keep you 
abreast of what is going on in the 9th District among 
the dealers and travelers by writing a few news notes 


and sending them to the various trade publications 


I have really enjoyed reporting to you in the columns 
and I appreciate very much the kind words many of 
you have said to me regarding the little news that has 
been printed Of course, the column would have been 
much better had you and each of you sent in a litth 


item every once in a while 


To those of you who DID send me something, 
thanks, thanks ever so much. To those who thought 
of it and didn’t, please take note—May I introduce 
to you through this column your new reporting secr 
tary, TOM GULLEDGE, 4020 Modlin St., Mesquite, Tex 
Tom 1s also the assistant secretary treasurer of the Texas 
Travelers Club. He has been associated with R. ¢ 
Bos” STRAFFORD III for quite some time now and 
covers all of the 9th District. He has graciously accepted 
the responsibility of writing this column, in order that 


I might be relieved of the duty 


YOUR NEW of 
respondent, [i 
Gulledge, with R 
C. Stafford, II, out 


going Texas Travel 





ers Club president 


I feel that such responsibility should be swapp d 
around every once in a while. Now, will you please do 
me a real BIG favor. Write Tom's name and address 

] 


down someplace where it will be handy. Then, RI 
MEMBER to send him any little thing that happens 


around your store or in your town as a news item. Nearly 
everyone likes to see their name in print. So, pleas 
try to really swamp him with news items from here on 


out. Will you do this for ye olde scrib Many 
thanks. It sure has been fun working for all of you 


Goodbve ind 5U 


One of our real old timers in the industry passed 
away April 7, Jerry L. Fire, long associated with 
Stattord Lowde C 4 Ft. Worth Fit had been ill for 
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There’s 


NO LICKING 


Dennison 
PRES -a-ply 
products... 


AIR MAIL 

LABELS 

Handy dispenser 
box saves time and 
mess in mailings. 


With Dennison PRES-a-ply products you simply 


press to apply! There’s no licking . . . they’re self- 
sticking. There’s no lagging, either they’re 


self-selling, in America’s best-selling dispenser 


packages. Why risk getting stuck with less? 
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Dennison PRES-a-ply 
Correction Tape 


Dennison 


Helping you compete more effectively 
FRAMINGHAM, MASSACHUSETTS 
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©) Bonds.. 


PE Open End Style 


PS Open Side Style 


Savings Bond Envelopes for the new punch card 
size United States Savings Bonds are now being 
offered by the Justrite envelope companies of 
St. Paul and Atlanta. 


This is a new envelope item that all your bank cus- 
tomers need. Government punch card size bonds 
have been put into effect recently and banks want 
these specially designed envelopes to fit them 


Featuring original stock form printed designs, 
Justrite furnishes this line in two functional styles 
. . . the PE open end with thumb notch, and the 
PS open side with regular flap. 


Both styles come in brilliant white antique stock 
and have crystal clear cellophane windows to allow 
the bond purchaser’s name to be seen easily. 


The distinctive PE style offers two-color red and 
blue printed design while the economy wise open 
side style is printed in blue only. Ample area is 
provided on the faces of these envelopes for the 
bank name. 


Be among the first to sell Justrite’s new savings 
bond envelopes to your bank customers. Write 
either Justrite factory for samples and prices of 
these and other items in Justrite’s complete line 
of standard and specialty envelope products. 
Three Modern JUSTRITE Factories 


NORTHERN STATES ENVELOPE CO. 
Just 300 East Fourth Street + Saint Pau! 1, Minnesota 


JUSTRITE ENVELOPE rs. co., INC. 
523 Stewart Ave Atlanta Georgia 


Sold NATIONAL JUSTRITE ENVELOPE Co. 
bor resale oxy 2220 West Beaver e Jacksonville, Florida 
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some time. Our deepest sympathy goes to his family and 
his associates. 

F. B. THAGARD, associated with Clark & Courts, 
Dallas, for many years suffered a fatal stroke in the 
lobby of one of the banks in Dallas April 15. Our 
sympathy also to his family and former associates. 


Our good friend E. R. “Rep” Evans, buyer for Wil- 
son Office Supply in Wichita Falls, was in the hospital 
recently for a complete check-up. Glad to report that 
everything is all O.K. And not to be outdone, JERRY 
TENGLER, Dorsey Co. of Dallas representative in south 
Texas, was also in the hospital for a check-up. Jerry 
didn’t come out so well as I understand he will have 
to return later for a formal opening. Let us know, 
Jerry, so we can bring you some posies. 


Our good dealer, ARTHUR BRANNON, Service Ptg 
& Office Supply, Dallas, had a little argument with his 
power mower recently. Needless to say that the mower 
won the argument. Somehow, Arthur's left hand got 
a little too close to the whirling blades and he dern 
near lost three fingers. Up to now, he still has them. 
However, it took about five hours for the medicos to 
patch him up 


Have been advised that our old traveler buddy, TOM 
RYAN, has been seriously ill at his home in Hammond, 


La. Hope you are all O.K. Tom. 


We had a big golf tournament at Colonial here in 
Ft. Worth recently. Our industry was well represented. 
Saw J. T. HiGHTOWER, SHARKEY STOVALL, L. H. 
McDANIEL Jr., C. R. Woop and Joe WALLIs—all of 
Ft. Worth, and Roy SHELBy, AMOs SHAFER and PAT 
WHITESIDES, all from Dallas. Gee, those pros sure make 
the game look easy, don’t they, fellows? 


And speaking of golf, watch out for this Buppy 
BROWN, Eagle Pencil rep, he just bought a pair of 
gunboats that will keep him anchored. Says the shoes 
have cut 10 strokes from his game. Fair warning 
Well, I guess this is about all. Don’t forget, lets all 
help Tom GULLEDGE. Bye. 


Firms Merged in Oklahoma 


The American Office Supply in Weleetka, Okla., 
and the Leader Office Supply in Okemah, Okla., came 
under new ownership as of March 31, when Mr. & 
Mrs. C. A. McWirutaMs of Broken Arrow, Okla., and 
Mr. & Mrs. LELAND TENNEY of Weleetka joined in 
the purchase of the Okemah Daily Leader, the Leader 
Office Supply, the Weleetka Weekly American and the 
American Office Supply. 

McWilliams, who now publishes four weekly news- 
papers in Tulsa county, formerly owned the Weleetka 
American before selling it to Tenney in 1952. Both the 
Okemah and Weleetka newspapers will be managed by 
Mr. and Mrs. Tenney under the name of Okfuskec 
County Publishing Co. and the Tenneys will also op 
erate the office supply departments in both locations 

As a result of the combined operation the American 
Office Supply will greatly expand the stock it carries, 
will handle portable typewriters and adding machines 
and will make available to Weleetkans new and im- 


proved printing services. 
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IVI7RL 


Lounge Chair 


VY 





1917S Armless Sectional Chair 





For complete information and prices, write to 


Johnson Chair Company 


7109 Merchandise Mart Chicago 54, Illinois 














Service costs 
eating up 
your profits? 


Sell precision-built, trouble-free 


VICTOR CHAMPION 


ADDING MACHI 


10-key and 
full keyboard 


A 42-year reputation for keeping out of repair 
shops. Victor’s sound design and precision engi- 
neering assufes years of dependable performance. 
Bonus features: complete line of 18 models—10-key 
and full keyboard. Electric and hand operated. 
Direct subtraction. 9-column totaling. Adders as 
low as $99.00. 


Sell Victor—Sell with confidence! 


iV I CTOR 


ADDING MACHINE CO. 
Chicago 18, Ill. 


f—----------------~---- nutianen 


Victor Adding Machine Co., Dept. oa-760 
3900 N. Rockwell St. 
Chicago 18, Illinois 


Tell me more about how Victor Champions can build my adding 
machine profits. 





Dealer Name 
Address 
City ___Zone State 











4 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 


Resale Number 











10th District Notes 


GEORGE E. WHITE, secretary 
Rocky Mountain Travelers 

1596 Jackson St., Denver 6, Colo. 
Announcement has been 
made of the appointment of 
Jim CLAYBROOK as Denver 
Pueblo division manager of 





Carpenter Paper Co. Jim, a 
real likable guy, joined Car 
penter in 1948 and a year 
ago Was nai d sales man 
ager. Jim succeeds the late 


R. MALCOMB’ SMITH, for 





many years a respected lead 


er in the industry 


C. & L. Office & School Supply on uptown east 
Colfax, Denver, has moved to larger quarters just 
across the alley from their old location. This is an 
attractive and unique store arrangement with greeting 
card section just at the entrance and supply-equipment 
areca up a few ornamental iron steps ror a display ol 
wide variety. Mrs. DELFIE LANGLEY, Owner and op 
erator with a flair and talent for getting things done 
as well as getting business, says a move involving only 
a few feet is tougher than one 10 miles distant. Her 
pride and joy in the new location, a three-story build 
ing which she purchased, is a big air-conditioner in 
stalled by a previous occupant. Our best wishes to this 
nice lady and aggressive dealer. Boys, stop by and see 


her. 


The Ross Co., Denver wholesaler, sent dealer invita- 
tions for their annual breakfast at the convention Friday 
morning. Traveler HOWARD SHOWEN is the company 
dealer salesman. 


On the sick list recently was BuD MONNICH, genial 
sales rep for Ennis Business Forms in this area. Bud un- 
derwent surgery and is now up and around. ‘Feeling 


great,”’ he says. 


Listening in on conversation around Travelers’ 
luncheon it seems business is good but news is scarce. 
After thought: Old bookkeepers never die; they just 
lose their balance 


NOFA Members Get Accounting Plan 


A new service to NOFA members is a Uniform Sys- 
tem of Accounting for Office Furniture Stores. A copy 
has been mailed to all NOFA dealer and manufacturer 
members. Designed by David Himmelblau & Co., Certi- 
fied Public Accountants of Chicago, the firm that audits 
NOFA books, the system has been developed by a firm 
that is familiar with the office furniture industry. 

The use of this accounting system assists the dealer 


and manufacturer to obtain a better picture of business 


operations 

This is the first in a series of booklets to help NOFA 
members do a better job of establishing controls and 
make a reasonable profit. 
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11th District Notes 


Virgil Meskel, Corre 
2957 N. E. 54th Ave., Portland 13, Ore. 


The recent regional convention in Spokane under the 
guidance of Governor Britt Goss (Shaw & Borden 
Co.) turned out to be a real dandy. The turnout was 


very good, the weather perfect, and the hospitality was 
out of this world. Our congratulations go out to Gov- 
ernor Goss for putting on one of the finest regional 
conventions we have ever attended. 


LARRY Moore of Commercial Book Store, Salem, 
Ore., moved up from the position of first lieutenant 
governor to governor for the new year. Larry an- 
nounced at the last evening banquet that next year we 
would convene at Gearhart-by-the-Sea, Ore. Gearhart 
is a familiar and popular convention spot for Region 11, 
and, of course, we are all looking forward to Larry's 


convention 


Bitt SuTTON, Sr. of Rosser & Sutton Co., Yakima, 
Wash., moved up to the position of first lieutenant 
governor. PETER ELSENBACH, of Peters Office Supply, 
Portland, Ore. was elected to the position of second 
lieutenant governor. Congratulations, Pete. 


Bos HELWiG, owner of Chas. Helwig, Inc. of Port- 


land, Ore., is giving Reno and Las Vegas a once over. 
Good luck, Bob 





OREGON TRAIL TRAVELERS CLUB officers: William 
Gagnon, Charles R. Barry Co., retiring president; John W. 
Burns, R.L. Smith Co., president; Virgil Meskel, Swingline, 
Inc., vice-president; Bud Dockstader, Joseph Dixon Crucible 
Co., secretary; Robert Linstedt, Dennison Mfg. Co., treasurer. 


Did everyone see those baby blue golfing shorts 
adorning the physique of Gerry Wxircoms (Venus 
Pencil Co.) as he strolled through the lobby of the 
Davenport Hotel during the convention? Oh, Brother! 


Members of the visiting troupe from the national 
headquarters of NSOEA received a unique welcome 
upon arrival by plane into Spokane for the convention. 
They got a real western treatment, complete with stage 
coaches, cowboys, indians, flying arrows, and a real 
whoop-ti-doo, including a traffic ticket from the local 
gendarmes (who obviously weren't let in on the cele- 
bration) for slowing down traffic. 


Wonder where CHET WittiaMs (Yawman & Erbe 
Co.) gets all those wonderful ideas every year for the 
Travelers’ skit. 





CHAIR NO. 500 
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SOLID, RUGGED— 
BUT COMFORTABLE, TOO! 


The 500 Group has long been one of Jasper 
Chair Company’s most popular lines. Its sim- 
ple, timeless design; its solid wood construc- 
tion; its built-in comfort—all combine to guar- 
antee its continuing popularity. 





THE RIGHT CHAIR AT THE RIGHT PRICE 


JASPER CHAIR COMPANY 


JASPER, INDIANA 
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Special-steel torsion bar 
that can't even be seen 
from most positions re- 
places unsightly coil 
springs, gives superior 
tilt performance. 


POISED 
FOR 
\ BUSINESS 
OR 
TAKE-OFF? 


¢, 


4, 
NOTE: 


Spring-loaded chair controls 
are as passé as 
this double-breasted suit. 





One business hazard you don’t have to put up with any 


longer is the coil-spring tilt mechanism in your executive 


swivel chair. 

In one stroke, the Bassick Flo-Tork chair control has abol- 
ished all the old tilt-chair bugaboos: springs, squeaks, 
squirms, and spine-jarring sudden stops at the end of tilt- 
ing travel. 

And a Flo-Tork equipped chair is so simple, clean-looking, 
smooth-acting...and comfortable...that you really have 
to see it and try it to appreciate it. 

No unsightly, unsafe, protruding springs — Streamlined 
Flo-Tork replaces bulky, ugly coil spring with compact, 


lightweight, effective torsion bar—so unobtrusive that only | 


results let you know it’s there. 

No squeaks, no oiling required—Silent Flo-Tork has ny- 
lon bearings to take care of that. No metal-to-metal contact 
in this tilt mechanism. 


Neo squirms — Easy Flo-Tork side adjustment lets you adapt to your weight while 
sitting normally upright—no stoops, no bends, no getting down on the floor or turn- 


ing chair upside down. 


No jars—Flo-Tork brakes you to a gentle stop at end of travel with a natural cush- 


ioning action. 


Bassick Flo-Tork is adaptable to any chair design, gives you a brand new door- 
opener and selling point for your best customers. 0.26A 


THE 
BASSICK COMPANY 
BRIDGEPORT 5, CONN. 
IN CANADA: 
BELLEVILLE, ONT. 
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STEWART-WARNER CORPORATION 









Columbia-Hallowell 
Conducts Dealer Training 


Classes for the training of West 
Coast dealers who sell Columbia office 
furniture and Hallowell Erectomatic 
shelving have been started by the Co- 
lumbia-Hallowell Division, SPS Co., 
at the company’s western plant, Santa 
Ana, Calif. 

The first three day course in the 
engineering, production and sale of 
three products was held in late March 
and attended by seventeen dealers and 
dealer sales representatives from Ari- 
zona, California, New Mexico and 
Washington. Conducting the class 
were GEORGE BARNETT, the compa- 
ny’s district sales manager; GEORGE 
MALLoy, production manager and 
JAMES PIERSON, product manager at 
the Santa Ana plant. 


N. Y. Stationers Hold 


Annual Dinner, Dance 


Nearly 600 members of the indus- 
try in New York City attended the 
Stationers Association of New York 
City annual dinner dance held in the 
Grand Ballroom of the Hotel Com- 
modore. 

Features of the affair were a 
beautiful program and seating list 
provided by Valid Process Co., the 
two-color souvenir journal cover done 
by Regency Thermographers and 
souvenirs presented by Redi-Record 
Products Co. and the David Kahn Pen 
Co. After the dinner, J. L. May Co. 
presented cigars to the men. 

Well known artists presented a 
program of entertainment followed 
by dancing to Herb Steiner's or- 
chestra. 


GF Re-elects Officers 


All officers of the General Fire 
proofing Co. were re-elected at the 
firm’s recent annual shareholder's and 
director’s reorganizational meetings. 
They are: 

WALTER BENDER, chairman; E. A. 
PURNELL, president; ALFRED J. BALL, 
first vice-president; DoNALD W. Mi 
CLURE, vice-president for sales; JOHN 
P. HUuESTIs, vice-president for opera 
tions; JAMES L. MILLS, vice-presi- 
dent for purchases; and Davip K 
PHILLIPS, secretary and treasurer 
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‘THE JASPER DESK COMPANY, JASPER, INDIANA 


Modulaire 


sertes 15 





Designed for complete modular 
flexibility in executive and general 
office installations. 

An outstanding feature is the 
original patent pending assembly 
system, making it possible to eco- 
nomically ship components K.D., 
and to assemble without special 
skills or tools. 

Tops are available in a wide 
range of sizes, and have slot adap- 
tors for quick positioning or re- 
positioning of base units. 

Leg supports with adjustable 
levelers are easily joined to multi- 
purpose base cabinets and wall 
storage cabinets with sliding doors 
or open fronts can be leg supported 
or attached to walls. 

Genuine Walnut throughout, or 
with tops of matching walnut 
grain plastic laminate. Write for 
informative brochure. 


Shown below is an 
efficient secretarial 
pool assembly. 














12th District Notes 


HARRY A. SHOOK, Jr., Correspondent 
11 Michael Lane, Millbrae, Calif. 


Convention Highlights: 


The convention started on a happy note. Ran into 
Merc and Bos CourtTING at lunch time at the Ground 
| Cow just outside of Sacramento. At the same time 
| we arrived at the drive-in entrance of the Holiday, Le: 
| JOHNSON drove up in that beautiful white Lincoln, 
accompanied by two lovely ladies, TERESA and JULE, 
and CHARLES RUFFNER. From the looks of all that 
luggage piled up in the entrance one would think we 
all planned to stay a month. 


Although DANNy KERR came in with the fewest 
strokes at the men’s golf tournament it seems a revision 
of the scores is in order inasmuch as RAy LANGLEY 
took an extra nine strokes getting a rattlesnake out 
| of the way of a bad lie. Had the women golfers known 
| the day before, at their golf outing, that there were 
rattlers at Hidden Valley C.C., there probably would 
have been 100% attendance for the Virginia City tour 


Golf winners were 

| Men's tournament—Low gross, DANNY KERR, 78; 

| low net, WILLIAM Morris, 67; high, HARRY SHOOK, 
114; low net, BuD MerRcER, 71; ANDY GRANT 71 
Bos HEATH, 72; ART FERRY, 72; JIM MONTGOMERY, 
73; TOM REESE, 73; GEORGE BROWN, 73, R. LANGLEY, 


Da 
. ’ / 7 / ‘ 
One of All-Rite’s V Peay |) 22 Women’s nine-hole tournament—Low Gross, MARY 
y/ | 3s é Lou Morriti; low net, JEWEL RUFFNER; second low 
pens for every /, \ hy net, Mrs. R. L. (SONNY) SMITH 


purpose ... 


The crazy hats and crazy ties at the Friday party 
were Outstanding. TONy and Mrs. FicovicH made it 
a family affair, being finalists in both contests. 


OFFICE-RITER 


61%” long desk model: Without cap and clip. 
Hexagonal barrel prevents rolling 
Four ink colors: Bive, red, gréen, black 





(Barrel color denotes ink color). | CRAZY TIE prize presentation. From left: Tony Ficovich 
| Morris Bros., Stockton, Calif.; Mrs. Kenneth Brown; Ralp! 
#52: Medium Line Pen — 29¢ ea. | Sheehan, Eaton Paper Corp.; Mrs. Harry Shook, and Robert | 


#522: Extra Fine Line Pen — 39¢ ea. 


Compact 1 Dozen Boxes Barwick. The ladies assisted in the presentations. (Pacific Sta- 


| tioner Photo) 


It was good to see so many dealer staff men and 
dealer salesmen at the convention . . . JIM LOMBARDI 
was too tired to dance this year. . . DAVE (PERRY 
CoMo) BURGOYNE and LLOYD GEORGE were late 
arrivals, thinking they would save money. They 


ALL-RITE PEN, INC. didn’t. . . Personable ““CHUCK”’’ LOFGREN, Sanford Ink 


HACKENSACK, NEW JERSEY 





Co. president, flew out from Chicago, planning to attend 
the three western regionals. However, on the second 
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day in Spokane he was stricken by a high fever. After 
treatment in Spokane he made it to the San Francisco 
airport, hoping to get to Reno but the doctors had other 
deas and put him in Peninsula Hospital in Burlingame. 
This ended all thoughts about Reno and Santa Barbara. 
Too bad ‘“Chuck”’ had a dollar double handle machine 
staked out for a jackpot. 


Brick”’ BurKs, DON LINDSAY and ELMO FERRARI 
made the down payment on a new Cadillac at the black 
tables “BUNNY” and JACK GUNTRUM 
seemed content to sit and watch the entertainment at 


jack while 


the Holiday Show Lounge. 


Lots of newcomers this year, among them Mary and 
At BacKHus and AARON RuBING. Coming from afar 
were Mr. & Mrs. KetTrH Dawes of Ogden, also MR. 
& Mrs. DELANEY all the way from Missoula, Mont. 


How about that ? 


The Sim} almost wasn’t. Thanks to tireless 
fforts by ELGIN BURKE, who spent most of his time 
getting a piano player for Friday and Saturday. He was 
getting a pretty local girl, Miss Patty 
INCH, for Friday and on Saturday HERMAN PEAVEY, 
n nearby Sparks saved the evening. BuD 


KONNERSMAN and MICK HALI pounded out excellent 


rony 


rortunate in 
the stationer 


rhythm as usual. Jennie had to mark time while JACK 


SMooT made like GENE KRUPA sitting in for Bud on 


couple or sets 


The sk finally got to our girls Noted Sunday 
lorning at 11 a.m. that ALICE Kerr, ETHEL SHAW 
und FRAN HEATH had kicked off their shoes claiming 
their feet hurt. I'll bet the pain moved up to their right 


Monday 


ERICKSON <¢ 


Also 


Sunday about 11 a.m 


AUGI 
and he hadn't been 


irms on through. saw prexy 


to bed. Said Mabel gave out about 8 a.m. and hit the 
tor a few hours 
From observation I noted at least three winners 
DICKINSONS, ‘Rep’? HAWKE and HARRY ORMAN, 
though I'm sure there were many more. The real 
winners. « ourse, were all who attended the meetings 
und parti There were all ‘full houses 
A big thanks to MARGE and KEN BROWN, MR. & 
: . 
) Mrs. Britt Morris, FRANK Morrie and all who con- 
ributed to make this convention one long remembered 
Congratulations to J. HOwARD PATRICK on his eleva- 
tion to rank of vice-president of Distributors’ Division 
f NSOEA. He will be the next president Count on 
th i9ers to be with you all the way 
BALD FACTS 
ANDY GRANT, our treasurer, tells us our membership 
: s down previous years. Let’s all pull to bring 
/ ) 
tnis up the months ahead 
This is your orrespondent’s first journalistic effort 
ind for future columns he will need noteworthy news 


ms Hi lj Help! 


1d that if I win three times in succession 
I'll get to keep that big red golf club presented me by 


Dick WALLACI 
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TYPEWRITER 
TABLES 


STEMPCO helps you cap- 
ture your full share of the 
profitable school supplies 
market. STEMPCO Type- 
writer Tables, sturdily built 
of kiln-dried hardwood and 
beautifully finished in oak 
or imitation walnut, give 
students extra pleasure and 
pride in typing themes and 
reports. Series 1110, with 
ample drawer and work 
slide-arm, and Series 1100, 
without drawer and arm, 
are equally attractive and 
strong for home, school, 
and office. 

































CHALK 
BOARDS 


STEMPCO Chalk Boards 
serve many uses in school 
and home. They are avail- 
able framed and unframed, 
finished green or black writ- 
ing surface on one or both 
sides, in sizes from 18 x 24 
to 48 x 72. Use with easel 
or hang on wall. 








CLIPBOARDS 


STEMPCO Clipboards are 
rated tops wherever clip- 
boards are used. They are 
nationally recognized for 
fine quality clips, materials, 
and craftsmanship. Avail- 
able in Masonite, Laminated 
Wood, Decoplas Plastic, 
ond Colo-Clipboards with 
colored steel clips. 


WRITE FOR LATEST 
STEMPCO CATALOG 


STEMPEL MANUFACTURING CO. 


HOME OFFICE AND MAIN PLANT 
2830 Roberta Street 


STEMPEL MFG. CO. OF CALIF 
4719S Los Angeles 62, Calif 


Dallas 3, Texas 


Western Ave 
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14th District Notes 


KEN FULLERTON, correspondent 
4623 York Bivd., Los Angeles 41, Calif. 


I am writing this from the great Northwest, specifi- 
cally Bellingham, Wash. During my travels through 
Oregon and Washington I have run into a few travel- 
ers. They were HARRY SHOOK, Stanford Ink Co., Bos 
ANDERSON, now with Marshall Willey Co. and GrorGi 
CHAPMAN, with Delta Brush Co. I was told that Harry 
wasn't as lucky as usual in his pinochle game in Port 


land. 


Congratulations to PAUL West, who has been ap 
pointed the new treasurer of the G.S.T. We hope he 
can get the books straightened out 


BILL AND Doris LASHBROOK are now settled in their 
new home at 241 Wedgewood Dr., Riverton, N.]. 


There were a goodly number of travelers at the 
April meeting of the Southern California Stationers at 
Rodger Young Auditorium. There were also a number 
of wives along to look after their salesman husbands 
Those attending were BuD & GWENN SPANGLER, AI 
& BERNIE ANDERSON, ROE AND MAE POWELL, 
CHARLEY AND TRUTH CONLEY, HANK and Loulst 
LYLEs, EDITH AND DAVE PELZER, VIC AND RUTH HALI 
and Bert Morris and Mrs. Morris 

The men who came alone were BoB LAUTERJUNG, 
DEAN Despiz, Russ JONEs, LOYAL CARLON, BILI 








MONROE, GEORGE FREY, SAM PILZER and yours truly. 
Also present were ANITA LuMMUs and Dorortny 


Biper. Down from the 49ers was Joe MACDONALD. 
Please forgive me if I left any one out. When I started 


to jot down the names I didn’t figure on there being 
so many. The meeting was very interesting and well 
planned, thanks to RUTH GIESLE and PA1 JOHNSON 

This months’ Sunnyside Traveler in the spotlight 
is our third vice-president, “BUD SPANGLER.” 

Bud was born in Kansas City, Mo. in November 
1930. In 1931 Bud's parents felt the draw of the Golden 
State and moved to Pasadena. He attended the Pasadena 
schools. While he was going to Pasadena High, he 
obtained a part-time job at Pasadena Stationery. 

In 1951, Bud joined the Air Force. He spent two 
years in the service rising to the rate of Corporal. Bud 
Says he spent his overseas duty in Texas 

While in the service he married a Pasadena girl 
Bud and Gwenn were married July 24, 1952. They 
have one girl four years old and are expecting another 
one in August 

After the service Bud worked for Schwabacher-Frey 
until that firm closed its Los Angeles store. He then 
worked three years for Jenkins Index Cards. He has 
now been with Universal Paper Goods Co. for a little 
over three years. He covers the Southern California area 
for this firm. 

Dates to remember 


July 6 Baseball Dodgers vs. S. F. Giants 
Sept. 16 Annual summer golf tournament at the 


Irving Country Club in Newport Beach 


HORIZONTAL and VERTICAL 


TABULATING CARD GUIDES 


also POCKETS—FOLDERS—BINDERS 
USED IN ALL TYPES OF 
AUTOMATED SYSTEMS 





A COMPLETE LINE OF HIGHEST QUALITY 











SELF-INDEXING CARD HOLDER 
Provides clear vision ond pro- 
tection of card. All Acetate (10 
Point). Overall size 7%"" x 
ae 0 


Spy, 78 








Smead's Double ay 
insertable { : 
\ Celluloid Tob } ») \ 


Flat-angled 
insertable 
Celluloid Tab 





Pin Feed Inserts 





C ‘ ond Lobels 
Tape Folders al / 
— 
|] Z= 
} | . 
p Lf 
Folders for Filing F : 
. Wallets with 
of Edge Punched Cords \ ieatattn Maier. 


and interpreted copy 


Si mea 
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INDEX GUIDES 


Smead's complete selection of guides for indexing 
tabulating cords will cover almost every require 
ment. If ao special style is needed, it can be tailor 
made for your customer. 











Choice of three materials in Card Guides: Bristol 
for temporary use; Gray Pressboord for long life 
under normal usoge; Vulcanized Fibre for hard 
usage. 








Smead can design and manufacture folders, pockets, of combination 
folders and pockets for filing punched tapes, tabulating cards, and asso- 
ciated documents. Smead offers the advantages of a wide range of fa- 
cilities in paper converting and can incorporate acetates or vinyls to 
resist ‘‘bleeding’™’ of oil from tape. 


d@ MANUFACTURING COMPANY * HASTINGS, MINNESOTA 
LOGAN, OHIO - CHICAGO, ILLINOIS - LOS ANGELES, CALIFORNIA 





OA-7 /60 








TOE 
choice... 





Of 
sales 
apnea 

and 


potential! | 


TELEFUNKEN 600. Versatile new 
“all-in-one” office dictating — 
transcribing—recording machine. 
Self-powered, lightweight, port- 
able. Another outstanding prod- 
uct from Telefunken—world 
leader in electronics. 








Se a P ? 
ioe iddeie ¢ 
. Line te eee 
ek egy 7 
a . P* 
- 
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fg Rabe 


OLYMPIA Precision Typewriters. 
Fully-equipped with the finest 
features for easier, faster, finer 
typing. Precision-built to the 
highest standards in Europe’s 
largest, most modern typewriter 
factory, Olympia Werke. 











PELIKAN Rotafix Duplicator. 
World’s finest low-cost mimeo- 
graph machine. A quality product 
of the renowned Gunther Wagner 
Werke, manufacturer of Pelikan 
Carbon Papers and Pelikan ‘“‘In- 
tensicolor’’ Typewriter Ribbons. 


For complete information write: Inter-Continental Trading Corporation, 90 West Street, New York 6, N. Y. 
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Index Sales Corp. Moves, 
Observes 35th Anniversary 


Celebrating its 35th year of operation required much 
more than the usual fanfare at Index Sales Corp. The 
anniversary date arrived on the same day the company 
started to move to a new location at 518 South Racine 
Ave., in Chicago. 

In the resulting confusion, the “birthday party” was 
restricted to a fast luncheon for the old timers of the 
Organization. It was decided to celebrate both events 
later in the new quarters as soon as the carpenters, 
plumbers, and electricians are out from underfoot. 

This is the third time in the past 15 years that pro- 
duction space has been doubled at Index Sales. The new 
plant facilities include new offices, warehousing ca- 
pacity and adequate production space for the planned 
expansion program. 


Harry Ryan Retires on West Coast 


Harry P. RYAN, vice-president of the Pacific Desk 
Co., Los Angeles, retired from active business May 
10. Well known in West Coast furniture circles, he was 
affiliated with the company since 1934 

Prior to that time, he was connected with the office 
furniture division of the Remington-Rand organiza- 
tion and, for 10 years before that, with Barker Bros. 
in Los Angeles. 








MEET 






“ MILTON BRADLEY COMPANY 
Springfield 2, Massachusetts 
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Howell Plastic Furniture Template 
Available for Dealer’s Use 





A new design plastic furniture template for Howell upholstered 


offered by The 


The 6x9-inch 


and occasional tables, is being 


Contract Division, St. Charles, Il! 


chairs, desks 
Howell Co., 
plastic template is made of frosted plastic to reduce glare and 
has 20 furniture When 
laying out a cafeteria or library involving many tables, one can 
determine how far the tables should be apart when the chairs 


are occupied in sitting position so as to avoid embarrassing 


openings on a one-fourth-inch scale 


bumping accidents in public places. The furniture template is 
used in conjunction with Howell furniture catalog No. 30 
since overall sizes for the various chairs are listed for making 

Interested Howell dealers may order the Howell 
30 and plastic template for $1.00 by sending their 


Contract Division, St. Charles, III 


room layouts 
catalog No 
check to The Howell Co.., 


“THE GAY BLADE” 


FROM SPRINGFIELD 


Every office, studio, 
school a prospect 
for this new line 

of Milton Bradley 
Paper Trimmers 


New auto-lift safety knife. Springs up for fast 
action. Compression lift spring with gentle 
hand action requires little effort to complete 
cutting stroke. 

New cutting blade. Specially treated, finely 
ground tempered steel blade keeps sharp edge 
for years. Needs no adjusting. 

New permanently-aligned ruler and table top. 
Always accurate. 

An all-purpose trimmer. 

Ask your distributor about new Milton 
Bradley Paper Trimmers today, or write for 
free folder. 
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ECSS Began as a Piece of “Blue Sky” 


Space for the Eastern Commercial Stationery Show, 
to be held in the New York Trade Show Building, Oc- 
tober 15-18, is nearly sold out. Now in its fourth year, 
this apparently easy success is the 
result of hard work on the part of 
a group of eastern dealers who had 
a problem and decided to do some- 
thing about it. 

Though successful in the past, 
attaining the goal has not always 
ba been as easy. This is understanda- 

ble, for such is the case of any new 
venture. 

In its conception was the element of “blue sky’ says 
SOPHIA EHRLICH, executive secretary of the Stationers 
Association of New York, Inc., co-sponsor with the 
Metropolitan Travelers Club. “Blue sky’’ is also de- 
scriptive of the function Miss Ehrlich plays at the asso- 
ciation 

When asked what kind of work she does, she an- 
swers that she sells this flighty product and goes on to 
explain that this is what her association, or any other 


Sophia Ehrlich 


association, essentially does. 

Miss Ehrlich defines “blue sky’ as having elements 
of the Code of Hammurabi, the philosophy of Plato and 
the Crusades of the Middle Ages. Translated into con- 
temporary business terms, this means getting competitive 
dealers to cooperate; lessening antagonism and creating 
good relationships with every branch of the industry; 
eliminating unfair competition and unethical practices; 
and doing all this in a legal and proper manner. 

This then is her job at the Stationers Association of 
New York: to sell idealistic resolutions of human prob- 
lems. How does she sell an ideal? In one matter or an- 
other, she says, the aim of members in the industry is 
similar. She capitalizes on this and encourages an ex- 
change of viewpoints, ‘‘to listen so that we can under- 
stand; to speak so that we may be understood; and to 
try each day in every way to make life in the stationery 
industry easier 

She relates that when in 1957 Cart JUDKOFF, then 
president of the Stationers Association, remarked the 
low attendance by eastern dealers at the Chicago show, 
he did some investigating and planning. He found that 
these dealers could not spare their time, personnel or 
money to go to Chicago. 

Confronted with this problem of not having the con- 
tact they wanted with their suppliers, Carl Judkoff, 
MILTON STONE, MARTIN MouLpourR and Sophia Ehr- 
lich started piecing together a “blue sky” dream. They 
would have a show of their own. A poll of the associa- 
tion’s membership showed that they were not alone in 
their thinking. Miss Ehrlich says that when she visited 
the more than 100 members she learned that: 

‘They all wanted it, they would all attend with their 
personnel. This mandate from the membership gave the 
idea more impetus, and when at our invitation the Met- 
ropolitan Travelers Club joined us in sponsorship, an- 
nouncements went out that a new show was being 
born.” 

Then came the job of selling this piece of “blue sky”. 
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One of the ways this was done was to draft a letter 
of intentions which would be mailed to 100 manufac- 
turers. Miss Ehrlich took copies of the letter to dealers 
in New York and waited while each one signed his 
name 100 times. 

“Even if the manufacturers never joined our show,” 
she says, “we knew that we had something priceless in 
New York — the ability to get the cooperation of our 
dealers when it was needed.” 

The selling of the idea, as is now history, was suc- 
cessful and has been increasingly so since that patch of 
“blue sky’’ was brought to earth four years ago. 


Offer New Fixtures To Help 
Merchandise GrayLine Books 


A new way to merchandise manifold books in retail 
stationery and office equipment supply stores has been 
offered by Wilson Jones Co. 

Jack Linsky, president and chairman, said the com- 
pany has developed new point-of-purchase fixtures for 
display of a revamped line of GrayLine manifold books. 

The handsome, natural-finish fixtures will be given 
free to Wilson Jones dealer-customers, starting in June, 
who purchase a selection of the forms. The GrayLine 
manifold books are used in virtually every kind of busi- 
ness transaction. 


The fixture displays more than 100 books. Business- 
men can select their titles as easily as a housewife picks 
items off a supermarket shelf. 

Linsky said the fixture, which takes up only 37 by 19 
inches of floor space, will give retailers an opportunity 
to create a separate business forms department in their 
stores. It stands 52 inches high. A distinctive Wilson 
Jones name plate extends another 10 inches. 

He said that covers of the manifold books were rede- 
signed to make them stand out better on open display. 
Large identifying titles and stock numbers also simplify 
reordering by the consumer. 

Another innovation is a die cut “TV window’ on 
serially-numbered books which enables the user to see 
at a glance the starting number of the book. 

By joining two or more of the units, each worth $75, 
a dealer can arrange the fast-moving manifold books 
in a strategic location—even in an otherwise non-pro- 
ductive spot such as around a pillar. Hinges are mounted 
on the fixtures so one or more can be joined, back-to- 
back if desired. 

The GrayLine merchandising program is the fifth 
step inaugurated by Linsky to build dealer confidence 
since he became chief executive of the leading business 
forms company in November, 1959. 

Other steps include the move of Wilson Jones’ fin- 
ished goods inventory to its Chicago manufacturing 
plant for faster service to Midwest dealers; start of 48- 
hour service on orders of in-stock items; an increase in 
the stock of finished goods to cut back orders, and 
publication of a 400-page catalog of ‘Record Keeping 


Essentials.” 
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English Firm 
Opens Branch in 
Manchester 


D. Matthews & Son, Ltd., office equipment and sup- puts the firm in the midst of one of the largest popula- 
tions in the world. Within 40 miles of one another, the 


ply dealership in Liverpool, England, recently opened 
three outlets encompass approximately 12 million 


a new branch outlet in Deansgate, Manchester 
people. 
) . >wre . " ) ar- - . ° y+ 
Davip MATTHEWS, director of the 112-year-old D. Matthews & Son, in selling new office design, has 
family firm, says this new store, in association with the been instrumental in bringing about the office ren- 


home store in Liverpool and another branch in Leeds, aissance in England. 


Wi A é THE AY OFFICE FURNISHERS 


ABBESS DESK. 


OA-—7 /60 


My ce a NS I ee cee r= 





 AN"A” GRADE LINE 
AT "B" GRADE PRICES 











e 5 Lines of Desks 
© 2 Lines of Files 
@ 2 Lines of Tables 


TO MEET EVERY NEED... | 


A COMPLETE LINE OF 

STEEL OFFICE FURNITURE 

BUILT TO MEET THE MOST 

EXACTING SPECIFICA- WRITE TODAY FOR FREE CATALOG 
TIONS 


PRICED TO MEET THE Siatebon STEEL DESK & FILE CO. 
MOST LIMITED BUDGET 


4718 WEST FIFTH AVENUE - - - CHICAGO 44, ILLINOIS 
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another FIRST with 


FASTER SERVICE 
for YOU, the dealer... 





...0n custom snap forms! 


You no longer need be confused by complex 
ORDER FORMS, PRICE SHEETS and QUOTATION 
RESPONSIBILITIES—plus the LONG WAIT for 
confirmation ! 


ROGERSNAP now services dealers with NEW 
EXCLUSIVE “RUSH-UP 24-HOUR QUOTE 
SERVICE” . . . and we pay the AIR POSTAGE 
both ways! Write NOW for your special RUSH-UP 
kit and stickers. 


If you aren’t already a ROGERSNAP represent- 
ative, ask for our dealer plan on how YOU can 
make more money easier with FASTER service 
to your customers. 


OGERSNA 


BUSINESS FORMS 


DALLAS 7, TEXAS 


P.O. BOX 10425 














Comptometer Purchases Tex-N-Set 
Division 


Comptometer Corp. has announced the purchase of 
the assets and business of the Tex-N-Set Division of 
Dudley Hodgkins Co., Inc., Arlington, Tex 

Tex-N-Set, a manufacturer of continuous and one- 
time-carbon business forms, serves the business com- 
munity of the growing southwestern United States. 
Its activities will be co-ordinated with Comptometer’s 
Business Forms Division under the direction of H. R. 
SALISBURY, Comptometer vice-president, who _head- 
quarters at the Lincoln, Neb. offices of the division. 

The acquisition of Tex-N-Set is another step in 
Comptometer’s program to increase its participation in 
the expanding business forms industry. 


Shoes Sold from Office Chairs! 









« es Fe »- nal 
SHOES THROUGH THE AGES have been sold from benches 
boxes and barrel-tops but seldom from office chairs. A Phil 
Commercial Office Furniture 
smart seating, usually found in offices, and stylish footwear be 
longed together — result, the new shoe store of I. Sabel, Inc 


equipped with Jasper 


Victor Visible Serves Oakland Firm... 


% 


decided that 


adelphia_ dealer 


Chairs 





The R. H. Miller organization of Oakland, Cal. and its instal 
lation of Victor visible listing index equipment is shown 


above. This system is used as an alphabetical cross reference 
to investors’ mames and account numbers 
are kept. Started some 12 years ago, the present equipment con 
sists of nine rotary stands and three desk stands holding 1,233 
capacity of 293,000 listings. Additional equi 
ment is being prepared for current expansion 

The installation was initially made by Howard Compton 
Townsend & Co., and is now being served 


Mendell’s Office Furniture, Oakland 


' 
by which accounts 


frames with a 


formerly of James I 
by Townsend's successor 
Cal 
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New Book Tells How To Get a Job 


If you lose your job, what do 
you do first? 

What do you say during a job 
interview ? 

Do you dare “‘invent’’ references 
in the hope that they won't be in- 
vestigated? If so, how far can you 
go? 

If you have no experience, how 
can you get a job? 

An extraordinary book, just published, answers all 
the questions and uncertainties that attend looking for 
a job, changing jobs, trying to get a raise, looking for 
part-time work every aspect of employment. 

Titled, “‘How To Get A Good Job,” the book is 
authored by H. M. WINTER, former president of Pepsi- 
Cola International, and ARTHUR J. WIECHELS, noted 
vocational counselor. Already an accepted text with vo- 
cational schools and employment agencies, the book 
carries the unusual offer of a full refund if the reader 
does not get a good job as a result of applying its prin- 





iples 
Copies of the book are available at $3.95 from 
Winter & Wiechels, College House, Harvard Square, 


Cambridge 38, Mass 


Keener Rubber Launches Expansion 


An expansion program which will nearly double 
present manufacturing space was launched recently by 
Keener Rubber, Inc., Alliance, Ohio 

Announcement of the 5,000 square foot addition to 
the firm's modern facility was made by KENNETH B. 
MILLER sident, and O. R. HERRON, vice-president 


in charge of sales 


When the present Keener plant was constructed 
than three years ago on N. Rockhill Rd., 
it was estimated it would be sufficient to handle the 


slightly mor 


firm's growth for the next 10 years, Miller noted 
the quick acceptance of the rubber band 
firm's products has necessitated much 


Howeve r 
manutacturing 


earlier expansion 


‘Guides To Competition’ Available 


Guides in Free and Fair Competition” is the title of 
a new 45-page manual written especially for manufac- 
turers, wholesalers, and retailers in the stationers’ prod- 
ucts industry. A copy may be purchased for $5.00 from 
the Wholesale Stationers Association office, 1609 Sher- 
man Ave. (308), Evanston, Ill. Members of WSA are 
entitled to one free copy. 

This book is designed to help eliminate destructive 
trade practices and confusion over anti-trust definitions. 
The pages are a survey of alternatives in distribution 
policies methods for preventive and corrective 
measures. The ‘Guides’’ portray a coherent anti-trust 
policy and seek to do away with uncertain anti-trust 
standards 
tion of the manual takes up the subject of 


Federal Trade Commission trade practice rules. 


( ne Sct 
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Mosler Devices Featured in Movie 


Flan, 7 We 





Columbia Pictures’ new release, “Man On A String” adapted 
from “Ten Years A Counterspy,” a book by Borros Morros de- 
scribing his experiences as a spy for the Federal Bureau of In- 
vestigation, uses many products developed by Mosler Research 
Products, Inc. Here, Frances J. Mattes, (right) a former special 
agent for the FBI, shows Morros how an MRPI “sweeping” 
device is used to detect illegal listening devices. Now director 
of the Mosler protection advisory bureau, Mattes works closely 
with businessmen, police, and other governmental officials on 
security problems utilizing Mosler equipment 


New Handbook of Office Planning 


A new book published this month, Office Building 
and Office Layout Planning by KENNETH H. RIPNEN, 
provides practical aid on all aspects of planning and ad- 
ministering office space for efficient operation. 

Included is information on determining the amount of 
space required for various kinds of office work, making 
the maximum use of space, lighting, partitions, color, 
and other factors involved in effective offices and office 
buildings. 

The first half deals with the planning of offices and 
office space administration. Specific help in working out 
space requirements and maintaining proper space stand- 
ards is given. The remaining part covers office building 
and construction, and the decisions that management 
must make in its choice of new office space—whether to 
build or rent, site location, selection of an architect, how 
to modernize an existing building, etc. The book makes 
clear how the integration of functional, physical, struc- 
tural, and mechanical elements can bring about truly 
contemporary and efficient office buildings and office lay- 
outs. 

The author has headed his own firm of architects for 
the past 30 years and is well known for his work in the 
specialized area of office building and office layout plan- 
ning. 


Published by McGraw-Hill, it sells for $10. 


Bedford Joins George B. Graff 


The George B. Graff Co. announces the appointment 
of SHERMAN BEDFORD as manager. 

Mr. Bedford, a former district sales manager for Esso 
Standard Oil Co., will concentrate his interests on pro- 
duction, sales promotion and customer service. 








———— ee 
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OFFICE PARTITION-ETTES 


Arnot Partition-ettes by Royal origi- 
nated with the modular concept of of- 
fice design. No other line in the field 
has since concentrated or specialized 
to the same degree. The diversity, econ- 
omy, and flexibility of product resulting 
from this experience is Arnot’s alone, 
but can be yours. Partition-ettes are an 
integral part of the exciting modular 
concept of office design and only Royal 
gives you such flexibility, such com- 
pleteness, such quality! Write for all 
the other features that make Arnot 
Partition-ettes PROVEN! 


@eeeeeoeeaeoeaeeee202e0e8ee 
Arnot Furniture Division 
ROYAL METAL MANUFACTURING CO., 
Dept. 6G, One Park Avenue, N.Y. 16, N.Y. 


Please send me the Partition-ette® story. 
ES 
I * 
a — 
et _Zone State 





OFFICE FURNITURE 


Cottonsmith Uses Working Showrooms 





Dealers and their decorators use these “Working Showrooms 
located in the Johnson & Cotton Building in Winston-Salem, 
N.C. to view the Cottonsmith-Fleetline furniture in an attrac- 
tive setting. Rich wood paneling, dramatic lighting, room 
dividers and accessory pieces complete the offices with the 
furniture. 


Baird Retires after 40 Years 


GEORGE H. BairpD retired as president of Trick & 
Murray Inc., Seattle, Wash., May 1. He had been 
with the office supplies, furniture and printing firm 
for 40 years, 

Baird was succeeded as president by W. Bruct 
JONES, former executive vice-president, who acquired 
the business from the Trick estate in 1956. 


Hedges 


makes the 
grade 
with the 
school market 





wood tickler files in ook, 


walnut and mahogany steel card files 






Hedges 


1441 Circle Avenue 
’ Forest Park, Illinois 


wood and composition clipboards 
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Letterex Bond Goes to Ed Barnett 





Atlas Stationers in Los Angeles recently had the pleasant sur- 

ise of opening Letterex’s three-millionth box, in which was 
found a $100 savings bond. Ed Barnett (right) is presented 
the bond by Milt Maliniak, Letterex product manager of Atlas 
Stationers. It was awarded to Ed for selling the greatest number 


f new Lettere 


x accounts in April 


Allread Joins Fort Wayne Firm 


RICHARD L. ALLREAD has joined the sales staff of 
Office Interiors, Fort Wayne, Ind., of which Mrs. 
CAROLYN BUXBAUM is now president, succeeding her 


late husband 


A Royal Guard For 


Dealer Protection 




















Edsal . . . defender of the dealer . . . protector 
of the consumer . . . offers maximum security 
to the consumer. . . price, service and preci- 
sion quality that direct sellers can not match. 


As manufacturers and designers of shop and 
material handling equipment with top notch 
dealers as close as your phone. . . Edsal can 
meet all your requirements with a minimum of 
delay, a maximum of savings. 


== 
aoe 
ae t 
. om ¢ 
Tf 
ha 
ia 
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DEALERS: WRITE TODAY FOR FREE CATALOG 
AND PRICING INFORMATION. EDSAL SELLS ONLY 


— THROUGH DEALERS 
SS — 






- 
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TOOL STANDS, SHELF 
TRUCKS, STOCK CARTS, 
of heavy gauge steel, f 
nest casters, many com 
binations 


WORK BENCHES, individ 
ual or endless, durable, al either KWIK-KLIP or stand 
ways level, have exclusive ard nut and bolt. All 
ribbed decks and presd sizes, open or closed or 
wood tops bin type 


Best....by Design 


3817 S. RACINE AVE. 
CHICAGO 9, ILLINOIS 


SHELVING, the BIG line, 
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MAKE THE 60°S SAFER with 
SCHWAB’S “New Look’’ SAFES 


“Rugged Quality 
Since 1872” 


The same high quality line 
Redesigned, Modern Styling 
and Colors. Complete line of 
Insulated Products. 


Model 1842 CT 20 Pictured 
here is one of many SCHWAB 
Models with the "New Look". 


Over-night service from near- 


by warehouse. 





Dealer inquiries invited. Write or wire today for complete 
information and prices. New literature available just off the 


press. 


“Our Products are your SAFE Protection” 


SCHWAB SAFE CO., INC., Lafayette, Ind. 











NEW! All Purpose 14%.” PAPER CUTTER 
SAFE... ACCURATE. ..STURDY...EASY TO OPERATE 


At a Sensational Price 


Only $139 50 cist 














HEAVY DUTY 
PAPER PRESS 
FULL WIDTH 
ADJUSTABLE 
BACK GAUGE 


CUTS 1%” 
THICKNESS 


PORTABLE 


NO STAND 
REQUIRED ; 

WICKEL-PLATED 
AUTOMATIC ae 


SAFETY DEVICE 


- 


DEALERS . . . HERE'S a MONEY MAKER for YOU! Sales of the 
NEW HOMS M14 All Purpose Paper Cutter are moving up so 
fast we've increased production to meet demands. Beautifully 
designed, precision engineered and with many features matched 
only in higher priced cutters the sensationally priced HOMS 
M14 is a substantial profit opportunity for you. Here are some 
of your prospects: Business and Industry + Stationers 
Advertising Ageucies * Banks + Colleges + Schools + Hospitals 
insurance Companies «+ All Types of Printers + Photo Finishers 











PHONE, WIRE or WRITE TODAY RTECS « L@) i, SeTT 
for full information on the M14 and 1314 ROLLINS ROAD 
many other HOMS Office Products. CALIFORNIA 


BURLINGAME 
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Deaths 


Ernest E. Hayes, 


75, former partner and secretary-treasurer of the Newell 
B. Newton Co., Toledo, Ohio, off quipment firm 
died May 14 in Toledo Hospital He was ass ited 
with the Newton firm for 15 years, until he retired 10 
years ago. 

Earlier, he served as assistant government paymaster 
in Panama from 1906 to 1913, during the construc 
tion of the Panama Canal. His widow, Gertrude; 
daughters, Mrs. Frederic B. Smead, Toledo; and Mrs. 
William S. Fisher, Milwaukee. rour gt inde hildren, two 


sisters, and a brother survive 


Joseph B. Druffel, Sr., 


56 died recently in Dayton, Ohio, where he had lived 
for 18 years. He had been a salesman for Smith-Corona 
Marchant, Inc. His widow, Frances: daughter, Mary 
Frances Druffel, and two sons, Joseph B., Jr., and 
Thomas H., all of Dayton; a sister, Mrs. Rose Saner, 
and brother, U.S. District Judge John H. Druffel, both 
of Cincinnati, survive. 


Howard N. Garretson, 


ye retired Dallas representative for the W oodstock 
Typewriter Co., died recently in a Dallas, Tex hosnital 
following an illness of about two months 





Ideal Swedish Secretary Greeted 





A 10-day vacation in New York City is the prize won by 


brunette Birgit Willegard, shown being welcomed by Karl 
Siewert, president of Facit, Inc. Voted the “ideal Swedish s« 

retary na recent 1ationwide competition held in Swedet 
Birgit was selected frot over 200 participants Her husband 


ASEA Co., where she also works 


is an engineer with the 


secretary 


R. N. Comer Promoted in Toledo 


ROBERT N. Comer has been promoted to Toledo 
Ohio, branch manager of the Dictaphone Corp. to suc- 
ceed ROBERT PARKER, recently advanced to assistant 


manager of the Chicago district. 








"S HERE 


Greatest 
Achievement 
since the Birth 
of the 


Typewriter | 
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Only one spool necessary for all 


CO ale IES 
“UNIVERSAL” 


TYPEWRITER RIBBON 


NEW! REVOLUTIONARY! 


ALL IN1SPOOL 
FITS MOST ALL TYPEWRITERS 
Manual, Electric, Domestic and Foreign 


One ribbon fits most ALL portables 
No long inventories 

One spool fits most ALL models 
Nylon, silk, cotton ribbons 

Inking, all colors and densities 
Unconditionally guaranteed 

New packaging — Zip Tape, 
cello-wrap assures factory freshness 


Write, wire or phone orders in TODAY — 
Milltown 8-123? EW YORK WOrth 4-7890 


LEEDALL PRODUCTS mc 


MILLTOWN NEW JER $a 
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Arthur Ames Heads Sales, Advertising 


ARTHUR H. AMES was elected vice-president in 
ars sales and advertising of the Ames Supply 
Cs ef [ May 1 


Mr. A background in serving office machine 

rs makes him well qualified for his new post 

Sir Ma 959, he served as sales manager of the 

Chicago off Prior to that time, he was manager of 

ie Det ff and has been with the Ames Supply 
{ 

He is | g the position which was held by E. W 
STAATS for the past eight years. After 27 years of loyal 
service to the Ames Supply Co., Mr. Staats retired to 
make his hor in Florida. Before coming to Chicago, 
he had set 1 as Vice president of the eastern division of 


Sturgis Wins Mead Award 


The six page full color brochure describing Sturgis 


all-purpose fiber glass chairs has been selected for a 


Mead Award in national competition for fine printing 
The citation reads in part “. . . the brochure was 
rated highly for its imaginative and arresting design, 


the fine illustrations of the various models, and 
the thoroughgoing manner in which every detail of con 
struction is clearly set forth.” 

Mead Awards are sponsored by Mead Papers, Inc., 
manutacturers ol printing papers. 

The brochur 
Agency and printed by Blade Printing and Paper Co., 
both in Toledo 


was designed by Blaco Advertising 


Ohio, for the Sturgis Posture Chair Co 


Boling’s 5600 Series—-The MODAN—is but one 

group in a long line of business chairs that meets every 
need for solid comfort, tasteful design and long 

lasting construction. Offered in a combination of top 
grain leather or Elastic Naugahyde with Gros Point or 
other selected fabrics over foam rubber. Available 

with interchangeable cane or upholstered backs. 





No. 5658-UB 


Chairs for all business 


Our 


56th BOLING CHAIR COMPANY 


Year SILER CITY, 
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13-UB No. 5611-UB 





Signs Detroit Business Show Space 


INEA 


pa ae 


Miss Virginia Stone, newly-appointed general manager for 
the 1961 Detroit Business Show to be held next year at Cobo 
Hall, is pictured receiving her first signed contract for booth 
space from William Oberfelder of the Roneo Division — 
Frankel Manufacturing Co. Looking on is Irving T. Ober- 
felder, William's father. More than 20 contracts for booth 
space in next year’s show were signed during the recent 
three day business machines and equipment show. 


Robert John Offices Combine with Plant 


Robert John Co. announces that its executive offices 
are now confined with the manufacturing operation at 
821 N. Second St., Philadelphia 23, Pa. Telephone num- 
ber remains the same, W Alnut 3-2330. 


_ ———EEE = —————— —_———» 


NORTH CAROLINA 








No dents, scratches or scuff marks 
on furniture built for... 


Lifetime Beauty 


ih DENSIWOOD*" 









Specify wood office furniture safeguarded from dents 
scratches, jagged edges at critical wear points (edges 
center posts, moldings) with diamond-hard, compressed 
Densiwood. Easy on the nylons! Easy n the eyes, too! 
For Densiwood is real wood, with a f wood’s incom 





parable warmth, beauty, graining 


Densiwood is used by many of America’s leading manu 
pe tA dh 

facturers in fine desks, library equipment and other 
commercial furniture. Write for list today 


DENSIWOOD See our exhibit at 
Lundstrom Laboratories, inc. Designer Displaycase 
200 Smith St., Herkimer, N. Y. | Park Ave.. New York City 


STA-TITE 
Office 
PRINTING OUTFITS 


Featuring the most versatile 
rubber type made... for make- 
your-own rubber stamps... 

* SELLS ON SIGHT! 
* SO PRACTICAL! 


* SO ECONOMICAL! 








STA-TITE RUBBER TYPE for use with flat, rocker, roller, self inking 


peg or hand stamp mountings, and hand stamp presses. 


STA-TITE TYPE all sizes and styles locks easily in STA-TITE CUSH- 
ION BASE. All sizes, V,"" face or larger, can be inter-mixed and 
inter-changed on any mounting. 

STA-TITE TYPE requires only fingertip pressure for arranging copy. 
STA-TITE TYPE is non-slip, non-skid. Will not shift or move. Assures 
positive positioning for marking use. 

STA-TITE TYPE is self-aligning. No tools or special spacing needed. 
STA-TITE remains instantly, easily interchangeable 


GREATEST SELECTION OF SIZES AND STYLES plus LIBERAL 
PROFITMAKING DISCOUNTS. Write for 2 color catalog. 


CONSOLIDATED STAMP MFG. CO., INC. 


ALLAS« ANGELES » NEW YORK CITY « SPRING VALLEY, N.Y. « TORONTO 
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OA Design Round-Table 


continued from page Al 


ing by furnishings within the space. When working 
with the heavier pieces, you have to arrange to 
achieve a balance so that the room doesn't list. This 
can be done in many ways, but I usually work corner 
to corner; to get the corners of my room to balance. 


Cihlar: If you have a desk in one corner, then you 
offset it with equal mass in the opposite corner? 
Gordon: It's often that there will be a door opposite 
the desk corner, which will unable you to do just 
that. You obviously can’t put a sofa or chest along 
a wall that constitutes a traffic lane. But, you can 
achieve weight to balance that mass of large furni 
ture by presenting a large picture grouping on the 
opposite wall. My point is that after establishing the 
needs or a room 
such a way that it is balanced, whether the balance 


the room should be arranged in 
be formal or informal 


Dennis: Could I pose a problem? Bill, what do you 
do in the case of a firm that has a policy of standardi- 
zation? I’m thinking of a firm that gives a junior 
executive an office that consists of a desk, a swivel 
chair and three side chairs; the vice-president will 
also get a lounge chair; and finally the president gets 
a sofa and end table. Let's say further that you have 
a very large corner room in addition to this restricted 
amount of furniture. What do you do then in terms 


of balance? 


Gordon: I think the important thing is to distribute 
the pieces that your budget will allow in a balanced 


fashion 


Dennis: As you might have guessed, we have a case 
similar to what I've described. This monstrous room 
really requires about twice as much furniture as is 
budgeted There is no balance to be achieved. 


Cihlar: Could you fall back on your lighting? Maybe 
use a spotlight to accent a picture grouping in a corner 


of the room which is short on furniture ? 


Gordon: You could do it with color and/or lighting 
But I'm assuming that the problem room would have 
to be at least 20 feet by 28 or 30 feet, and that's an 
odd-ball situation. If it were an 18 by 15 foot room, 
with the number of pieces you talk about, I don't 
think you have a real problem. My point is that you 
have to balance a room, granted of course that you 
have a proper budget and company policy to worl 


with 


Cihlar: In other words, if the room were supported 
on one point in the center, you should distribute 
your weight and mass, keeping in mind that color 
also exhibits these qualities, around the floor and wall 
space. Bill, you said you generally work off the diag 
onals. Do any of you work wall to wall 


McPherson: I lay out my office in plan, thinking 


OA-—7 /60 








of the four walls balancing rather than the corners. 


Dennis. That's a good point that I think should be 
restated. Anyone who is going to do a designer's 
job should always lay out his furniture on paper 
puts the furniture into the room. Many 

into an office, look at it, and say, “Sure 
a 60x30” desk will fit in here and so will such and 
such Or 


be rore he 


people xO 


they try to walk it off, instead of laying 
it down on paper first. With so many manufacturers 
offering templates, it’s so easy to work at 14” scale 


and avoid lot of mistakes and avoid taking a lot 
back. An extenuation of this thought 


concerns that designer who is doing a crowded gen- 


or furniture 
eral office. Even with paper, pencil and scale, he will 
put down a row of file cabinets and forget the draw- 


ers open 


Gordon: Speaking of file figuring, don’t forget to 
allow the necessary 1 16” for two files to butt to- 


pe ther 


McPherson: If you get down to figuring that close 
to get files into the allotted space, that 1/16” might 
break you at times. In such critical space limitations, 
you can figure 15” to the file if you butt them prop- 
erly by bolting them together. 


Cihlar: We've been talking about balancing your 
mass and color; how about line? Do you make any 
attempt to balance your vertical and horizontal lines 
throughout the room? 


McPherson: I think it’s a general rule today to hold 
to desk height for all accessory items, end tables, etc. 
At least, I try to keep all surfaces at this same level of 


working height. 


Cihlar: That sounds like a good idea, but what I 
had in mind was the balancing of your visual lines. 
How do you offset the horizontal character resultant 


from a long flat top desk and a credenza? 


Gordon: I think a well executed office is the har- 
monious composition of verticals and horizontals. 
The architectural features often play a big part here. 
If you have a very long wall and a narrow wall on 
either end, to me it is desirable to come up on that 
long wall with a high piece simply to establish a bal- 
ance. Generally a desk is considered your greatest 
horizontal line, often further accentuated by a cre- 
denza. With this established line, before I start 
thinking of any further horizontal elements, I look for 
vertical ones, a serigraph or planter, for instance. 
Collins: We do create height and balance line with 
essories, plants, pictures, draperies, etc. Your win- 
dows and doors play this same role Too often, we 
bout them. I think it is desirable and should 


rorget 

be sought that these two elements, horizontal and 
vertical, be in balance throughout the room. One way 
I like to look at it is to walk into a room and close 


my eyes. When opening them, if I see one, particu- 
lar area the room quicker than | do the overall, 


whole ture, then there's something which is play- 
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ANCO WOOD SPECIALTIES 





NO. 350 
PRESENTATION 
EASEL 


TM cegieered 


At last, a well constructed, 
reasonably priced lecturer's 
easel...which won't tip 

over! For sales presentations, 
lectures, demonstrations, 
displays. 


$25.00 ListPrice 
FOB: Glendale, L. I. 
EASELS MADE OF WOOD STAND UP BETTER! 


@ 28” x 36” chalkboard with padholder @ 2 28” trays (2nd 

tray for storage) @ Easy height adjustment: 44” to 80" @ 

Portable @ Compact @ Solid construction @ Attractive finish 
Please write for literature mentioning this publication. 


INC 








A proven way 
$ to accumulate 


$ money 






















STEED 3 <7RONG 


COIN HANDLING SUPPLIES 


Sold exclusively through Stationers and 
Office Supply Dealers for over 40 years 


COIN HANDLING ACCESSORIES 
Seal Presses * Legal Seals * Downey Change Ti 
Teller’s Moisteners * Currency Racks * Manvel Colm 
Counters * Packaging Trays * Linen Shipping Tegs 
Steel-Strong Coin Trays & Lift Pans 


COIN WRAPPERS 
Old Style * Rainb * Aut tic * Duszitall 
Kwertet * Tubular * Gunshell 





BILL STRAPS 
Federal * Colored * Banding 







Write for informotion! 





. DOWNEY CO. BCL LIL 
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H WASTE BASKETS MODERN ATTRACTIVE 


ALL PLASTIC EXTE- 








RIOR AND roP 
EDGES 
Available if plastu 
grain solid 
‘ 
» on onsignment 
Dect to return after 
Ins yn 
NJ ' 
Hi ‘oe X 
i ¥ t List 
| $12.90 
| W +} 
| tJ oO” 
| I I H t 
w ” List P $11.90 


TURLAN MANUFACTURING CO. 





eiT FOLDS 

eit SCORES 

eit CAN SLIT 
or PERFORATE 


WITH or WITHOUT 
FOLDING 


THE PRINT-O-MATIC Co., INC. 


4 W. WASHINGTON BLVD © CHICAGO 6 iLL 





CuRManCo 


STEEL 


. ae 
pee aq LETTER SonTER 
— 






Helps the busy office worker sort the incom- 
ing and outgoing mail. Inwardly sloping 
shelves increase capacity and keep contents 
from sliding out. Ample shelf clearance and 
newly designed slotted shelves allows quick 
sorting, insertion and removal of papers. No 
Corner posts to dodge. Electrically welded 
into one sturdy unit 


COLORS 





: over so NO. 202 — LETTER SIZE — 2 TRAY.$4.00 
pcs QUALITY NO. 203 — LETTER SIZE — 3 TRAY.$5.25 
ST GREEN ITEMS! NO. 204 — LETTER SIZE 4 TRAY.$6.50 
OLIVE GREEN NO. 205 — LETTER SIZE — 5 TRAY $7 50 


OFFICE GRAY LEADER IN THE FIELD FOR MORE THAN 43 YEARS! 


eats" CURRIER MFG. CO. INC. sss 





SEEING IS BELIEVING 


Ask your salesmen to carry a sample of Barkley’s MAGNI- 
FYING Index Tab to SHOW their customers how it speeds 
up File Look-Ups. For FREE sample packet write to 


C. L. BARKLEY & CO. ¢ Founded 1921 « Dept. OA-7 


1220 W. VAN BUREN ST. © CHICAGO 7 © ALL PHONES MONROE 6-706! 















and only 
Sure-Rite 
has it! 


Look for the stencil 
with the patented 
Red Dot Seal Tab! 


THE RED DOT 
~a Write for full 
MEANS A LOT. ty echo and 


free sample. 





American Stencil Manufacturing Co. 
2714 WALNUT STREET « DENVER 5, COLORADO 


More and More Leading Draftsmen, 
Accountants and Artists 
are INSISTING on [ 7 


“/ua- Petal 


LEAD POINTER 





For Perfect Lead Points — 
Blunt to Hairline. Two Models. 
Standard Model gives you points up 
to 4%” long without breaking. Just 

insert lead and rotate lid. 
Write for Literature and Dealer Prices. 





~ 


Variable Taper Mode 
lets you dial the taper 






you won. 
SHORT <== 
LONG 


ELWARD MANUFACTURING CO. [een 
Baker Street & Coloma, Michigan BETWEEN 




























Write for Dealer 
Literature & Prices 


HARDBOARD FasricaTors, inc. 


59 BRANCH ST * ST tours 7 MO 








Loose-leaf envelopes 
punched; card-holders, 
any size; menu covers 
factory record pro- 
tectors; tag holders 


bill-fold envelopes 





stamp contamers, etc 


NM A Fe 4 | me) 902p S. Wabash Ave. Chicago 5, Ii! 
MANUFACTURERS OF CELLULOSE ACETATE PRODUCTS 


Made of acetate 





flame resistant) 





transparent cellulose 


We build to fit your 








particular need 


Write us details. 
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ing too strong an accent part. There are times when 
I have seen a picture on the wall, for instance, before 
[ saw the man I came to see. Color can often be used 
to correct this problem. If you have a high piece on 
one wall, you can use a strong color opposite and 
balance their weights. All of these elements, textures, 
olor, materials, lines, must be worked one against 
the other to blend, to harmonize. 


Cihlar: Going back to the example that Marge put 
forth before in which you have a large room and a 
small amount of furniture forming a mass in one 
corner, could you offset that mass by putting a spot- 
light in one corner to distract the attention, to force 
the eye and interest of the participant to another 
Collins: You could very inexpensively put one, two 
or three plants in a corner, put a spot on them, and 
create a very pleasing effect. Or, on the opposite side 

the room, you could have your draperies with an 
inexpensive cove lighting, creating a mass of light 
which would counter the heavy grouping furniture. 
There are many things which psychologically create 
a felling of You could have a 


countered by a fire-engine red wall. 


mass large credenza 


Gordon: One point to keep in mind when handling 
horizontal and vertical balance; in drapery, if the de- 


Signer uses 


1 pattern with a vertical stripe, he is ac- 


entuating the height of the room. If you have a 


high ceiling, you would want to use a horizontal pat- 


rn that would break that height 





McPherson: 


easier tt 


Another characteristic of line is that it’s 
than it 
A horizontal patterned drapery will get 


uintain a vertical line is a hori- 
zontal on 
to looking wavy, whereas a vertical pattern will tend 
hang 
Gordon: The unpleasant proportions of tall, narrow 
windows older buildings can be decreased by ex- 


iding eries beyond the opening 


Cihlar: With 
s safe to suggest the designer function in 


all of these thoughts in mind, would 


this way: He should anticipate w hat he wants to do 


first of stablish his limitations and then try to 
find solutions to the problems encountered by the 
, 

Collins: You said, what he wants to do.” To be 

me a designer he has to have the capability of un 
lerstanding, or trying to discover, exactly what the 

ent w s. and then to functionally and aesthetical 
ly rn out finished product that makes the client 
happy. Today, I think, there is a wonderful oppor 
tunity just this at a reasonable price with exist 

g Though the opportunity is there, there 
s one | problem that faces the designer. That's 
m the client's confidence. A salesman al 
ways has ind so forth to get back in, but the 
lesigner has only confidence. To keep this he has to 
thoroug! know all of his products and not try to 


Il the customer short 
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SUPERIOR 
TYPEWRITER 


. ers 


TYPEWRITER CO 


* New Y k 


SUPERIOR 











Users VOLUNTEER 


—BEACH'S 


"We have found them 
to be ideal for our trav- 
eling men so they can 
keep neat and accurate 
accounts of their expen- 
ses." (Unsolicited from 
a large firm in Albuquer- 
que.) . . . Are YOU 
using the SALES LEADER 
to build steady repeat 
sales? 


Preference in 






Samples, Prices: 


BEACH PUBLISHING CO. 
19829 W. McNichols, Detroit 19, Mich. 




















“Columbia chairs 
make 
good barber chairs 


> 





..but my daddy says they're 
the very best for his office” 
P.S. They’re best for dealers too! 


Full line, all styles and price ranges. 
Write for more information. 


COLUMBIA-HALLOWELL Division 





JENKINTOWN 79, PA. or 
SPS WESTERN, SANTA ANA, CAL. 
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TWA Intercontinental Boeing 


SHAPE: Almost like a ball point pen. 
Wonderful in “feel” and balance, so 
easy to handle and use! 
STYLE: Smart, transparent polyethylene 
holders, with pocket clip or whisk brush 
for typists. 
SIZE: Luxury rubber cores — over 4!/2" 
long. 
SPEED: The smoothest, finest, fastest 
erasing ever originated to gratify your 
customers and speed your sales. 

EXCEPTIONAL QUALITY 

RUBBER TEXTURES 
FOR ALL ERASING REQUIREMENTS 
MULTI-PURPOSE ERASER 
NO. 855 TWIN JET. Brand New! 
Double ended, contains both gray and 
red rubber cores, each over 2” long! 
Gray rubber for erasing typewriting, 
business machine writing, ink; red rub- 
ber for pencil erasing and cleaning. 
With pocket clip. 
FOR ERASING INK, TYPEWRITING, 
BUSINESS MACHINE WRITING 
NO. 827 JET.With business-like gray 
rubber core. (NO. 8270 with whisk) 
FOR PENCIL ERASING & CLEANING 
NO. 825. JET.With fine red 
core. (NO. 8250 with whisk) 
FOR BALL POINT ERASING 
NO. 838 BALL POINT JET.Special “bal! 
point” formula green rubber. (NO. 
8380 with whisk) 
Multiplying volume in refills 
in each texture 

NO. 800 JET TRIO DESK SET 
Unusual and attractive Jet Eraser Set. 
One each Nos. 825, 827 and 838 Jet 
Erasers with refills for each, in attrac- 
tive, transparent, convenient size poly- 
ethylene case. 


rubber 


WELDON 
ROBERTS 
RUBBER CO. 
365 Sixth Ave., 
Newark 7, N.J. 


World's Foremost 
Eraser Specialists 


ee 





707 Jet 
Speed Your Sales with this Completely New 
Concept of Time Saving, Quality Erasing! 


SUPER CONVENIENT JET ERASERS 


Wt 





Quality products to build customer con fidence! 


WRITE FOR THE DETAILS 
THAT SPELL JET PROFITS! 


Finest Quality for the Finest Erasing 





Correct Mistakes in Any Language 
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JET 
DESK SET 


Chas G. Stott Firm 72 Years Old 





Celebrating 


the 


72nd anniversary of Chas. G. Stott and 


Co., Washington, D. C., some 80 sales personnel of the com- 


pany are shown attending the annual sales rally of the company 


Chas. A. St 


group 


tt, 


p 


resident of the firm, is shown addressing the 


Stott Buys Rockville Stationery 


L. J. MILLIKEN, vice-president and general manager 


of Chas. G. Stott and Co., announces the purchase of 


controlling interest by the Stott company of the Rockville 
Stationery, Inc., Rockville, Md. 


HERMAN G. 


HARTMAN, founder of Rockville Sta- 


tionery, will be president and manager of the firm, 


which will continue to operate under the original name. 


Profitable Easy to Merchandise 


DURO Stencil Bar 










1834 Juneway Terrace 


DURO 


1 ge ba oof 


All your customers 
needs in one complete 


ao 


\ 2 
4 self merchandising unit 


Size of display 
20"h. x 16” w. 
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The DURO Stencil Bar comes 


complete with 8 sizes of alphabet 
& numeral oil board stencils, as- 
sortment of stencil brushes and 
stencil paste. 


Write for complete information 


URO Art Supply Co., Inc. 


Subsidiary of Duro Decal Co., Inc. 


Chicago 26, Illinois 
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OL’ Doc Stork 


Miss GENEVA ANN STUART, weighing nine pounds, 
arrived May 14 at Orange Memorial Hospital in Or- 
lando, Fla., to brighten the household of Mr. & Mrs. 


George Stuart. Besides parents George L. and Georgia 
Lee, the new ‘Check with George Stuart’’ family mem- 
ber joins George L. Jr., Jacob, Charlie Sam, and the 
twins Georgia Lee and Robert Franklin 

Mr. & Mrs. S. P. “Jim” BLAND announce the birth 
of a son, ROBERT BEH BLAND, on May 6 in New York 
City. Jim is a regional sales manager for the portable 
ypewriter livision of Remington Rand, division of 
Sperry Ran 1 Ce 


rp. 


Office Equipment Center in San Antonio 


The recently complete Kallison office 


San Antonio, Tex., has become the center 


group ot 
buildings in 
of that city’s 


office equipment business. Ten business 


machine manufacturers are located in this area, just 
south of the Federal Reserve Bank Building. Main- 
taining sales and service operations here are the Addres- 
sograph-Multigraph Corp., Burroughs Adding Machine 
Co., Central Typewriter Co., International 
Machines Corp., Moore Business Forms, National Cash 


Register Co., Royal Typewriter Co. and the Underwood 


Business 


( orp 


THE VERY BEST VALUE 
IN COPYHOLDERS 


STAND-B 


e@ Patented Knee-Action Grippers 
Hold All Copy Securely 


ry} | 


16°W « 12°H o°W x 16°H 


Order 
Office Appliances 


delivered to your 
office or home 
every month 






/ 
Ortice | 
AP Plinne es 


Use the 
band) 
sub-card 
in this 


issue. 
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For the most important seat 
in an executive's life. . . 


SENG ACTION CONTROLS 


Executives — and indeed all office personnel 
— spend far more time in their office chairs 
than in any others. Remind your customers that 
they deserve the best—chairs with Seng Action 
Controls providing the comfort and firm sup- 
port that reduce fatigue and step up efficiency. 
The Seng line features such basic models as the 
Syncro-Tilt for executive posture chairs and the 
Style P for secretarial posture chairs, as well as 
Style V and G controls for regular tilting chairs 
with or without arms. 

Advanced engineering and design incorporate 
such features as life-time Nylon bushings and 
bearings, and easy-to-adjust height and tension 
controls. Precision workmanship assures lasting 
satisfaction. 

You'll please your cus- 
omers and build repeat 
business by featuring 
Seng fixtures. 


Seng Syncro-Tilt Control 


The SENG Comaany 


CHICAGO AND LOS ANGELES 
General Office: 1450 N. Dayton St., Chicago 22 
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LISTS FOR 
ONLY DOLLARS? 


. . . looks like twenty 
in its new case! 





*‘Justrite’’ Notary and 4 
Corporation No. 1 s BP 


Pocket Seal . $8.00 i Be 
Dealer Discount 40°, 


“a 


5 reasons to concentrate your orders with “Justrite 
1. Same Day Service. 2. A Fair Profit for You. 3. No 
Direct Selling by “Justrite.” 4. Engraved Letters 
(instead of punched) for Maximum Sharpness, Uni- 
form Spacing. 5. Handsome Presentation Case with 
every Pocket Seal. 


Ask for our FREE 86 page catalog of ‘‘Justrite”’ Seals, Rubber 
Stamps, Daters, Numberers, Time Stamps, Pads and Supplies. 
All merchandise sold exclusively through dealers. 


LOUIS MELIND CO. 


led 1893 Telephone GR 7-4200 
3524 NORTH CLARK STREET © CHICAGO 13 





Here’s why every business > 
is a prospect for Yak's ; 


Mult-Rite"Payol Package L4“,/2 


Y yoyo + 


| 
Tet 

















Seats 
fl 





It comes complete with all necessary forms for a 5 

employee payroll—perfect for a smal! company With its 
own lock and key, it keeps the executive payroll of a large 
company simplified and confidential. Its a complete pay 


roll accounting system, in its own binder, for just $48.50! 
You need no training in accountancy to sell its features: 


@ keeps tax data up to date 

@ eliminates transcription errors 

@ is usable for cash or check payments 

@ posts 3 records with 1 writing 

e+. and you're sure of repeat profits on yearly orders for 


fillers! . .. For more information, see your Y&E or -Cesco 
Tepresentative or write: 


ez) YAWMAN & ERBE MFG. CO., INC., C. E. Sheppard Div. 
44-33 TWENTY-FIRST STREET, LONG ISLAND CITY 1, N. Y. 
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Regional Reports 


” 


May 12-13 at the Hotel Utah Motor Lodge in Salt Lake 
City 


As was the case at other Spring regional meetings, 


interest was high at the workshop Sessions conducted by 
HoMER Lay, NSOEA manager, and MIKE SANYOUR 
of Harbridge House, Inx 

Both New Stewart, NSOEA presid 


ind CHUCK 





DEALER SALESMAN OF THE YEAR Gene Muratet 
(right) of Kistler's in Denver was chosen as the salesman 
having done the most for his company and industry in the 10th 


District by the Rocky Mountain Travelers Club. Glen Barclay 
(left) treasurer of the club, made the presentation. Runners-up 
for the award were John Durbin, Bachman's, Greeley, ¢ 

and Charles P. Monneuse, Kendrick Bellamy Co., Denver 


MorTENSON, NSOEA general manager, made reference 
to statistics concerning the 10th District which showed 
an increase of 12.3% in over-all sales in the four states 
of Utah, Wyoming, Colorado and New Mexico. This 
was said to be the greatest regional increase in the 
country 

The Person to Person Panel, conducted on its swing 
around the country by BRUCE ADAMs, Pelouze Manu- 
facturing Co., had as its members in Denver: ROBERT 
Woop, Esterbrook Pen Co.; Izzy Vopa, Wallace Pencil 
Co.; FRANK Puckett, Columbia-Hallowell; and JOHN 
CHRISTIANSON, Quality Park Enveleope Co 

At the Rocky Mountain Travelers Sales Rally, GEN? 
MuRATET of Kistler’s, Denver, was named Dealer Sales- 
man of the Year. The two runners-up given notable 
mention were CHARLES P. MONNEUsE, Kendrick 
Bellamy Stationery Co., Denver; and JOHN DURBIN, 
Bachman’s, Greeley, Colo. Awards were presented by 
GLEN Barcray, Carpenter Paper Co., committee chair- 
man 

ERNEST M. RAASCH, marketing manager for the 
Joseph Dixon Crucible Co. and guest speaker at the 
rally, called on the dealers and their salesmen to do two 
things to increase their sales: 

The first was to make more judicious use of their time 
by daily listing the six most important projects to be 
accomplished in the day and attack them in that order. 
Even if you don't complete these projects, he said, work- 
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GUEST SPEAKER at the Rocky Mountain Travelers Sales 


Rally was Ernest Raasch (left) marketing manager for the 
Joseph Dixon Pencil Co. Host to the rally was Lloyd Johnson, 
immediate past president of the Travelers 





DENVER PERSON TO PERSON Fielding tricky and con- 
troversial questions posed by dealers at the Rocky Mountain 
Travelers Sales Rally were: Robert N. Wood, Esterbrook Pen 
Co.; Izzy Voda, Wallace Pencil Co.; Frank Puckett, Columbia- 
Hallowell; John Christianson, Quality Park Envelope Co.; and 
Panel Chairman Bruce Adams, Pelouze Manufacturing Co 


ing them off in the order of importance will give you a 
sense of achievement at the end of the day. 

Secondly, Raasch said the dealers sales can increase if 
he translates his services into conveniences. Services are 
seldom new or different. Today, competition offers the 
same services and the customer has grown to expect 
them. The sale, however, is made in the customer's mind 
in terms of conveniences. These conveniences, Raasch 
said, satisfy the customer's questions, “Is the product 
faster? easier? simpler? better appearing? more com- 
fortable? and less costly?” 

Officers elected at the Rocky Mountain Travelers 
business meeting conducted by outgoing president LLoypD 
JOHNSON, Carpenter Paper Co., were: 

Jim Woo .tey, Parker Pen Co., president; Jim EL- 
LERTSON, manufacturers’ representative, first vice-presi- 
dent; Russ OKERsTROM, W. A. Sheaffer Pen Co., sec- 
ond vice-president; GLEN BARCLAY, Carpenter Paper 
Co., treasurer, GEORGE Wuire, George E. White Co., 
secretary; and DEAN WIMER, Boorum-Pease Co., ser- 


RC ant at arms 


Lake Lawn Site of District 6 Session 


With dealer attendance up approximately 25% over 
last year the 6th district NSOEA held what was consid- 
ered an outstanding convention in Delavan, Wis. at 


Lake Lawn Lodge. Full registrations were around 200 
and about 260 dealers, travelers and ladies were pres- 
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WORDEN "Co-ordinate Series’ 


. . . for offices that reflect business and 
professional accomplishment ° 


Single Pedestal Desk and #72-B Basic Cabinet 


He wonoun Company 


’ 





Ae et em 
Bameracteeres, (mw) OFFICE, LOUNGE Ae LiRaRT FeeniTeRE 


“ARCHITECTS, DESIGNERS, DECORATORS AND DEALERS 


It will be a pleasure to send you our brochure with purchasing information 














A PUNCH YOU CAN LEAN ON...sturdy Zip punch is the 
best you can offer. Smartly styled...convenient 


sloping platform... patented "easy-action® 


leverage... self-locking paper guide. 


Contact 


your wholesaler for catalog information, or write 


direct to Zip Products Company, 
Box 759, Los Altos, California. 
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TAT SBE 


From any Point of View... it’s 


BENTSON 


OFFICE FURNITURE 


UNDER, OVER, AROUND AND THROUGH- 
OUT Bentson is designed with you in mind. 
Bentson gives you interchangeable drawers with 
silent nylon glides and roller bearings, adjust- 
able desk height, spring ejector reference trays 
and exterior color to suit your office decor. Look 
to Bentson for office furniture . . . the leader in 
quality, performance and design for nearly 
50 years. 


Get a colorful cata- 
log from your Bent- 
son dealer, or write 
to — 


BENTSON MFG. CO. 


657 Highland Avenue . Aurora, Ill, 


TWinooks 7-9237 
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ent 


at the Sell-O-Rama conducted by Great Lakes 


Travelers Club on Sunday afternoon to see the 61 table 
exhibits and hear the dynamic HERBERT TRUE. 

Dealers found the new convention format one of 
profit and they especially praised the discussions con- 
ducted by Mike SANYoUR, Homer Lay and Bruct 
ADAMS. 





TALL TEXAN, President Neill W. Stewart, Jr. of NSOEA 
finds his match with the Indian figure which graces the beau 
tiful setting of Lake Lawn at Delavan, Wis., scene of District 


6 convention 





RENO ATMOSPHERE, direct from Harold's Club, was created 
for the Lake Lawn play money entertainment. Here, Governor 


Bill 


Guelzow and Mrs. Guelzow get into the spirit of the 


occasion 


Decision was made to go to Springfield, Ill., for the 


1961 


convention. Previous discussions by committees 


concerning the holding of a joint Districts 6 and 7 con- 
vention did not result in an agreement, the manufac- 


turers and travelers voting in favor of such an arrange- 
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SIXTH DISTRICT leaders. From left: Bill Guelzow, Brede- 
sen's, Inc., Beloit, Wis., retiring governor; Gil Busack, Tri- 


County Offi Equipment Co., West Bend, Wis., lieutenant 
governor; Don F. Pike, W. J. Saunders & Co., Chicago secre 
tary, and Q. ‘¢ Fredrickson, Fredrickson's Office Supplies, 
Au I governor 


HERBERT TRUE, 
dynamic speaker for 
the Great Lakes 
Travelers Club Sales 
Rally at the 6th 
District convention, 
makes a telling 
point during his 
stimulating address 





ment and the dealers preferring to hold a District 6 con- 
vention alone with same type of meeting as was success- 
ful this year 

The new 


Governor 


fficers elected are: 

Quintus “CuRLy” FREDRICKSON, Fred- 
rickson’s, Aurora, IIl. 

Vice-governor—WILL Harms, Will Harms Co., 


Pekin, III 

Lieutenant governor—G. H. Busack, Tri-County Of- 
fice Equipment Corp., West Bend, Wis 

Lieutenant Governor—H. WALTER HANSON, JR., 


Jefferson Stationers, Springfield, Il. 
Secretary—Don Pike, W. J. Saunders & Co., Chi- 


cago 
Treasurer—RAY J. EICHENLAUB, Service Steel Prod- 
ucts. (¢ hicago 


Named governor after Wi_tis WoLF left the indus- 
try in mid-term, BILL GUELZOw of Bredesen's, Beloit, 
Wis., ably took over the convention arrangements, spear- 
headed the publicity and gained co-operation of nu- 
merous committees. 

onvention which had the active participation 
of many former governors including OLLIE STEVENS, 
E Peck, Springfield, Ill.; E>D NappP, Mani- 


It was a < 


Chicago; ]1 
turn to page 173, please 
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NEW PROFIT MAKER! 


A MUST 
For Every Home 
and Business 





CHECK CASE: RETAILS]95 


* WEST COAST $2.05,¢ 

*eeeeevset® 
Display a 4 color assortment and watch the sales roll in! 
Provides a low cost, permanent, systematic filing system for 
canceled checks of all sizes. Holds up to 3 years supply. Made 
of sturdy binder’s board. Permanently positioned guides, heavy 
luggage latch, metal hinges. Includes gold gummed year labels 
for outside of case and alphabet labels for those who prefer to 
file by name. 12 to a carton, assorted colors. Colorful 


display card and other sales helps available ! 


Y Attrsotive Colors 


CHERRY RED SKY BLUE 
SEA GREEN NAVY BLUE 


PACKED 12 TO A CARTON IN ASSORTED COLORS 


AMBERG FILE & INDEX CO. 
KANKAKEE, ILLINOIS 





NO OTHER PAPER CUTTER 
BUILT SO WELL 
Jo SELL SO LOW 


Den uonoOne 
the pedatn Paper Cater 


— 

















































SIZES: 14” and 18” 


(20v." meget 





a 


FOR OFFICE, 
BOOKKEEPING AND DUPLICATING DEPARTMENTS 


For every business: Banks, hospitals, insurance companies, industrial organi- 
zations with duplicating departments, stationers, photo finishers, smail 
printers, lettershops, mimeograph, offset shops, advertising agencies, 
schools and colleges. 

Order from your dealer or 


MICHAEL LITHI sales core. 145 West 45th St_,N.Y. 36, N.Y. 


@ Dealer: Write For Profitable Sales Pian. 
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Advanco Punchless Paper Holders — 
The Tops in Punchless Binding 





ONLY 2 PARTS —Base and Compressor — 
No wires...No coil springs... 
Never loses its shape. 


SIMPLICITY ITSELF! 


Works with fingertip pressure, yet it bulldog-grips one 
to 150 sheets. Lo-height reduces wear on the durable 
25 point pressboard binder to a minimum. Letter and 
legal sizes: red, gray, black. Packed assembled, 25 to 
a box. Popular priced for volume sales and profits. 
Immediate deliveries. 


ADVANCO QUALITY- MADE 
PRESSBOARD GUIDES & FOLDERS 
Really Competitive! Really Profitable! 











Advanco Guides and Folders are made to get and keep 
more business for you. Finest construction and die cut- 
ting throughout. Both Folders and Guides made of 25 
point quality green pressboard. Letter and legal sizes. 
Self tabs, metal tabs. Straight cut, half, third or fifth 
cut. A-Z, 1-31, weekly, monthly or plain indexes. 
You'll like Advanco prices and service! 
SEND FOR CATALOG 


showing these and other fast selling ADVANCO Products. Suspend- 
O-Folders, Aluminum Clipboards, Collated Manila Folders, Press- 
board Binders, Manifold Books, Printed Stock Forms, Filing Supplies. 





ase i v.8.aN—eeo. v8, aren ome ADVANCO PRODUCTS, INC. 
76-05 51st Avenue, Elmhurst 73, L.1., N.Y. 
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FREEDOM AND INTEGRITY— 
An Anti-Trust Analysis 


by DONALD S. FREY 
legal counsel, 
Wholesale Stationers Association 


Our American anti-trust laws are designed to preserve 
American free enterprise against monopoly and unfair 
competition. Currently, these laws and the enforcement 
procedures thereunder are being re-examined by govern- 
ment officials to see if they are really effectively preserv- 
ing freedom and preventing unfair competition. 

It would be well for industry leaders themselves to 
re-evaluate these laws and procedures with the same 
purpose in mind. Are these laws and procedures guid- 
ing the practices of businessmen in each industry so that 
both freedom and integrity of individual action are pre- 
served and strengthened? This is the crucial question! 

Are we achieving business freedom with integrity? 
One without the other is useless and sterile and our 
economy declines! Freedom of individual action in the 
absence of business integrity and in the presence of 
growing deceitful practices in business defeats the very 
soul of business freedom. Also, a course of conduct 
above reproach but within a rigid framework of tradi- 
tional marketing technique can be undynamic and even- 
tually profitless. 

There must be freedom for experimentation and 
change, but there also must be high standards of integ- 
rity in business practices. The healthy opportunities for 
market access and market rivalry in competition in open 
markets defeat themselves if the fair practices reflected 
in the integrity of individual firms are replaced by deceit, 
by ruthless cut-throat practices, by unfair representation, 
by unsound business methods, by failure to appreciate 
long-range objectives equally with short ones. 


Changing Channels of Distribution 


In a free economy, competing channels of distribu- 
tion are always emerging. In recent years, retailers’ co- 
operative buying agencies, chain and department stores, 
and mail order houses acquired additional distributive 
functions. Retailers have integrated into wholesaling, 
and wholesalers into retailing, either by outright owner- 
ship or by cooperative arrangement. The number of pat- 
terns is legion. This proliferation of modern marketing 
units defies neat nomenclature and descriptive labels 

Against this picture, the Sherman Anti-Trust Act of 
1890 still rings with unmistakable impact. It reads that, 
“Every contract, combination in the form of trust or 
otherwise, or conspiracy, im restraint of trade or com- 
merce among the several States, or with foreign nations, 
is hereby declared to be illegal.” . . . “Every person 
who shall monopolize, or attempt to monopolize, or 
combine or conspire with any other person or persons, 
to monopolize any part of the trade or commerce among 
the several states, or with foreign nations, shall be 
deemed guilty of a misdemeanor, and on conviction 
thereof, shall be punished by fine not exceeding $5,000, 
or by imprisonment not exceeding one year, or by both 
said punishments, in the discretion of the court.” 

These sections of the Sherman Anti-Trust Statute 
represent the basic concepts of restraint of trade and 
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monopolization policies which may unduly limit market 
umercial freedom. These sections have been 
“Charter of Freedom.” The government and 
the courts have used these sections to strike down such 
(1) Arrangements controlling price and 
production; (2) Local price cutting; (3) Espionage. 

1g the Sherman Act’s general prohibi- 
tions on monopolies and restraints of trade, the Clayton 
Act of 1914 outlawed practices 
deemed steps in achieving those monopolistic ends, and 
created the FTC 


entry 
called the 


Or con 


practices as 
Supplem« ntir 


expressly specific 
as an auxiliary expert organ of anti- 
enforcement. Then, the general business collapse 
of the thirties developed a trend to mitigate the busi- 

hazar¢ aggressive competition. ‘Anti-Trust ra- 
began and the Robinson-Patman Act of 


trust 


is of 
tionalization 


1936 was passed 


Selecting Your Own Customers 


The Robinson-Patman Act provides, “That nothing 
herein contained shall prevent persons engaged in sell- 
ing goods, wares, or merchandise in commerce from se- 
lecting their bona fide transactions 
This means that in the 
or combination, refusals to deal 


by individual businessmen are generally safe from anti- 


own customers in 
in restraint of trade.” 


absence of 


and not 


( onspirac y 


trust 

An individual wholesaler’s refusal to continue pur- 
chases from a supplier — even though designed to halt 
the flow of supplies from a rival wholesaler — has been 
held as not constituting an “unfair method” of competi- 


on under the Federal Trade Commission Act (263 US 
(1924) 

Let me repeat that the anti-trust laws do not prohibit 
a manufacturer or distributor from selecting buyers who 


their time and energies to selling the for- 


S65 


will devote 
mer’s products, and a manufacturer or distributor is not 
compelled to retain dealers having divided loyalties ad- 
interests of the said manufacturers or dis- 


verse to th 


tributor 


There three vital elements to remember here: 
One is affirmation of the seller’s individual right to se- 
lect his distributors and customers; Second, the seller 


may unilaterally designate geographic areas or primary 
responsibility for his wholesale distributors; and Third, 
the seller may unilaterally terminate the franchise of a 
distributor who does not adequately represent him and 
promote effectively the sale of his goods 
Thus, the justification for selecting or rejecting dis- 


tributors may be on any one of these grounds: 


(1) Dissatisfaction with deficiencies in the perform- 


ance of a wholesale distributor or retail dealer. 
?) Protection of the good will product or a 
trademark or a trade name. 
(3) Conserving the existing investment of the seller 
in marketing facilities. 
One 1 thod of challenging indiscriminate pricing in 
ur indu ind as an aid to the anti-trust laws, is a 
olicy « pen pricing.” A Trade Association's efforts 
to maintain a library of the current marketing policies of 
ll manufacturers can contribute to better understanding 
1 the industry 
The effort helps to focus attention on many present 
illegal practices with reference to ‘‘one price systems’ 


ind with their failure to set up legitimate functional dis- 
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FUTURISTIC 
GALAXIE PLATENS 


and Office Machine Rolls 
Typewriter Tools — Parts — Supplies 


AMES SUPPLY COMPANY 


| 
| 
| ATLANTA 
| 


FUTURIST 
| | onsen aoa | 





DETROIT 
1190A N. Highland, N.E. 6257 John C. Ledge Expwy. 
CHICAGO NEW YORK 

564 W. Randolph St. 37 Murray 5St. 

| DALLAS SAN FRANCISCO 


1232 Crampton St. 545 Mission St. 


CLEVELAND 
1122 St. Clair Ave., N.E. 
AGENTS IN ALL PRINCIPAL CITIES 














YRAFTING 


| CARDINELL CORPORATION, MONTCLAIR, NJ. 











ndenbilien Things 


are shown in the NEW Cotton- 
smith catalog. Write for your 
copy today. Address Box 33!, 
Salem Station, Winston-Salem, N.C. 





TU VATA 4 1. 
FURNITURE MANUFACTURING co 
Makers of Fine Office Furniture 


WINSTON-SALEM, NORTH CAROLINA 





i Veen tn Retina eat 


® Sell ASENTRY- 
Bm Every 30 DAYS 


$680 Yearly Sales From $57 Inventory! 


Yes, Sentry dealers average 12-times-a-year 
turnover . . . gross ogee from $57 invest- 
ment. A floor model does it, because Sentry 
drop ships to order. And Senusye sell for less 
than balf as much as average competitive 
safes, yet return you full pro 
Big-safe features include Ver- Mode! S-3 
miculite insulation, built-in 3- 

poamnes coablasien Sock, $7995 

ank ‘vault type loc af, 
drawers. U.L. “C” label. Write 
for details. list $119.95 
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JOHN D. BRUSH & CO 





Record-keeping 
is just as important 
as record-making 


Your customers have a heavy investment 
in machines for processing records. They 
have been sold on the fact that these 
modern bookkeeping machines save them 
money in the long run. But have you 
sold them on the wisdom of protecting 
those expensive records in fire-resistive 
desk-side insulated steel files? Have you 
pointed out that 43 out of 100 firms 
losing their vital records in a fire never 
reopen? 








Wherever machines are processing records 
you can sell Hercules® insulated ledger 
files. Our catalog shows the various sizes 
and styles, with posting and cross trays 
for every possible filing need. And remem- 
ber—Hercules insulated files are built like 
a safe and carry Underwriters’ Laboratories 
Class C or D labels. 


MEILINK STEEL SAFE COMPANY - TOLEDO 6, O. 
IN CANADA: VICTOR ADDING MACHINE CO. (CANADA) LID., GALT, ONT., DISTRIBUTORS 
Producers of the most complete line of 
\ insulated products: A, B and C label 
safes, insulated files, money chests, vault 
doors, home VAULTS®—as well as busi- 
ness machine and typewriter stands. 


JILIN 








| 





i 
' 





counts and to allow such discounts only to qualified 
wholesalers performing defined wholesaling functions. 

Our WSA Directory of Manufacturers is an attempt 
on the part of your Association to reflect the “open 
pricing” policies being adopted by more and more man- 
ufacturers as well as the sound policies of many of these 
manufacturers in recognizing the money-saving role of 
the full line wholesalers. 


Functional Discounts Possible 


Now a seller may grant special discounts to buyers 
on basis of distribution services rendered. 

Several years ago it was generally thought that serv- 
ice-type functional discounts could be justified, if at all, 
only as promotional services under section 2(d). But 
today, the legality of functional discounts is no longer 
based solely on the re-sale functions performed by a dis- 
tributor, but as well on the services (transportation and 
storage, for example) which the distributor renders. 

In a recent case, the Commission, by a three to two 
margin, admitted evidence pro-offered to show that dis- 
counts given to distributors were not violations of sec- 
tion 2(a) if reasonably related to the value of those dis- 
tributive functions actually performed by them. Thus, 
in a major turnabout, the Commission clearly indicated 
that to a 
been added a ‘‘payment for services performed’ or 
“functional” theory, and that service-type functional 
discounts could be granted protection under the Robin- 
son-Patman Act without being justified under one of the 


“status” theory of functional discounts had 


explicit exceptions to section 2(a). 
A manufacturer who sincerely wishes to aid his 





Look to CRAM for Top Quality 
Globe and Map Publishers Since 1867 


co. CRAM. 1 


730 E. WASHINGTON ST. ¢ INDIANAPOLIS, IND. 
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wholesaler to do a more effective job can adopt the fol- 
lowing policy 


To qualify as a wholesaler entitled to our special 
functional discount, such a firm must confine its entire 
sales on a wholesale basis selling exclusively to retailers. 
Information received and verified as to such a firm’s 
selling to consumers should be grounds for cancelling 
the functional discount to such firm. Furthermore, if 
such business enterprise is operating both as a whole- 
saler and retailer, it will not qualify for a wholesaler’s 
discount unless its wholesale and retail businesses are 
operated as separate and distinct corporations. 

In actual practice, promotional programs can conform 
to the law in three basic ways: 

(1) Payment of a dollar allowance per unit of pro- 
motional service rendered by each buyer, up to a uni- 
form maximum percentage of his dollar volume. 

(2) A simplified plan, granting each buyer a set 
dollar allowance per unit of merchandise bought, on 
condition that he perform a specified minimum quan- 
tum of promotional services. 

(3) The seller's direct furnishing of promotional 
services to the buyer, worth a uniform percentage of 
each buyer's volume. 


The Functional Discount and the Dual Operator 
W here 


goods as a wholesaler, he must not claim a functional 
Only to the extent that a buyer actually 
performs certain functions, assuming all the resale and 


wholesaler-retailer buys only part of his 


discount 07 





A NEW CONCEPT IN TIME! 


TYMETER 


ELECTRIC NUMERAL CLOCKS 





NEW! 


#170 ESSEX— Recessed V-shaped face features a distinctive 
grill . . top finished in gold, lower half in GLO-LITE that glows in 
the dark. Walnut or ebony plastic case. 7" wide, 4" high, 37%" 
deep . . retail $11.95 

TYMETER Clocks are different . . smart looking . . . wholly new 
in concept . . and with plenty of consumer appeal! ‘Time at a 
Glance" colorama numerals register every second, minute, 10- 
minute and hour. Guaranteed | year. 


25 other models from $9.95 to $100 
Write for full color Catalog and Price List 


PENNWOOD NUMECHRON CO. 
7249 FRANKSTOWN AVE. PITTSBURGH 8, PA. 


Ring-Up Sales And Profit With... 







nawlated, 
FILE CABINETS 


LETTER and LEGAL SIZES 
1-2-3-4 DRAWER MODELS 
. in DECORATOR COLORS 


LITERATURE 
AND PRICES 
ON REQUEST 


Cont D 


LABELS 











NEW 


IS HATCHING IN 
FILING SUPPLY 
Merchandising 


Pic-A-Pack 


POLY-PACKED 
SELF-SERVICE 


* FOLDERS 
¢ GUIDES 


* INDEX CARDS 
AND GUIDES 
FREE COUNTER 


DISPLAY WITH 
STARTER ORDER 








At last — real profits in the small filing supply order! 
Merchandise stays fresh . . always in view in clear plastic 
package — invites impulse sales from “smaller quantity” 
buyer with minimum effort on your part. Attractive low 
prices — greater sales and profits for you! Ask for complete 
details. 


Imperial Methods Co. Forest Park, Ill. 
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...Genera 
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, uniformity, dur- 
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Writer ribbons represent 
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Visit 


Our 
Booth e 
No. 71 eS a 


NOMDA yu 


CONVENTION Ci 
July 10-13 1 

Finest quality 

Typewriter and 

Adding Machine 


Ribbons 


gt 


Manufacturers 
Since 1927 


YS, CALIFORNIA 












Quickly recognized as the 
efficient way of perma- 
nently modernizing any 
office, Frontier equipment 
is built to last and adjust 
o different floor plans. 

Write for 
Catalogue. 















UTILITY TABLES 


FRONTIER 


SORTING CASES 


P. O. Box 13266 
Dallas, Texas 
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investment and costs involved, should he legally qualify 
for a functional discount. 

The law must focus on actual marketing functions, 
not ambiguous labels so as to recognize genuine func- 
tional discounts while exposing subterfuge. (FTS v. 
Rubberoid Corp. 343 US 470). 

Some sellers follow practices, not policies, giving their 
largest discount to any buyer, regardless of classification. 

Manufacturer-wholesaler relationship is a two-way 
street. The firm that is not performing the wholesaler’s 
functions should not demand the wholesaler’s discount. 

A manufacturer who is allowing the wholesaler’s dis- 
count to such firms cannot keep his self-respect, as well 
as to continue complying with the laws. 

For a supplier to give his retailer customer a secret 
discount is forbidden by federal law. Under-the-table 
deals in any industry are prohibited. The members of 
our industry should strive for a reputation for integrity. 
In the long pull, this is good business, good citizenship, 
good sense! 

Therefore, Mr. Manufacturer, you must control your 
wholesale discounts, and these discounts must adequate- 
ly reflect the savings produced for you through the dis- 
tributive functions of the full line, year-round whole- 
saler (credit risk, warehousing, selling, delivery, cata- 
logue, etc.). 

Therefore, Mr. Wholesaler, you must earn the func- 
tional discount you receive. You must conduct your own 
operations ethically, or otherwise, your whole image as 
a full line, independent wholesaler becomes blurred and 
subject to being regarded as subterfuge. 

Pool Buying and Buying Groups 

A firm which operates as a broker for a number of re- 
tailers cannot legally request and receive a wholesaler’s 
discount based on the performance of functions which 
the said broker is not performing. 

A legal disqualification of all but the “pure” broker’s 
distributive services is challenged by the Robinson-Pat- 
man Act. Certainly, the essence of anti-trust policy in 
distribution is to assure that the consumer benefits by 
vigorous competition along each step of the way. But 
the “brokerage’’ clause, as presently interpreted by the 
courts, protects the preferred position for the “‘inde- 
pendent’’ broker. Joint buying organizations are con- 
demned for seeking functional or wholesalers’ discount. 

Biddle Purchasing Co. v. Federal Trade Commission, 

96 F. 2d 687 (2d Cir. 1938); Modern Marketing 

Service, Inc. v. Federal Trade Commission, 149 F. 

2d 970 (7th Cir. 1945). 

A manufacturer, as part of his marketing plan, may 
agree with one distributor not to commission another 
within a prescribed area. The test is whether restraint is 
such only as to afford a fair protection to the interests of 
the party in favor of whom it is given, and not so large 
as to interfere with the interests of the public. 

To put it another way, the test is to determine whether 
the challenged practice menaces competition in the dis- 
tribution process by actually fore-closing competitors 
from access to a substantial share of the consuming 
market. 

The time is ripe for many reasons to develop a set of 
trade practice rules under the auspices of the Federal 
Trade Commission: 

(1) This will produce a healthy review of our own 


OA-—7 /60 





practices at a time when the FTC has announced stricter 
enforcement of anti-trust laws. 

(2) Our industry 1S reported in some quarters at a 
low point in its members’ having little respect for each 
others’ practices, and the situation is producing wasteful 
practices and considerable insecurity which hurts even 
the consumer 

(3) Such a set of rules could serve as guide to under- 
standing of the anti-trust laws as well as focusing at- 
tention on both the violators and on the defects in the 
laws which need revision. 

While the Anti-Trust act may be said to be the 

charter” of business freedom, a trade practice confer- 

ence and rules resulting therefrom might be said to be 
the “pillars of integrity” upholding a healthy and profit- 
able industry 

The strengthening of your trade Association and all 
ams can also be one of the best ways of im- 
proving the opportunities of your industry. 

Trade smoriaiaees have become a useful part of our 
. The government understands their value 
fully and aad not intend to deal punitively with them 
provided they honestly intend to do a constructive job 


of its progr 


1 
economic Dé 


within the framework of law. 


“Duty in 1960 Is Clear” 


(1) Stand be, in our industry for open and above-the- 
board dealings in all matters, and challenge others to do 
the same 

(2) En 


rules to help solve the 


ourage the development of trade practice 
“legal puzzle” of the anti-trust 
laws as they apply to our industry. 

(3) Help strengthen our trade association so that 
industry standards can be lifted and all members of the 
industry will come to have confidence in and mutual 
respect for each other! 
wholesalers and 
- before you to- 


These are the challenges then 
manufacturers of stationers’ products 
day 

Industries, like civilizations, will decay or prosper in 
accord with Arnold Toynbee’s challenge and response 
theory of history. In the measure that you meet these 
challenges outlined here, your industry will go forward 
in freedom and integrity. 

We must in truth meet every demand of the business 
life, in the sight of angels as well as men. 

(These remarks were delivered by Mr. Frey at recent 
Wholesale Stationers Association convention-exhibit in 
New York City). 


New Instruction Booklet for Dictation 


How To Be A Dictator” is the title of a new 24- 
page booklet recently published by Stenocord of Ameri- 
ca, Inc. Written in a humorous vein, it contains many 
down-to-earth hints and ideas on improving efficiency 


and lowering costs through proper dictating habits. 
A free copy is available on request from Stenocord of 
America, In 29 Broadway, New York 6, N. Y. 


Joins Post-Rite Sales Office 


GEORGE REIMLINGER has been named to the In- 
lianapolis district sales office of the Post-Rite Systems 
Co. He formerly headed his own business forms con- 
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PEN and PENCIL CLASPS 


Made of Highly Nickel-Plated Brass 
‘Won't Rust! Won't Tarnish’ 





The “ROYAL” The “ARGUS" 
Unique Safety Spring Neat artistic design ! 
gtips firmly without Holds pen or pencil 
Quick, ‘cay aes. securely in pocket, 
Sturdily yA _.. &8iP, checkbook. 
desalls . + Smart! Strong yet Springy. 


Pencil C fic 5/16” diameter pencil 
Pen Clasps 7/16" diameter pen. 


i. Cl and Pencil Cl 
doz. i oF separate easel- oe ——_ 

a. Illustrations are actual 

Full dealer discount. 





ARGUS MFG. CO., 1134 N. Kilbourn Ave., Chicago 51, Il. 














SNAPEX TAX & STOCK ————— 
BUSINESS FORMS MANUFACTURERS 


W-2—Approved Federal, State and City wage 
tax reports for processing in one . es 
Forms specifically designed for NCR, Bur- 
roughs, etc. 

STOCK FORMS—invoices, Bills of Lading, Pur- 
chase Orders, Expense Reports, Speed Letters, 
Credit Memos, etc. 

You accept the orders—we do everything else 
under your name. Excellent profits. All forms 
imprinted or plain. 

IMMEDIATE SHIPMENTS right from stock 














Write for trade PROFIT-PLAN now! 
Serving the trade from Coast to Coast 


APEX BUSINESS SYSTEMS 


40 PEARL NEW YORK 7. NY. * Phone: BE 






























Send for Circulars 58WOA (Weed) & 56-OA (Steel) and Dealer Discount. 
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I. D. COTTERMAN 





Product. th prestige & Profits 


STOCK and SELL Fal 


OFFICE SUPPLIES 
h_ & ACCESSORIES 


Complete lines of 

INKS « ADHESIVES + STAPLERS 
« STOCK STAMPS «+ MARKING 
PENS + CARBON PAPER «+ RUGBER 
BANDS + NUMBERING MACHINES 
* TYPEWRITER RIBBONS and 
other office devices 


Send for your BRAND NEW 
CATALOG NO. 90 


v 
pha. DIV., BANKERS & MERCHANTS, Inc. 
3229 N. SHEFFIELD + CHICAGO 13, ILL 
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34 BANKERS BOX COMPANY 





Record Storage Specialists Since 1918 


: - 
aiee 2607 N. 25th Ave., Franklin Park, Ill. 























The De Luxe CONVERTIBLE 


Smartly tailored office 
chair cushion of deep 
molded foam rubber 
covered with cool fibre 
on one side and cor- 
duroy on other. In 
Brown, Green, Maroon, 
Grey. 


Send for illustrated folder 
showing full line of office 
Seat cushions, 





The Perfect Rubber Seat Cushion Co. 


6451 Edmund St. 


Philadelphia 35, Pa. 











Upholstered Furniture of 
Distinction For Offices, 
Hotels, Institutions 


Write For New 
Catalog 





1 protection! 


WRITE, IN 








cooperates! 


Write for fast-action merchandising program on our new top 
= STATESMAN line of carbon paper and typewriter ribbons. 


420 Lexington Avenue, New York 17, N.Y. 
Factory: Bridgeport, Conn. 








172 





Guest Book 


C. E. “GeNeE” CHADDOCK, Holland, Mich., made 
OFFICE APPLIANCES a visit on May 3. Gene long has 
been active in the Fifth District of NSOEA. He repre- 
sents Ideal System Co. and Clinton Paper Co. He re- 
ported a substantial increase in volume to-date over a 


similar period of last year. 


Ep GOLDEN, president of Williams Office Furniture 
Co., and ELMer ScuHu for Fort Lauderdale, Fla., who 
travels for Williams in several southern states, signed 
the Guest Book on May 24. Both had important busi- 
ness to handle in Chicago, although Mr. Schu was far 
removed from his regular territory. Both were gratified 
with the reception accorded the Williams line by office 
furniture retailers. Mr. Golden has exhibited at recent 
NOFA and NSOEA conventions. 


Joplin Printing Co. Equips 
Meeting Room 





This is the new meeting room of the Empire District Electric 


Co., Joplin, Mo. It features an Italic Styling conference table 
und Goodform “300” Line chairs by The General Fireproofing 
Co. The installation was made by the Joplin Printing Co. of 
Joplin 


Franklin Park, Ill., Installation 





William W. Hillyer, president of the Industrial Office Supply 
Co. in Franklin Park, Ill., made this installation in the presi- 
dent's office of a local diesel accessories firm. The 84” oval 
top Invincible desk is two tone, brown and tan. Credenza con 
sists of two, two-drawer Invincible files, bookcase and a tele 
phone club chest. Chairs from Royal Metal Co. are tangerine 
and antique white 
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Regional Reports 


continued from page 165 


towoc, Wis.; CLARENCE REYNOLDs, Lansing, IIl., ART 
FINGER, Milwaukee, Wis., BYRON JOHNSON, Kanka- 
kee, Ill., and RoBpert N. HEDBERG, Moline, IIL. Many 
dealers were ‘“‘first timers’’ at the sessions which were 
held in the forenoons, leaving the afternoon free for 
Lake Lawn’s varied recreational facilities 

A challenging address on the subject, “Will Your 
Ideas Make You Great?” was given by HERBERT TRUI 
as the wind-up of a successful GLTC sales rally which 
was under the direction of OLLIE STEVENS, Stevens 
Maloney & Co., Chicago, and WILLIAM MILLER, Minne- 
sota Mining & Mfg. Co. 


The speaker decried the idea that “the package is 


i 


more important than the product,’ and scattered stac- 
ato comment such as: 

The only way you can be truly educated is to do it 
yourself 

Happiness for man depends on having something 
yending 
If you are small don’t be afraid of bigness, do a bet- 
ter job 

Too many people refuse to serve in the red heat of 
conflict 

What has happened to us that we have lost the sim 


f le thrill is xcellence.’ 

Entertainment features of the convention included the 
bathing suit contest, the splash party, the Silver Dollar 
Casino and dancing to an orchestra conducted by 


MITCHELL MARKOVICH. 


9th District Convenes in Houston 


High participation in the workshop sessions and not 
little fun was the result of the 9th District regional 
convention held at the Shamrock Hilton Hotel in Hous- 





TEXAS TRAVELERS CLUB new officers. From left: R. C 


Strafford, III, outgoing president; Dick Lowe, second vice 
esident; Charles C. McDaniel, president; Bob Silliman, first 
Tom Gulledge, assistant secretary-treasurer; and 

Chandler S$ kelford, secretary-treasurer 
Dealers from Arkansas, Louisiana, Mississippi and 


Texas entered the workshops conducted by MIKE SAN- 
your of Harbridge House, Inc., and Homer Lay, 
NSOEA manager, with the same interest and enthusiasm 
displayed at other regional meetings around the country. 

Th atmosphere was likewise the case with the ‘’Per- 
son to Person’ panel conducted by BRUCE ADAMS, Pel- 
ouze Manufacturing Co., and vice-president of the man- 


turn to page 177, please 
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50% PROFIT - FAST SERVICE - QUALITY 


RUBBER STAMPS 


to the trade 
Lines 1“ Long 2” Long 3” Long 





1 75 -85 95 

2 1.35 1.55 1.75 

3 1.95 2.25 2.55 

4 2.55 2.95 3.35 

5 3.15 3.65 4.15 
LESS 50%, DEALER DISCOUNT 
Finest Visible Index Rubber Stamps A Nice 
FOB Wilkes-Barre, Pa. Free Sales Aids Profit For You 


Send Us a Trial Order Now 


GARDNER RUBBER STAMP COMPANY 
166 South Washington Street, Wilkes-Barre, Pennsylvania 
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IN FILING 





OXFORD FILING SUPPLY CO., INC. 
Clinton Road, Garden City, N.Y. 
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mG. CO., INC. 


P.O. Box 243 
Winthrop, Mane 





Duraluminum HOLDERS 
for your Business FORMS 


LIGHTWEIGHT © WEATHERPROOF 
SEND TODAY FOR OUR NEW CATALOG 
JUST CLIP THIS AD TO YOUR LETTERHEAD 
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Want Ads 








Deadline 10th of month preceding issue date. The rate for classified advertisements is twenty-five 
cents a word, minimum charge $5.00 payable with order. Add five words if dept. address is used. 
Address Dept. Reply to OFFICE APPLIANCES, 600 W. Jackson Blvd., Chicago 6, Attn.: Dept.—. 





SALESMEN WANTED 












































MANUFACTURERS’ REPRESENTATIVES WANTED 





















































SALESMAN WITH SUCCESSFUL RECORD in off A E R ve an make . $ ~ . 
plies, wanted by one of largest dealers in West yo t owes whiteprinter produces se y vor p 
growth, in one of nation’s fastest growing market f f hig plie e< r available. Write nf : 
income, for earnings to grow every year, permanent 5 Ww f x lanag Ro “ riing, New Je 
Perienced outside man selling top, best known tect 
salesman-tested commission plan and draw, Co 
residence Lubbock or Amarillo, no traveling. If y VIAN ar RER 0 PARTITION 3 
ture, machines cr supplies, have good reputation and health, writ * tte sokina for pable representatives for it eet vse 
fidence giving details. The Baker Co., Box 910 T Write Office Appliances, 100 East 42nd St.. New York NY 
WANTED — SALESMAN FOR RETAIL OUTSIDE ’ an est ff iG AN & TION Smoker and Sand , esk tray ther 
Equipment firm of good background and many year t ess. We a ated ons on Write Office Appliances t. 898 
in Eastern Pennsylvania and would like to hear fror iny experienced salesman 
and we would then contact them and give full details ring the one who 
quires, a very fine substantial position with a very fine future. Write Office Ap 
piiances, 100 East 42nd St., New York 17, N. Y ef MA RER TIVE WANTE d 
te ands, etc. Wr f é 
CAREER SALESMEN IN OFFICE FURNITURE. Denver ding office pply f 
established 75 years, wants experienced salesmen for office furniture departmer \ QUICK-WRITE FAST VOLUME SE 
Must be aggressive and resourceful with proven sales record. N sales Repe S k tarting Nationa p ure f Write 
territory is the Greater Denver Metropolitan Area and rr jing f n 4 Box 1193 yr e 1, New York 
limited opportunity for earnings. Top Wood and Stee e ordinated with design 
unit for complete office furnishings. Write Person: rector the W. H. Kist 
Stationery Company, 1636 Champa Street, Denver 1 rado 
MANUFACTURERS’ REPRESENTATIVES AVAILABLE 
SALESMEN — INTERESTED IN A BUSINE yf - 
Manufacturers’ Representatives. Wanted. Rotolit EPRESENTATIV TRAVE NG METROPOLITAN NEW - ffice furniture 
€ j a “ juality metal. Write ff Apr c ] cast 
d New ] 378. 
LIVE AND WORK IN MIAMI, FLORIDA the heart of j ast with year 
round comfortable climate. Miami's oldest stat i 
perienced office supply, systems and equipment er Write 61 MANUFACTURE TIVE COVERING NEW R { ey 
Miami, Florida Zé tiona . viture field. Wr 4 + 
“~W r c 881 
SALESMEN AVAILABLE 
R ILLIA iC " NSIN, To t 
e. W 88 
FURNITURE LINE WANTED FOR SOUTHEAST by salesman for w nu- 
facturer. Interested in non-competitive wood furnitur raf ne of meta o 
cated in Florida but ‘“‘lives’’ on the road. Write Office Appliance ept. 87¢ E REPRESENTATIV R 
pier Wr f 
TOP GRADE SALESMAN AVAILABLE FOR GOOD OF E FURNIT LINE 
metal or wood, or accessory equipment for Southeast r bd Vv estab MANAGER WANTED 
lished manufacturer over 300%. Financially respon . e 
Dept. 882. 
LITY T INSIBILITY. } t n 
Northwe u W )ffice Applia 
SALESMAN WITH FIVE YEARS EXPERIENCE se } an 
facturer out of Minneapolis available for new ect Exceller ~ W 
cover same territory or relocate. Write Office Apr ee pt. 883 
MANAGER AVAILABLE 
EXPERIENCED OFFICE FURNITURE SALESMAN r years wit! re 
Quality manufacturer desires sales and partnership opport ty with off f ture STORE )R ALE MANA - 33 urrent!y gener fed 
dealer in progressive community. Write Office App t. & stationery operat being i by owner for other re t 
oF E Vrite Office Appliances, Dept. 88 
SALESMAN, OFFICE MACHINES, eight year xperier two ye 
also able to invest. Metropolitan New York prefer Ww ff 2 N N W ANUFACTURER 3 . 
Dept. 895 perier Age 38 ar 
SALES REPRESENTATIVES WANTED 
R MAN R WITH 19 EAR x R " 
A 1 d in stock 
KORES MANUFACTURING CORP. (complete highly repeat line aper- 2x 
Inked Ribbons-Stencils-Inks) offers opportunity in Midwest hwe er- 
itories. Will excellently round out line of wel! estat i manufacturer re- 
sentative. Line has become No. 1 seller with most of our present pa- 
tion in travel expenses to develop new account f or RET NITUR IRE RE N r 
details of states covered, lines now handied. Writ f . Age 4, 10 years expe e 
Wr fF 


St., New York 59, N. Y. 





SALES REPRESENTATIVES AVAILABLE 





SALES OFF IN MICHIGAN — OHIO — INDIANA 
We can handle ali three on Quality Lines 
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ADVERTISING AND SALES PROMOTION MANAGER AVAILABLE 
CREATIVE ADMINISTRATIOR. M.S. ADVERTISING C M Presently ales 
Planning Manager of j mpany in office narket. Nine years 


OA—7 /60 








u sales promotion experience. Strong on industrial direct mall 
ng, through large sales organization. Write Office Appliances, Dept. 








POSITION AVAILABLE 





WANTED FF MACHINE MECHANICS TEACHER. Must have had experience 
por r ¢ tr t ding machine, calculators, etc. Must be interested in 
t “ A Jisabled men. Good salary beral vacation, pleasant 
ys. As giving complete history and references to Michigan 

Ret tat titut Pine Lake, Plainwell, Michigan. 





OFFICE MACHINE MECHANIC AVAILABLE 














T N. ADC Interested in dynamic organiza- 
N vk only. Write Office Appliances 
PARTNERSHIP WANTED 
OFFICE EQUIPMENT DEALER IN ROCKY MOUNTAIN AREA desires a partner 
wit es ability vestment minimum $7,000.00. Long term note on balance. 
eat opportunity for right man. Write Office Appliances Dept. 875 





RETAIL BUSINESS WANTED 





EXPERIENCE in retail wants to buy general office supply 
s Ohio or Northern Midwest preferred. Write Office Appliances, 








WANT TO PURCHASE SMALL STATIONERY, OFFICE FURNITURE AND PRINTING 
BUSINE n sth. Will consider part interest in larger business if given oppor- 
management. Write Office Appliances, Dept. 891 


tunity to participate 





URRENTLY BRANCH MANAGER national typewriter company, wants 





to buy office equioment business, Connecticut or Western Massachusetts. Excellent 

record, 11 years same corporation, 5 as manager. Write Office Appliances, Dept 

903 

OFFICE SUPPI p EQUIPMENT STORE wanted by experienced man. Prefer 
5,000 to 50,000. Jack Strong, 502 So. 5th St., Okemah, Oklahoma 





RETAIL BUSINESS FOR SALE 





OFFICE SUPPLY AND EQUIPMENT BUSINESS, near Texas Coast, established 14 
years, Inventory $23 Trade area population 125,000. Write Office Appliances, 
Dept. 897 





YEAR OLD MACHINE BUSINESS FOR SALE BY FOUNDER. $12,500.00 inven 














tory—miachines, parts, supplies and accounts receivable 
This well est hed business with well known trade name is located in the heart 
of the Tennessee Valley (TVA) in one of the larger cities. Good store location and 
parking 
Would work with new owner... . Wonderful opportunity for one or two 
younger mer quiries treated confidentially. Write Office Appliances, Dept 
23 2 
LARGE ESTABLISHED STATIONERY, OFFICE AND SCHOOL FURNITURE AND 
SUPPLY FIRM jrowing Southern City desires to sell out owing to maturing ages 
of owners. Hav tive sales organization covering large area Exclusive representa- 
t ¥f many urge national manufacturers for long period of years, with whom 
relations are most cordial basis. If interested write for further information— 
which w G strict confidence. Write Office Appliances, Dept. 900. 
FL INE STATIONERY, FURNITURE, MACHINE BUSINESS in growing industria 
ty, 2 East Coast, 125 miles from Washington. No competitors. Also com 
mer printing. V me last year over $80,000 Good Growth potential. Downtown 
x Owner retiring. $25,000 will handle. Write Office Appliances, Dept. 893 
RETA OFFICE PPLY-FURNITURE top location city 50,000, newly remodeled, 
$1 ) volun ean $19,000.00 inventory. Write Office Appliances, Dept. 
894 
Wwe ESTAE HE DFFICE MACHINE BUSINE nm Mid-west. All Franchises 
are f top : WwW e r trade for real estate. Write Office Appliances, Dept 
B% 


OA-7 /60 





SUCCESSFUL FLORIDA CARD AND GIFT SHOP operated by man (full time) and 
wife (half time). Have bought boat and business interferes with pleasure. Will 
deal to seil. The Colonial Shop, 710 N. Mills, Orlando, Florida. 





MANUFACTURING PLANT WANTED 





BUSINESS FORMS MANUFACTURING PLANT in East or Midwest. All replies will 
be kept strictly confidential. Write Office Appliances, Dept. 877. 





WANTED TO BUY 





WILL BUY Bookkeeping Machines — BURROUGHS Billing, Sensimatics — WNa- 
TIONAL Class 3,000, 31, 32, REMINGTON SUNDSTRAND — indicate details 
model, serial. GIBIAN BUSINESS MACHINES, 128 Lafayette St., New York 13, 
N. Y. 





TOP PRICES PAID FOR N.C.R. #3100, #3200 and #3400. All Burroughs Sen- 
simatic; Keyboard Graphotypes Model #6340, #6380: Addressograph Model #6100 
and all others. 41 years of reliability. International Office Appliances, Dept. 
326 Broadway, New York 7, N. Y. — WO 2-3209. 





WANTED: Burroughs Billing, Sensimatic, and N.C.R. machines, Addressographs— 
Graphotypes. List complete model and serial for quotation. William Marion Co., 
173 Lafayette St., New York, N. Y. 





HIGH PRICES PAID for Burroughs, Sensimatics, Model No. F211, and National’s 
Mode! 31-10-10 (22) 26SP, Brandt Coin Machines’ No. 60, 61, 100, 125. L. A 
Pearl Co., Dept. OA, 140 West 42nd St., New York 36, N. Y. 





WANTED: Burroughs or N.C.R. Bookkeeping and Billing Machines, Calculators, 
Comptometers, Adding Machines, etc. any style. Quote complete description and 
best price. AMERICAN BUSINESS MACHINES, INC., 573 Broadway, New York 12, 
N. Y. 





BUY PUNCHED PAPER TAPE EQUIPMENT—Friden Flexowriter, Computyper, Add 
Punches. Tape Processing Inc., 104 E. 40th St., New York City. YUkon 6-8414, 





WANTED TO BUY—Reasonably late model VARI-TYPER & HEADLINER. ROCKY 
JONES, 1539 Second St., Sarasota, Florida. 





FOR SALE AND WANTED TO BUY 





BUY SELL EXCHANGE Multiliths, Multigraphs. Folding Machines, Vari-Typers, 
Headliners, Gestetner, Roneo, Duplicators, Offset Cameras, Gold 
Machines, Embossographs, Showcard Presses. New Specialty Sales, King, 
Carolina. 





ELLIOTT-FISHER AND SUNDSTRAND MACHINES. Electromatic Typewriter, Adders, 
Calculators, and all office machines bought and sold. Teeter-Warsh Co., 849 No, 
3rd. St., Milwaukee 3, Wisconsin. 





LARGE AMOUNT USED VISIBLE CABINETS, KARDEX, ACME, AND RAND. Vari- 
ety of sizes and styles. A-1 condition, very reasonable. Eversteel Equipment, 69 
Spring St., New York 12, N. Y. 





ELLIOTT-FISHER MACHINES, Calculating Machines, adding machines—all office 
equipment, bought and sold. W. J. Crowley Company, 906-908 Water St., Milwau- 
kee 2, Wisconsin. 





ELLIOTT-FISHER MACHINES, ADDING MACHINES, PARTS bought and sold, Indi- 
cate quantity and serial numbers. Maloney-Gilmore Co., 537 S. Dearborn St., 
Chicago 5, Ill. 





BUY OR SELL PITNEY BOWES, ADDRESSOGRAPHS, ELLIOTTS, cabinets, tying 
machines, letter openers, adders, calculators, typewriters, Varitypers, IBM. SACHS, 
121 West 23rd St., New York 11, N. Y. CHelsea 3-8086 





uisTs 





FREE MAILING LISTS OF 6,730 commercial stationers and office appliances deal- 
ers. Also 8,119 typewriter and adding machine stores. Write for FREE catalog of 
lists of retailers, wholesalers, manufacturers, institutions, banks and others. We 
charge only for addressing. SPEED-ADDRESS, 48-01 42nd Street, Long Island 
City 4, New York. 


175 











OA Advertisers 








A 
 * fee : 120 
Advanco Prods., Inc. 166 
Alien, R. C., Bus. Mach., Inc 9 
All-Rite Pen, Inc. .... 142 
All-Stee! Equip., ite «>i 81-88 
Amberg File & Index Co. . 165 
Cancer .... . 117 
American Chair Co. . 132 
American Geloso Electronics, Inc 61 
American Stencil Mfg. Co. . 158 
Ames Supply Co. ..... 167 
Anco Wood Specialties, Inc 157 
Apex Business Systems 17 
Apsco Prods., Inc 115 
Argus Mfg. Co 171 
Art Metal ...... 3rd Cover 
Art Stee! Co. Inc 54 
Associated Business 51 
8 
Bankers & Merchants, Inc 171 
Bankers Box Co. 172 


,C. L., & Co 158 







Company, The 140 
Publishing Co. 159 
Mfg. Co. 164 
Chair Co 155 
Bradley Co 146 
Brush, John D., & Co., Inc 167 
Burroughs Corp. 103 
c 
Cardinell Corp. 167 
Chicago Desk Pad Co 80 
Chicago Lock Co. 129 
Cole Steel Equip. Co., Inc 100 
Columbia-Hallowell Div. 149 
Columbian Art Works, Inc 71 
Consolidated Stamp Mfg. Co., Inc. 156 
Mesa ... 76 
Cotterman, I. D. 171 
Cottonsmith Peraitere ‘Mfg. Co 
Inc. ‘ 167 
Cram, Geo. F., Inc 163 
Currier Mfg. bo” "ine 158 
Curtis-Young Corp 161 
D 
DeJur-Amsco Corp. . 111 
Dennison Mfg. Co. 135 
Boppelt, Chas., & Co., Inc 105 
Downey, L., Co., The 157 
Durable Metal Prods. Co 122 
Duro Art Supply Co., Inc. 160 
E 
Edsal Mfg. Co. _.. 153 
Eisen Bros., Inc. .. 173 
Elward Mfg. Co. .. 158 
Ennis Business Forms, Inc 16-17 
Esterbrook Pen Co. 91 


While every precaution is taken to imture accuracy in thi 


176 


Facit ‘ 

Formfoto Mfg. Co 
Frontier Mfq 
Fulton Mark 


Cc 


na Equip 


Gardner Rubber Stamp Co 
General Pencil Co 
General Ribbon Corp 
Globe-Wernicke Co., The 
Gregson Mfg. Co 

Guide System & Supply Co 


Guniocke, W. H., Chair Co 
H 

Hamilton C Inc 
Hampden C 


Hardboard Fabricators 


Harrison Stee! Cabinet C 


Haske! r 

Hedges Mfq. C 

Heyer, Inc 

Homs, Douglas, Co., Inc 
H-0-N Co 

I 


Imperial Methods Co 
Inter-Continental Trading Corp 


Jasper Chair C 

Jasper Desk Co The 
Johnson Chair Co 

Justrite Envelope Mfg. Co 


Keep Klean Prods. Co Inc 
Krueger Meta! Prods 


L 
5 Leedall Products Mfg. Co., | 
7 Letterex Corp., The 
170 Lundstrom Labs 
74 Lyon Metal Prods., Inc 
M 
Markilo Co 
173 McGill Metal Products Co 
108 McLeod Furniture Co 
170 Meilink Steel Safe Co 
67 Melind, Louis, Co 
124 Michael Lith Sales Corp 
62-63 Micropoint Pen, Inc 
66 Milwaukee Chair Co 
Milwaukee Stamping Co 
Modernize, Inc 
Mosler Safe Co., The 
Murphy Mfg. Co 
N 
4 
158 
149 Noesting Pin Ticket Co., Inc 
3 North American Philips Co 
152 Northern States Envelope Co 
4th Cover 
153 
8-119 
© 
Office Appliances 
Office Products 
Orna Metal Inc 
Oxford Filing Supply Co 
169 
145 
P 
Para-Tone, Inc 
Pennwood Numechron Co 
Perfect Rubber Seat Cushion 
139 Phillips-Davis, Inc 
14] Photo Materials Co 
137 Port Huron Sulphite & Paper 
136 Print-O-Matic Co., Inc 


Pronto File Corp 


75 Quality Park Envelope 


® to bring quicker 


and mo 


mention 


re com plete responses 


APPLIANCES 


OFFICE 


when writing advertisers 


extra service, 


oo 


110 
136 


161 
130 
134 
173 


59 


the publisher does not astume any responsibility for errors of omissions. 


Regna Cash Registers, Inc 93 
Remington Rand Div 113 
Revo-File 21 
Roberts, Rubber Co., Weldon 160 
Rockwell-Barnes Co 121 
Rogersnap Bus. Forms 150 
Royal Metal Mfg. Co 152 
Royal Typewriter, Inc 107 
Rubbermaid, inc 102 
s 
Saunders Mfg. Co., Inc 173 
Schwab Safe Co., Inc 153 
Sengbusch Self-Closing Inkstand Co. 126 
Seng Company, The 161 
Shaw-Walker Co., The 95 
Sheppard, C. E., Div 162 
Smead Mfg. Co 144 
Smith-Corona, Inc 45 
Speed-0-Print Corp., Inc 11-14 
Standard Pressed Stee! C 159 
Stanley Mfg. Co 123 
Stark Calendars, Inc 132 
Steelcase Inc 127 
Steger, H. A., Co 65 
Stempel Mfg. C 143 
Sterling Plastics Co 15 
Stewart, R. A., & Co., Inc 110 
Superior Typewriter Co., Inc 159 
Swingline, Inc 73 
T 
Thomas Collators Inc 109 
Today’s Secretary Magazine 19 
Turlan Mfg 158 
U 
Uher Tape 104 
U.S. Carbon & Ribbon Mfg 161 
Vv 
Valco Co 114 
Victor Adding Machine 138 
Victor Safe & Equip. Co 72 
w 
Warshaw Mfg. Co., Inc., The 112 
Webster, F. S., Co 2nd Cover 
Weis Mfg. Co., The 99 
Weiss, Warren 104 
Western Mfg. Co 133 
Worden Co., The 63 
Write, Inc 172 
Wolber Duplicator & Supply C 79 
Zz 
Zip Products Co 163 
OA-7 /60 








Regional Reports 


continued from page 173 


ufacturers division of NSOEA. Members of the panel 

his district were JOHN FELLOWES, Bankers Box Co.; 
CHARLES HUCKE, manufacturers’ re presentative; Davi 
McMILLIN, Joseph Dixon Crucible Co.; ROBERT To- 
LAND, National Blank Book Co.; and RALPH SOULBY, 
White Wyckoff 

In their business session, the 9th District members 
elected: L. W. Tass, Lake Charles Office Supply Co., 
Lake Charles, La., governor; MARVIN FORTNER, Office 
Senniy ( Gulfport, Miss., vice-governor (a newly 
reated post); and PAUL Fiske, Dallas Office Supply, 
Dallas, T GENE Cook, Arkansas Stationery and Fur- 


niture ¢ Little Rock, Ark., EDGAR JORDAN, Jordan 
Stationers & Printers, Inc., Alexandria, La., and JACK 
M. VANDEVENDER, Office Supply Co., Vicksburg, 





ITH DISTRICT OFFICERS Lt. Gov. Paul Fiske, Dallas 
OF S Treasurer Overton Crawf Maverick Clarke 
Co.; Lt. G lack M. VanDevender, Office Supply Co.; Gov 
- I Charles Office Supply Co.; Lt. Gov. Edgar 

lar Stationers & Printers, In Secretary Oliver 
Tr} s Bros. and Secretary Gene Cook, Arkansas 
Statior & Furniture Co. Vice Gov. Marvin Fortner, Office 
Sup} ( not shown 
Miss unt governors. OLIVER THOMAS, Thomas 
Bros., I k, Tex., was re-elected secretary and OVER- 
TON CRAWFORD, Maverick-Clarke Co., Austin, Tex., 
was treasurer. 

New officers elected to the Texas Travelers Club 
v ( RLES C. MCDANIEL, Ft. Worth, Tex.; presi- 


dent: ROBERT SILLIMAN, Richardson, Tex., first vice- 


president; Dick Lowe, Dallas, Tex., second vice-presi- 
dent; CHANDLER SHACKELFORD, Dallas, secretary-treas 
urer; and TOM GULLEDGE, Mesquite, Tex., assistant 
secretary-treasurer 

The convention planned for next year will be held in 
S Ant Tex., April 20-21, during San Antonio's 
T S 

On the fun side, Ceci. HUNTER, listed on the pro- 
oran Arkansas dealer, gave the luncheon address 
Called from the audience to talk for a few minutes until 
the regular luncheon speaker, a fictional ‘Sam Hous- 
be located, Hunter obliged. Everyone was 
hapy rprised by his hilarious monolouge and it 
wast he had been talking for about a half hour 
that it w aled he was a professional entertainer 

An r happy session in the convention was the 
kick-off party sponsored by the Houston Dealers Asso- 

poolside of the Shamrock-Hilton. This was 

progral 1 in conjunction with an ex iting water show 
per y the Corkettes water tean 

Official attendance for the meeting was listed at 306 
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THE ULTIMATE IN 


QUALITY... 
‘ the y 
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A top-quality punch offering out- 
standing features that heretofore 
have been available only in far 
more expensive paper punches, 
Constructed of sturdy steel .. . 
beautiful nickel plate finish. Han- 
dies are cushioned with soft plas+ 
tic, available in many colors, The 
helical compression spring assures 
positive punching action. Adjust- 
able paper gauge measures — 
of reach ... receptacle holds clip- 
pings, easily emptied when full. 
Available with six dies of assorted 
shapes and three round dies. 


Packed in *Buy- 
appeaiing™ in- 
dividual pack- 
oges that are 
ideal for rack, 
shelf or counter 
display. 







GEM TICKET PUNCH... 
pressed steel, nickel-plated 
punch with knurled handles. 
Available with six assorted 
dies, three round dies. Pre- 
priced card attached. 


es 
acai ae 


METAL PRODUCTS CO. 


MARENGO @ ILLINOIS 


al 
LET RR. 


First Name in Carbonsets 









EREX CORI 


KEEP KLEAN 


PLASTIC 
BRIEF CASES 
Your best buy! 





* Solid brass Scoville 
gripper-zipper 

* All-around outside binding 

* Colorful imprinting 


* Leather grain heavy 
virgin plastic 

* Legol or letter size 

* Brown or block 
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Promotion Builds Good Will, 
Sales for Office Machine Firm 


The Nebraska Typewriter Co., located in downtown 
Lincoln, Neb., has periodically for the past few years 
run a promotion which has done much to keep the firm's 
name before the 


PORTABLE TYPEWRITER ic anc 


which has done 


Now AT “Mabrad ka Typewriter Comps not a little to in 


FOR DAYS Thursday-friday-Seturday crease the sales 
ONLY 





APRIL 21-22-23 
volume 


IOHN BERAI 





Bring te your Portable Typewriter, any make, and let cer Conitind 

Tremed Unger vategee:d rows types ste: sreatmens ferng Ss | tay 

} RIVAGI co-part 

© Completely Checked S 50 oe ? ey 

© Thoroughly Oiled ner in the firm, 

@ New Ribbon Installed ; } | 
Says the ac 


(Cetmare ter ropew 4 secessery 





shown here has 





New ROYAL Portable New ROYALITE Portable 
been run in local 


toll sine with 95 
tebvieter s9** 49°°. pape rs two or 


—Ylebnatkea Company /three times a year 
with great success 
Phone HE2-4284 125 North Vth Se 








Variations are 





made in the machines for sale but the three-day offer to 
clean portables and install a new ribbon remains essen- 
tially the same. A headline, not shown in the illustration, 
changes with each insertion to give the ad a sense 
of timeliness. For instance, in August the headline reads 


“Pre-School.” 


Beaurivage says that each time the clinic has been 
held, between 40 and 60 persons come in with their 
portables. About 25% of these, he adds, have machines 
which require more extensive repairs. Often these 
account for profitable repairs revenues and equally 
as often the customer is sold a new machine. 


There are three colleges /universities in Lincoln offer- 
ing a large student population. A good percentage of 
the response to the Nebraska Typewriter ads comprises 
these students. Beaurivage says that many of these stu- 
dents eventually work for the state, county or municipal 
governments, the insurance companies and banks in 
Lincoln, all of which play an important part in this 
Nebraska capital’s economy. These former students 
then become good customers for the electric type- 
writers, adding machines, calculators, photocopy ma- 
chines and supplies carried by the firm 


Though, Beaurivage says, the sustaining bulk of his 
company’s business is gained by servicing accounts 
and knocking on the doors of prospects, these ads have 
had a pleasant effect on the firm’s public relations 


45 Dealer Salesmen Receive Diplomas 
From Oxford Training Schoo! 


Fifty-five dealer salesmen representing 25 dealers 
in the New York area attended the spring session of 
Oxford Filing Supply Company's Dealer Salesman 
Training School. The program consisting of four con- 
secutive weekly sessions, was held in May at the Prince 
George Hotel in New York City. The school was 
Originally slated for presentation at Oxford's N.Y. 
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Training Center, but an unusually large registration 
caused removal to larger quarters. 





GEORGE W. HAMMARTH, left, sales promotion manager 
for the Oxford Filing Supply Co., presents diploma to Victor 
Horton, sales manager of Goodyear Printing & Stationery at 
the closing session of Oxford's Dealer Salesman Training 
School 


The work-shop format of this year's program, sparked 
by dealer participation and a variety of audio-visual 
props, contributed to the school’s success. Forty-five 
dealer salesmen, were awarded diplomas signifying 
their completion of the course. 

Under the direction of JACK GANs, supervisor of 
of the company’s New York Training Center, the pro- 
gram put forth a balanced blend of product and systems 
information with emphasis on successful sales tech- 


niques. 


H-O-N Takes Sales Meeting Afloat 


The H-O-N Co. of Muscatine, Iowa, recently held 
two sales meetings which focused the attention of the 
company’s sales representatives on new products and 


marketing processes 





H-O-N SALES representatives aboard cruiser in Gulf of 
Mexico. Regardless the sea breezes, group buckled down to 
marketing facts during annual sales meeting 





The first of the sales conferences was held in Biloxi, 
Miss., March 28-31. JULIE HARRIS, interior designer 
for several Dallas, Tex., office equipment dealers, pre- 
sented the theme of the meeting: ‘Confidence in com- 
pany, product and self.” Taking a one day break from 
the meeting rooms in the Sun ‘N’ Sand Hotel, though 
not a break from meeting, the salesmen took a one day 
cruise to New Orleans and back. 
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AWARD-WINNING OFFICES 


« An Art Metal installation at Crown 
Zellerbach Corp., West Coast Regional 
Office, San Francisco, Calif. 


REYNOLDS METAL CO 
Great Lakes Region Headquarters 
Detroit, Mich 


CROWN ZELLERBACH CORP 
West Coast Regiona ffice 


‘ 


San Francisco, Ca 


BERKSHIRE LIFE INSURANCE CO 
Headquarters Bu 
Pittsfield, Mass 





ART METAL, INC. 


50 West 44th Street, New York 36, New York 





“Office of the Year” AWARDS 


INSTALLATION 


Interiors: Design Associates Appearance is matched with 
Architect: Minoru Yamasaki performance! Architects, 
designers and decorators find that 
when working with Art Metal, 
and its office planning services, 

| they are assured of functional, 
Interiors: Skidmore, Owings & Merrill | attractive work areas—that answer 
irchitect: Skidmore, Owings & Merrill | <--itications exactly. The 
Art Meta! dealer finds that this 
reputation for experienced 
cooperation can be profitable 
to his business. 


luterior Designs for Business, li 
Architect: Hoyle, Doran & Barry 








Heyer Conquerors have won world wide acclaim for beauty and 


mechanical excellence — but it’s their performance that counts! 


From the beginning, Conquerors have been th 
biggest values in quality spirit duplicators 
They have led the field with such outstanding 
features as Copy Positioner Control that assures 
perfect positioning of copy on the sheet; Re-Set 
Counter; Visible Fluid Supply that shows fluid 
level at a glance; simple-to-operate Fluid and 
Pressure Controls; Paper Stackers that stack 
finished copies neatly; and Permanent, easily 
understood instructions on the Receiving Tray 
that minimize operator problems 

Now, Heyer-engineered improvements mak: 
Mark III Conquerors even better! Vastly im- 
proved Sheet Separator Fingers eliminate side 
guide rubbers and their tricky adjustments 


“Always Makes 
a Good Impression”’ 





Adjustable Feed Wheels grip paper at edges for 
positive forwarding. Feed Tension Control ad- 
justs quickly for any paper .. . lightweight to 
postcards, even newsprint. 

Other features include Direct Drive (no lurch- 
ing), recognized as one of seven leading design 
ideas by Design News Magazine; and quiet Ny- 
lon Gears that need no lubrication. These and 
other advances make duplicating easier than 
ever. Now anyone can print 330 copies in 3 
minutes, in 1 to 5 colors at once, at a fraction of 
a cent a copy 


Heyer Conqueror Spirit Duplicators are sold 
and serviced only by authorized dealers 


HEYER INC., 1852 S. Kostner Ave., Chicago 23, Illinois 


DUPLICATORS AND SUPPLIES SINCE 1903 





